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ifty-third Year, No. 12 


951 Canadian Fire 
Insurance Premiums 
Reveal Gain of 17% 


Total Was $142,000,000, Which 
Was $20,600,000 Above 1950; 
Loss Ratio Shows Sharp Decline 


UTO PREMIUMS ARE UP 14% 
Auto Loss Ratio Rises to 62%; 


Hail Claims Ratio 41%; Per- 
sonal Property Expansion 


Approximate figures, subject to change,’ 


"showing results of the insurance busi- 
i ness in Canada for 1951 have now been 
F compiled from the annual statements 
Submitted to the Dominion Insurance 
Department by the companies. 
Fire insurance premiums written, less 
" registered or licensed reinsurance, during 
the year 1951, increased by $20,605,821, or 
» 170% above the amount written in 1950, 
the total for 1951 being $142,034,948. Of 
this amount, Canadian companies wrote 
$36,556,845, British companies $51,400,333, 
and foreign companies $54,077,770, these 
amounts being 117%, 113% and 121%, 
espectively, of the corresponding 
/ amounts for 1950. 
The claims incurred, less registered or 
icensed reinsurance, decreased from 
~ $62,136,306 in 1950, to $54,723,690 in 1951, 
the average ratio of claims to premiums 
ritten being for 1951, 38.5%, as com- 
Pared with 51% for 1950. The ratio for 
Canadian companies was 39.7%, for 
ritish companies 41.7%, and for foreign 
Companies 4.8%. 
The loss ratio by 
below, the corresponding ratios for 1950 
ing shown in parentheses: Alberta, 
6 (54.1); British Columbia, 27.5 
1); Manitoba, 33.6 (62.9); New 
runswick, 35.9 (47.8); Newfoundland, 
8 (32.0); Nova Scotia, 35.1 (54.0); 
Ontario, 39.9 (43.4); Prince Edward 
“sland, 50.4 (37.2); Quebec, 40.8 (63.7); 
z Saskatchewan, 33.6 (33.4); all other 
anada, 142.2 (29.7). 
- The substantial increase in the amount 
f fire premiums written in the last 
wo years has produced marked dif- 
erences between premiums earned and 
remiums written, and claims ratios on 
the earned basis correspondingly higher 
an those on the written basis. The 
arned ratios (reserves on 100% basis) 
or the three groups in 1951, all rein- 
Surance deducted in the case of Canadian 


(Continued on Page 27) 
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; the sad story of the 
_Z25\ CARELESS 


_ Chapter II What's a little (?) shock com- 
is about Junior pared with the fire which could 
easily have resulted from that 
frayed wire and overloaded 
plug. Last year over 70,000 fires 


family 


were started because people 
were careless with electricity. 
Serve your assured and your 
community. T fire prevention 
constantly. 


tHe London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LTD. @ SAFEGUARD INSURANCE 


COMPANY OF NEW YORK * 
(Fite Department) e 


STANDARD MARINE INSURANCE COMPANY, LTD. 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 











province is shown : 





A Bundle 


One of our managers tells the story that several years ago he 
accepted the assignment of doing a programming study for the 


client of one of the underwriters. 


After some delay occasioned by 


the search for his policies of life insurance, the client finally got 


together the batch and sent them in to the underwriter. 


When, 


late that afternoon, they were turned over to the manager he gave 


them a first once-over. 


The client, a large contractor, had been 


buying life insurance over a period of years, some from one com- 


pany, some from another. 
total of the policies came to $1,000,000. 


The manager found that all-in-all the 


It being the close of the day’s work, he gathered all the policies 
together, just a bundle of papers, and locked them in the bottom 


drawer of his desk. Then he left for the day. 


On the way home in a commuter’s train he read the afternoon 


newspaper, and an item caught his eye. 


The client with all the 


insurance had died. As the manager went his way homeward he 
said to himself that in the bottom drawer of his desk he had 


left $1,000,000. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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New Organization of 
Managers & General 
Agents at Chicago 


Chairman Campbell Says Object Is 
to Make Better Managers 
Not to Crusade 


HAS MEMBERSHIP OF 3,500 


Mid-Year of National Ass’n and 
AMA Group Also Meeting 
at Edgewater Beach 


By CriareNce AxMAN 


Chicago, March 17—A new organiza- 
tion in life insurance held its first con- 
vention this week when the Managers 
Agents 
into session today at Edgewater 
Hotel. Chairman of the 
Col. Charles W. Campbell, 
The Prudential’s 
cy, the largest 
dinary insurance in United States. Vice 
chairmen of the conference are John D. 
Marsh, Lincoln National, Washington, 
and Ray Wertz, Reliance Life, Detroit. 
Secretary is M. L. Camps, John Han- 
cock, New York City. 


Managers and General 


and General Conference went 
3each 
conference is 
manager of 
Newark Ordinary agen- 
agency in writing of Or- 


Agents Con- 
ference is outgrowth of managers and 
general agents section of National Asso 
ciation of Life Underwriters, which was 
part of NALU conventions. 
While an affiliation of NALU, the 
and opportunities of the gen- 


annual 


problems 
eral agents and managers have grown 
in such variety and sometimes com- 
plexity that these agency heads believe 
they should have more individual con- 
sideration by the managers themselves, 
which an association of their own can 
provide. Col. Campbell made it clear 
that the procedure of the conference 
will be objective and cooperative. t will 
not be an organization of a crusading 
nature. “We want to help make better 
managers and better general agents and 
also more effective producers,” com- 
mented Col. Campbell. 


Starts With Membership of 3,500 


conference starts with a 
3,500. Only men who 
agency are eligible. 
Those in attendance are from all parts 
of the country. The conference started 
with a luncheon at which principal 
speaker was Holgar J. Johnson, presi- 
dent, Institute of Life Insurance, who 
discussed what managers and general 
agents can do in improving life insur- 
ance public relations. Following him 
President Harry S. McConachie and 
Managing Director Charles J. Zimmer- 
man of Agency Management Associa- 
tion described that organization’s activi- 
ties and objectives, Mr. McConachie 
emphasizing what AMA is doing with 
its managers schools of which there 
will be seven this year. He said 6,000 


The new 
membership of 
actually operate an 


(Continued on Page 13) 
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A false start was made by the 
Chubbys in their attempt to reduce 
quickly and easily. Chubby tried 
exercise only—and found that he 
had to run 36 miles to shed one 
pound! Mrs. Chubby tried the lat- 
est reducing fads with even poorer 
results. They found that so-called 
“simple ways to reduce’’ do not 
work—and that self-treatment with 
reducing pills may actually be 
dangerous. 


The Chubbys consulted their 
doctor—the person best qualified 
to plan safe ways to weight loss. 
He put them on the right track by 
helping them develop a new set of 
permanent eating habits. The doc- 
tor also prescribed a balanced diet 
that would not only remove excess 
pounds, but would also allow the 
Chubbys to eat a variety of appe- 
tizing, nourishing foods. 


disorders. 


program. 


Gs 
BALANCED DIET 


SELECTED FROM: 3 
LEAN MEATS FRUIT i ™ 

FISH MILK EGGS | 
CHICKEN BREAD | 


VEGETABLES (wHo.e aan 
BUTTER OR ENRICHED) 








Here are the foods that were 
included in the Chubbys’ diet— 
foods that all overweight people 
need to protect health while reduc- 
ing. These foods provide the pro- 
tein, vitamins, and minerals needed 
for building and repairing the 
body. They found this diet easy to 
follow—and they did not miss 
those dishes that teem with ‘‘hid- 
den calories,’ such as gravies and 
sauces. 






























“CHEERS FOR CHUBBY” 


HE CARTOON characters shown here—Mr. and 
free Chubby—are the “stars” of Metropoli- 
tan’s new film, “Cheers for Chubby.” This film 
humorously presents a serious subject—the health 
hazards of overweight. 


Medical authorities report there are some 25 
million Americans who, like the Chubbys, are 
overweight—or who tip the scales to a point at 
least 10 percent higher than is best for their 
physical and mental health. 


Today, doctors are urging all overweight people 
—especially those beyond age 30—to bring their 
weight down to normal and keep it there through- 
out life. This is because excess pounds may place 
a burden on vital organs, particularly the heart. 
Obesity may also shorten life as it is closely asso- 
ciated with heart and circulatory diseases, gall 
bladder trouble, diabetes, arthritis, and other 


Here are some facts that the Chubbys learned 
about reducing—facts that may help everyone to 
get the greatest benefit from a weight-reduction 





Here are the Chubbys after diet- 
ing sensibly, and firmly adhering 
to their new eating habits. They 
lost weight safely—from two to 
three pounds weekly—and they 
felt and looked better than they 
had in years. They also increased 
their chances for additional years 
of happier, healthier living, because 
they knew that—the shorter the belt 
line, the longer the life line! 








COPYRIGHT 1952—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Madison Avenue, New York 10, N. Y. 











This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 
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Insurance Notables Attend Funeral 


Of Horace R. Bassford 


The death in Florida last week of 
Horace R. Bassford, vice president and 
chief actuary of Metropolitan Life, and 
former president of the Actuarial Society 
of America, caused deep regret in un- 
usually wide circles. Hundreds of mes- 
and letters of condolence were 
received by Metropolitan Life and mem- 
bers of his family. They included those 
from actuaries and other insurance men 
from United Kingdom and Canada. Many 
of them stressed a sense of personal 


sages 


loss. é 
The funeral services, held on Saturday 


afternoon at St. Lukes Episcopal Church, 
Montclair, N. J., were attended by sev- 
eral hundred notable insurance men and 
their wives. The floral display was an 
especially large one. ies Paety. 
Practically the entire official family 
of Metropolitan Life joined with Leroy 
A. Lincoln, board chairman, and Charles 
G. Taylor, Jr., president, at the services 
Vice President Henry E. North from 
the Pacific Coast head office, and Second 
Vice President Glen J. Spahn from the 
Canadian head office in Ottawa, were 
present. 
Actuarial Groups Officially Represented 


The honorary pallbearers represented 
the Society of Actuaries (professional 
body covering United States and Can- 
ada) and the Institute of Actuaries (the 
English professional body). 

The Society of Actuaries was formed 
by the merger three years ago of the 
Actuarial Society of America and the 
American Institute of Actuaries. Mr. 
Bassford, the last president of the 
Actuarial Society, was instrumental in 
the development and completion of the 
merger arrangements. 

The representatives 
Actuaries were: 

|. Gordon Beatty, vice president and 
chief actuary Canada Life, acting for 
3enjamin T. Holmes, president of the 
Society, who was unable to attend be- 
cause of illness. Mr. Beatty was the last 
president of the American Institute of 
Actuaries and worked in close coopera- 
tion with Mr. Bassford in effecting the 
merger of the Actuarial Society and 
American Institute of Actuaries. 

Walter Klem, vice president and asso- 
ciate actuary Equitable Society, and vice 
president of the Society of Actuaries. 
John R. Larus, vice president and 
actuary Phoenix Mutual Life and vice 
president of the Society of Actuaries. 
Valentine Howell, executive vice presi- 
dent and actuary of the Prudential and 
immediate past president of Society of 
Actuaries. 

John S. Thompson, president Mutual 
Benefit Life, Fellow of the Society of 
Actuaries and past president of the 
Actuarial Society of America. 

William F. Marples, Fellow of the 
Institute of Actuaries of London, Eng- 
land. The Institute of Actuaries—the 
professional body of England—has had 
a noteworthy history and had a great 
influence in the development of the ac- 
tuarial profession in the United States 
and Canada as well as many other 
countries. At its centennial celebration 
in 1948, Mr. Bassford, then president of 
the Actuarial Society of America, was 
the chief delegate of the Society. The 
Institute gave him the rare honor of 
electing him a Fellow without examina- 
tion. 


of the Society of 


Ushers Were Metropolitan Actuaries 


Ushers at the services were the follow- 
ing officers of Metropolitan Life, all 
Fellows of. the Society of Actuaries: 
George V, Brady, Frederic P. Chapman, 


Malvin E. Davis, 
Reinhard H. Ho- 
A. Sieg- 


Joseph A. Christman, 
Gilbert W. Fitzhugh, 
haus, Edward A. Lew, Charles 
fried and Herbert J. Stark. 


In addition to those previously men- 
tioned among other prominent insurance 
men present were: 


C. Barnsley, vice president and 


Great Bassford Ability Linked 
With Genuinely Human Traits 


By Cuarves G. Taytor, JR. 
President, Metropolitan Life 


Jerry Bassford, as he was familiarly 
known to his friends in the Metropoli- 
tan, was respected for his outstanding 
ability as an actuary and loved for his 
genuinely human traits. He had a great 
pride in the actuarial department of the 
Metropolitan and genuine interest in 
every person connected with that de- 
partment. He had an unusually wide 
and close contact with the department’s 
personnel. He never lost an opportunity 
to present a service medal, to recog- 
nize some unusual anniversary, or to 
present the certificate given to a retir- 
ing employe, in addition to a personal 
gift. If he were out of the city, he was 
careful to see that a letter was on hand 
in his place. He visited each employe 
leaving for military service and also 
wrote them personal letters while they 
were in service. He was truly beloved, 
not only by the department staff, but 
throughout the company. 


His Great Personal Influence 


In attending actuarial meetings, both 
in this country and abroad, these same 
traits of character endeared him to 
many people and extended his personal 
influence throughout the profession both 
in this country and abroad. 

In his loyalty to his alma mater, Trin- 
ity College of Hartford, he was equally 
earnest and generous with his time and 
thought. Each year he gathered to- 
gether all prospective freshmen from 
the New York area who expected to 
attend Trinity College for a dinner and 
social evening. His purpose was to give 
these young men some personal contacts 
when they arrived at Trinity that would 
make them immediately feel at home. 


As chairman of the Joint Committee 
on Blanks of the American Life Conven- 
tion and the Life Insurance Association 
of America, he contributed largely to 
the development of the new annual 
statement blank. Likewise, as a member 
of the Joint Committee of the two as- 
sociations on the Federal Income Tax 
Law, he was very active in the work of 
that committee and made. substantial 
contributions to its activities 

Jerry Bassford rendered distinctive 
service also as a member of the commit- 
tee to determine the price to be paid 
by the policyholders of the Pacific Mu- 
tual Life Insurance Co. for the 
of that company in connection with its 
mutualization. He was also an advisor 
to the Veterans Administration and a 
member of the Joint Committee on War 
Problems of the American Life Con- 
vention and Life Insurance Association 
of America. 

He conceived and brought into being 
the Craig Memorial Library in the Ac- 
tuarial Department of the Metropolitan 
in memory of his two predecessors, 
Messrs. J. M. and J. D. Craig. 

His_ professional achievements were 
outstanding because in all his activities 
his sterling character gave strength to 
his efforts. He was not only a capable 
actuary but he thought straight and 
acted accordingly and always with kind- 
liness and consideration for his associ- 
ates within or without the company. 

The influence of Jerry Bassford will 
long be felt in the Metropolitan and in 
the life insurance business and he will 
be remembered with respect and affec- 
tion as long as those who knew him 
live. 


stock 


Tributes by Prominent Insurance Men 


Asked by The Eastern Underwriter for comments on the death of Horace R. 
Bassford, a number of American and Canadian distinauished figures in the business, 


long familiar with his work, said: 





Benjamin Hol , Vice president and 
actuary, Confederation Life Association, 
and president, Society of Actuaries. 

Jerry Bassford’s friends must number 
legion, both inside and outside the actu- 
arial profession. In the Society of Actu- 
aries his counsel will be sorely missed. 
He combined a sure judgment of his 
own, with a knack for bringing out the 
best in others. Many will think of him, 
first and foremost, as president of the 
Actuarial Society during the years when 
the decision was reached to unite the 
two actuarial bodies in North America. 
Many will think of him when he repre- 
sented the Actuarial Society at the cen- 
tenary of the British Institute in Lon- 
don in 1948. Many more will remember 
individual acts of ‘friendship and en- 
couragement known to only a few. 

J. Gordon Beatty, vice president and 
actuary, Canada Life, and former presi- 
dent, American Institute of Actuaries. 


Jerry Bassford had a host of friends 
in Canada as he had everywhere he 
went. This was not just because he was a 
brilliant actuary or a prominent life in- 
surance man but because he liked peo- 
ple and people liked him. When he was 
president of the Actuarial Society I had 
a splendid opportunity, as his opposite 
number in the American Institute. to 
observe and appreciate his fine qualities 
of leadership, his breadth of character, 
his wide variety of interests and his 
grand sense of humor which never failed 
no matter how difficult the task in hand. 
T admired him greatly. He well earned 
the respect, admiration and affection of 
all who had the privilege of working 
with him. A fine influence has gone out 
out of this world with Jerry Bassford. 

John R. Thompson, president, Mutual 
Benefit Life. 

The premature death of “Jerry” 

(Continued on Page 12) 


Bass- 


actuary, Guardian Life; W. J. Cameron, 
president, Home Life; William Chodor- 
coff, second vice president and associate 
comptroller, Prudential; G. H. Davis, 
assistant actuary, Life Insurance Asso- 
ciation of America; E. G. Fassell, actu- 
ary, Northwestern Mutual Life; J. E. 


Hoskins, actuary, the Travelers; H. W. 
Jones, vice president, Mutual Benefit 
Life. 

Also L. R. Menagh, Jr., vice president 


and comptroller, Prudential; R. D. Mur- 
phy, executive vice president and actu- 
ary, Equitable Society; M. Neumann, 
second vice president feo associate ac- 
tuary, Prudential; Albert Pike, Jr., 
actuary, Life Insurance Association of 
America; Alexander Query, associate 
general counsel, Prudential; C. F. Rich- 
ardson, associate actuary, Mutual Life. 

Also B. E. Shepherd, manager, Life 
Insurance Association of America; C. 
M. Sternheii, executive assistant, New 
York Life; J. S. Thompson, Jr., assistant 
actuary, New York Life; A. A. Tousaw, 
assistant to the president, Sun Life of 
Canada; J. R. Trimble, mathematician, 
Mutual Benefit Life; A. C. Webster, 
manager of selection, Mutual Life; E. 
H. Wells, actuary, Mutual Life; E. B. 
Whittaker, vice president, Prudential; B. 
A. Winter, second vice president and 
associate actuary, Prudential. 

His Early Education 

The professional honors accorded to 
Mr. Bassford were many, including in- 
ternational recognition. In 1947 he was 
president of Actuarial Society of Amer- 
ica. In 1948 he was chief delegate of 
Actuarial Society of America to the 
centenary of (British) Institute of Actu- 
aries, oldest actuarial organization in the 
world. 

Mr. Bassford was born on December 
17, 1889, in Nutley, N. J., son of Ethan 
Frost Bassford and Kate Hobby Bass- 
ford. He was educated at Trinity Chapel 
School in New York City, graduating 
in 1906, and at Trinity College, Hart- 
ford, receiving his Bachelor of Arts de- 
gree in 1910. Continuing his studies at 
Brooklyn Polytechnic Institute, he was 
graduated in 1914 with a degree in elec- 
trical engineering. During the four years 
he attended Brooklyn Polytechnic In- 
stitute he also taught school, and for a 
vear was associated with the Thomas A. 
Edison Laboratory in West Orange, 


Mr. Bassford joined the Metropolitan 
in 1915 as a clerk in the company’s 
actuarial division, and in 1919 was placed 
in charge of the newly organized Group 
life and health section of the actuarial 
division. During those years he pursued 
intensive studies of the actuarial sci- 
ences, mostly at night, and on weekends, 
becoming a fellow of the Actuarial Soci- 
etv of America by examination in 1920. 

Became Metropolitan Officer in 1923 

He was appointed an officer of the 
Metropolitan with the title of assistant 
actuary on January 1, 1923. His advance- 
ment to actuary was in 1936, and he was 
appointed vice president and chief actu- 
arv in ; 

He received the honorary degree of 
Master of Science from Trinity College 
in 1948, at exercises marking the 125th 
anniversary of the chartering of the 
institution. He currently was president 
of the New York Association of the 
Alumni of Trinity College. 

During World War I he served as a 
lieutenant in the Artillery Corps, and as 
instructor at the Officers Training School 
at Fort Monroe, Va. 

After the merger of the Actuarial So- 
ciety of America and the American In- 
stitute of Actuaries, in which he played 
a’ prominent part, he was a member of 
board of governors of the Society of 
Actuaries. Other professional affiliations 
included membership in the American 
Mathematical Society, honorary mem- 
bership in the Spanish Institute of Actu- 
aries, and membership in the council 
of the International Congress of Actu- 
aries. 

During his years in the Actuarial 
Society Mr. Bassford had been extremely 
active, in addition to holding the top 
offices he was for many years a member 
of the Council and served on its most 


(Continued on Page 12) 
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Prudential Opens New 
Philadelphia Agency 


fe. E. BOOGAR TO BE MANAGER 


Gilmartin & Associates Reorganized as 
a Wholly Brokerage Office; H. L. 
Lee to Head Jamaica Agency 


In a move to presente’ its sales and 
service operations in Philadelphia, The 
April 1 a_ third 
agency in that city and aiso reorganize 
Gilmartin & 


Prudential will open 


the agency of William J. 
\ssociates. 
Harold E 


Boogar, who now heads 





WILLIAM J. GILMARTIN 
agency, will 
Philadelphia 
Herbert L. Lee, CLU, 


sistant manager at Jamaica, will succeed 


Prudential’s Jamaica, L. I., 
be manager of the new 


rganization 


Mr. Boogar. 


MacLeod, CLU, 


ccording to Sayre 





HERBERT L. LEE 


vice president, the Gilmartin organiza- 


tion is being reorganized as a brokerage 
gency and its personal production staff 
will form the nucleus of the new Harold 
Boogar & Associates Agency. Mr. 
Boogar will also take over the servicing 
of $25,000,000 of the nearly $56,000,000 
of life insurance now in force on the 
books of Gilmartin re Associates. 
Change in the Gilmartin agency's 
status also involves a move from its 
present auarters at 1405 Locust Street 
to 1500 Walnut Street. Boogar & Asso- 
ciates will occupy the vacated space at 





HAROLD E. BOOGAR 
the former address. 

Mr. Boogar was educated at Wharton 
School of Finance and Commerce, Uni- 
versity of Pennsylvania. He became as- 
sociated with life insurance in 1930 and 


joined Prudential at Philadelphia as an 
agent seven years ago. Subsequently, he 
was promoted to assistant manager there 
and, in 1950, was named head of the 
company’s Jamaica agency. Under Mr. 
Boogar’s leadership the organization 
gained prominence as one of the com- 
pany’s leading agencies. 

Mr. Lee has been associated with 
Prudential in sales and administrative 
posts in metropolitan New York since 
1933. During the past few years, he has 
been assistant manager in charge of the 
Jamaica agency’s branch office at Hemp- 
stead. He was educated abroad and 
studied at La Sorbonne in Paris. He is 
chairman of the Life Underwriters 
Training Council of the Long Island 
branch of LUA and a member of the 
forum committee of the N. Y. Chapter 
of CLU and of the N. Y. Life Super- 
visors Association. 


GUARANTEE MUTUAL GAINS 

G. L. Hamlin, CLU, agency vice presi- 
dent, Guarantee Mutual Life of Om: tha, 
has announced that new paid-for busi- 
ness for January and February is 14.2% 
ahead of last year. The accident and 
sickness department has a gain for the 
vear of 28.2% over last vear. 

The gain in new-paid life volume in 
February was the largest gain registered 
during the past 14 months. 








Broad Coverage 





PRIDRCIPAL SUM 28 





GENERAL AGENCIES AVAILABLE 


to Experienced Accident and Health Men in the following States 


Delaware Indiana Michigan Ohio 
Dist. Columbia Kentucky Minnesota Pennsylvania 
Illinois Maryland New York Texas 
Wisconsin 
4» 4» 4 


A COMPLETE NEW LINE OF 
ACCIDENT AND HEALTH - HOSPITAL - SURGICAL - MEDICAL 


Policies for Individuals and Families — Ages 1 Month to 65 Years 


NO INCREASE IN PREMIUM OR REDUCTION 
IN BENEFITS AT ANY TIME 


Non-Can for Term Premium Paid — Air Travel 
No Termination Age — Non Pro-Rating — 24 Hour Coverage 
On or Off the Job 


LIFETIME ACCIDENT ............... 2 years non-confining sickness 
5 YEARS ACCIDENT...................... | year non-confining sickness—non-classified 
3 MONTHS ACCIDENT................ 2 months sickness for men and women employed— 


unemployed—housewives, etc. 


..100 days—each accident or illness 


NURSE AT HOME... 100 days—each accident or illness 
MATERNITY * ; 
FEMALE DISORDERS i na Up to 10 times daily rate 


$1,000.00 each member 





17 E. Prospect Ave., Mt. Vernon, N. Y. 
Mount Vernon 4-5580 


Liberal Benefits 








Camps Agency Supervisor 


HARRY M. D 


ETJEN 


The M. L. Camps agency of John 
Hancock, located at 110 East 42nd 
Street, announces the appointment asa 
supervisor of Harry M. Detjen. 

Mr. Detjen was born in New York 
City and after attendance at local 
schools entered Wesleyan ral 
with the class of 1943. His college ca- 
reer was interrupted because of id war, 
and Mr. Detjen enlisted in the Naval 
Air Force where he attained the rank 
of lieutenant (j.g.). He was in the Navy 
four years, and was a pilot of a dive 
bomber. 

After his war service, he returned to 
college and graduated with the class of 
1947. He then went into the life insur- 
ance business as an agent for the 
Phoenix Mutual in Hartford and later 
became an agent for the Aetna Life in 
New York City. He was also an estate 
control representative and_ supervisor 
for that company. 

While in college he played varsity 
football, basketball, baseball and was 
intercollegiate champion, both singles 
and doubles, in hand ball. He is a mem- 
ber of Phi Sigma Kappa and is vice 
president of the alumni board of di- 
rectors of that national fraternity. He is 
very active in the Kiwanis Baseball 
Federation and the American Legion 
Junior Baseball program of which Babe 
Ruth was a director. He is a member 
of the Life Supervisors of New York 
City. 

Mr. Detjen has done considerable 
work in Pension Trusts, Estate Plan- 
ning and Business Insurance. 


W. C. Metcalf Retires 

Wayne C. Metcalf, CLU, general agent 
of New England Mutual Life at Roan- 
oke, Virginia, since 1937, retired recently 
on account of ill health. E 

Born in South Dakota, Mr. Metcalf 
was graduated from the College oft 
William and Mary in 1913, and received 
an A.M. degree there in 1917. He was a 
school principal for five years and was 
engaged in the life insurance business 
for 13 years before entering the New 
England Mutual’s Richmond agency 1n 
1932. He was appointed general agent 
in Roanoke in October of 1937. 


C. W. Davis Made Manager 
Capitol Life, Eugene, Ore. 


Capitol Life of Denver announces ap- 
pointment of Charley W. Davis as man- 
ager at Eugene, Ore. A past president 
of the Life Underwriters Association of 
Eugene, Mr. Davis is a life member of 
the Quarter Million Dollar Round Table 
and has been active in life insurance for 
more than 19 years, 
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New York 


City Association’s Sales Congress 


Approximately 1,000 Attend 32nd Annual Affair; Program Enthusiastically Received; Harold 
A. Loewenheim Served as General Chairman; Albert Hirst Honor Guest at 65th 


Anniversary Dinner-Dance Following Meeting; Many Past Presidents Attend 


Approximately 1,000 persons attended 
the annual sales congress ot the Life 
Underwriters Association of the City of 
New York, held last week in the grand 
ballroom of the Hotel Astor. Attendance 
this year exceeded by far that of similar 
affairs in the recent past. It is a diffi- 
cult task to prepare an all-day session 
that can stimulate such a sophisticated 
and well-informed audience as com- 
prises the membership of the New York 
City Association, but the committee this 
year under General Chairman Harold 
‘4. Loewenheim, Home Life of New York, 
arranged a very informative and well- 
balanced program. Theme this year was 
“Selling Is Our Business. : 

The sales congress, which was the 32nd 
annual affair, was followed in the eve- 
ning by the association’s 65th anniver- 
sary dinner-dance. The_ dinner was in 
honor of Albert Hirst, New York attor- 
Among those seated at the dais 


ney. 5 : 
ber of past presidents of the 


were a num 
association. " 
: Sales congress speakers included Stan- 
Cokes, CLU, Metropolitan Life; 
Maxwell I. Schultz, executive vice presi- 
dent, Willmark Research & Willmark 
Service System, Inc.; Frank Bettger, 
author, lecturer and insurance salesman ; 
ohn D. Marsh, J. D. Marsh & Associ- 
ates: Paul S. Craigie, manager of sales 
training, Lily-Tulip Cup Corp.; Edwin 
H. Snow, Aetna Life. 
Committee Members 

Assisting Mr. Loewenheim on _ the 
committee were Charles N. Barton, CLU, 
vice chairman; Edwin J. Allen, CLU, 
program advertising; Joseph J. Melly, 
Jr, attendance; Timothy W. Foley, re- 
ception; A. W. Eisen, CLU, photogra- 
phy; Andrew F. Kinbacher, publicity; 
Jack R. Manning, program publication. 
Mr. Manning is executive manager of 
the association. President is John H. 
Evans. 

Moderator was Benjamin N. Woodson, 
CLU, managing director, National Asso- 
ciation of Life Underwriters. 

Frank Bettger 

Mr. Bettger, who is author of the 
hook “How I Raised Myself from Failure 
to Success,” gave an inspiring talk on 
the importance of enthusiasm in sell- 
ing, which he said is by far the highest 
paid quality on earth. He started his 
career as a professional baseball plaver 
in the Tri-State League with Johns- 
town, Pa. He was young and ambitious, 
wanted to get to the top, but was scared 
and nervous and to conceal his fear 
irom the crowd and other members of 
the team, he assumed an attitude of 
Nonchalance and indifference, which the 
Manager interpreted as laziness and as 
a consequence fired him. 

He then joined the old Atlantic 
League at Chester, Pa., where he was 
paid $25 a month as compared with $175 
at Johnstown. He didn’t feel enthusias- 
tc in his new association, but he began 
'o act enthusiastic. After three days an 
ald ball player asked him why he had 
uried himself in a rank bush-league. 
lis reply was that if he knew how to 
fet a better job, he would go anywhere. 
About a week later through the influ- 
ence of his friend, he was given a trial 
with New Haven. 

“oO one knew Frank Bettger in that 


By Otiver J. Jongs 


league, so he made a resolution that 
nobody would ever accuse him of being 
lazy, he made up his mind to establish 
the reputation of being the most enthu- 
siastic ball player they had ever seen 
in the New England League. He thought 
that if he could establish such a reputa- 
tion, he would have to live up to it. 
From the minute that he appeared on 
the field, he acted like a man electrified. 
He threw the ball around the diamond 
hard and fast and once, apparently trap- 
ped, he slid into third base with so much 
energy and force that the third base- 
man fumbled the ball and he was able 
to score an important run. This was all 
a show, Mr. Bettger recalled, but it 
worked like magic and three things hap- 
pened: 
Enthusiasm Overcame Fear 

1. His enthusiasm almost entirely over- 
came his fear. His nervousness began 
to work for him and he played far bet- 
ter than he ever thought he was capable 
of playing. Don’t hold back nervous- 
ness, Mr. Bettger cautioned, turn it on 
and let your nerves work for vou. 

2. His enthusiasm affected the other 


players on the team, and they, too, be- 
came enthusiastic. 

3. Instead of dropping over with the 
heat on that hot day, he felt better dur- 
ing the game and after it was over, than 
he had ever felt before. 

His biggest thrill, however, came the 
following morning when he read in the 
New Haven newspaper: “This new 
player, Bettger, has a barrel of enthu- 
siasm. He inspired our boys. They not 
only won the game, but looked better 
than at any time this season.” The 
newspapers began calling him “Pep” 
Bettger—the life of the team. 

Within ten days, enthusiasm took him 
from $25 a month to $185 a month— 
it increased his income by 700%. Two 
vears later—two years from the time 
he had been hoping to get $25 a month 
with the little Chester outfit, he was 
playing third base for the St. Louis 
Cardinals and had multiplied his in- 
come by thirty times. “Enthusiasm alone 
did it,” he said, “nothing but enthusi- 
asm.” 

Two years after that while plaving a 
game in Chicago against the Chicago 
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5. Term and accidental death rates reduced. 


For further details call 
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Cubs, he had a bad accident. Picking 
up a “swinging” bunt while on a full 
run he attempted to throw in the oppo- 
site direction. Something snapped in his 
arm and that accident forced him to 
give up baseball. This seemed like a 
great tragedy to him at the time but 
he looks back to it as one of the most 
fortunate events of his life. 

Mr. Bettger returned home, and for 
the next two years made his living rid- 
ing around the streets of Philadelphia 
on a bicycle, working as a collector for 
an installment furniture concern. After 
two years of this he decided to try sell- 
ing insurance with the Fidelity Mutual 
Life. The next ten months, he recalled 
were the longest and most dishearten- 
ing months of his life. 

A dismal failure at selling life insur- 
ance, he finally concluded that he was 
never cut out to be a salesman, and be- 
gan answering wants ads for a job as a 
shipping clerk. He relized, however, that 
no matter what work he tried to do, he 
first had to overcome a strange fear- 
complex that possessed him, so he joined 
one of Dale Carnegie’s courses. Before 
retiring that night, his thoughts went 
back to his baseball days at Johnstown 
and New Haven. For the first time, he 
realized that the very fault which had 
threatened to wreck his career in base- 
ball was now threatening to wreck his 
career as a salesman. 

The decision he made that night, he 
feels, was the turning point of his life. 
That decision was to stay in the insur- 
ance business and put the same enthusi- 
asm into selling that he had put into 
playing baseball when he joined the 
New Haven team. The next day on his 
first call he had made up his mind that 
he was going to put on a show. He 
was going to show this prospect the 
most enthusiastic salesman he had even 
seen in his life. As he pounded his 
fist with excitement, he expected every 
minute to have this man stop him and 
ask if he were going crazy—but he 
didn’t. At one stage of the interview, 
he raised himself to a more erect posi- 
tion and opened his eyes wider, he was 
not stopped by the prospect, except to 
answer questions, and the sale was made. 

From that day on, Mr. Bettger began 
selling. The magic of enthusiasm began 
to work for him in business, just as it 
had in baseball. 

“Enthusiasm is by far the highest paid 
quality on earth,” the speaker said, “be- 
cause it is one of the rarest—yet it is 
one of the most contagious. If you are 
enthusiastic, your listener is very likely 
to become enthusiastic, even though you 
may present your ideas poorly. With- 
out enthusiasm, vour sales talk is dead.” 


Works Constantly Within You 


“Enthusiasm,” Mr. Bettger continued, 
“isn’t merely an outward expression. 
Once you begin to acquire it, enthusiasm 
works constantly within you. You may 
be sitting quietly at home, and an idea 
occurs to you, the idea begins to de- 
velop, finally you become consumed with 
enthusiasm and nothing can stop you. 
It will help you overcome fear; become 
more successful in business make more 
money; enjoy a_ healthier, richer and 
happier life. There is just one rule to 
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become enthusiastic, Mr. Bettger con- 
cluded and that is to act enthusiastic. 

Mr. Bettger asked his audience how 
many had read his book “How I Raised 
Myself from Failure to Success in Sell- 
ing” and about 75% of those present 
responded by raising their hands. About 
50% of those present had read it twice. 

Paul S. Craigie Talk 

After a few brief remarks Mr. Craigie 
Principles in 
the scenes were staff 
who presented a very amusing burlesque 
about an insurance agent, emphasizing 
the theme of this talk “How Not to Suc- 
ceed Successfully.” 

Mr. Craigie emphasized the 
tance of making a favorable impression. 
Get the prospect's attention on you, he 
remarked, away from his everyday prob- 
lems, so that you can proceed with your 
That can be done easily 
things—how you 
The presenta- 


presented two short skits. 
members of his 


impor- 


presentation. 
but depends on two 
look and what you say. 
tion begins before a single word is said. 
As you stand framed in the doorway, 
meeting your prospect face to face for 
dress, grooming, 


attitude are on 


the first time, 
bearing and_ general 
trial—and Mr. Prospect is the judge. 

“What you say at the outset,” he 
continued, “is important too and here is 
material 


your 


where you can use all of the 
that you developed in pointing up his 
problem and the service which you can 
render that will While out- 
wardly the world is rapidly changing, 


solve it. 


the basic reasons for buying, human na- 
ture if you will, never changes. And it 
is here that you bring into play all of 
the buying motives that you have 
learned. Appeal to his 
through saving, appeal to fear through 
loss, appeal to his pride in ownership, 
desire to imitate. Now, 
most of us use but 


love of gain 


appeal to his 
there’s a motive 
which must be handled very delicately, 
very tactfully.” 

There is a great deal about the Ameri- 
can impulse, the speaker remarked, to 
“Keep Up with the Joneses.” In some 
fields, that stimulated 
safely and 
man approaches a business man with a 
proposition that is purely business-like— 
as in the insurance business, this stimu- 
lus must be handled carefully. He cau- 
tioned against devoting too much time 
in telling the prospect how much you 
did for his friend who sent you to see 
him, no matter how brilliant and far- 
seeing you make his friend appear. 

“Carefully used however,” Mr. Craigie 
said,, “the desire to imitate will strength- 
en your sales talk. Remember though, 
if you do your approach and presenta- 
tion properly, you are well on the way 
to a sale and will undoubtedly get to 
spend more time with the prospect and 
be able to demonstrate that what you 
say is gospel, by opening your case and 
showing client letters and case histories. 

“This part of the sales talk is impor- 
tant to us who sell products, more so 
than those in the life insurance business 
who sell a service. We attempt to en- 
list the prospect’s sense of sight, touch, 
taste and smell and get them all working 
for us. We put the product in his 
hands, urge him to work with the equip- 
ment—for the more senses we can in- 
volve, the better is our chance of mak- 
ing the sale. Actually, I have seen in- 
surance salesmen come close to this, for 
by placing a planned program for Mr. 
X in my hands, while describing his 
future prospects, placing me in_ that 
position by indirection, he in effect 
called on many of my senses. It’s a 
lot of trouble to go to just to make a 
sale because somewhere along the line, 
he is going to bring up objections and 
you'll have to answer them.” 


impulse can be 
soundly but when a sales- 


About closing, Mr. Craigie said that 
in his type of selling, as in the insur- 
ance business, you should try to avoid 
giving the prospect a chance to sav no. 
As an example, he said, we offer a 
choice between something and some- 
thing rather than a choice between 
something and nothing. Buyers and 
prospects will find ways to say no with- 
out the assistance of the salesman, so 
his job is to make “no” a very difficult 
thing to say. 


John D. Marsh 


John D. Marsh, who specializes in 
estate planning, said that all too many 
life insurance agents glibly talk about 
estate planning when they are not pre- 
pared by training or temperament to 
do such work. He reminded his audi- 
ence that true estate planning cannot 
be done without the help of the other 
professions. Insurance programming, he 
said, traveling in the guise of estate 
planning will sooner or later lead to 
conflict with the attorneys, the accoun- 
tant, and the trust officer. 

Mr. Marsh’s definition of estate plan- 
ning is that it is a complete analysis of 
all assets and liabilities, plus the eco- 
nomical arrangement of such assets and 
liabilities, geared to the objectives and 
personalities involved, with proper re- 
gard for taxes and economic conditions, 
to provide the maximum advantage to 
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the client and his family in event of 
death, disability or old age. Life insur- 
ance enters the definition only as a 
vehicle. 

“The time will come,” Mr. Marsh said, 
“when estate planning as a_ profession 
will be recognized for what it is, not 
strictly a legal profession, not just crea- 
tive planning, but a special work neces- 
sitated by the complexity of our eco- 
nomic life, in which the accountant, the 
lawyer, the trust officer, and the insur- 
ance agent willingly have their respec- 
tive interests in the individual’s affairs 
coordinated by the estate planner. Es- 
tate planning has been most aptly de- 
scribed as our youngest profession. If 
you talk to a good lawyer, he will tell 
you that he has been doing estate plan- 
ning for the last twenty years, and 
that’s probably true. 


Young Profession 


“But we are forced to recognize that 
estate planning is really a young pro- 
fession because it has only received 
prominence since our tax laws have be- 
come so stringent, which, to all intents 
and purposes, has been since 1941. Prior 
to that time, the wealthy minority were 
the prime benefactors of estate planners, 
but now, as the Government attempts 
to provide for more and more people, 
collect higher and higher taxes, reduce 
interest rates, lower and lower, estate 


planning becomes an increasingly impor- 
tant operation in its own right. 

“In my opinion planning one’s estate 
is a must and the insurance man’s role 
in this new profession is vital. He js 
in the unique position of being able 
to seek out, motivate, and stimulate per- 
sons to recognize their problems with- 
out impugning his professional status 
Further, commissions on the necessary 
and required life insurance help to ade- 
quately compensate for the substantial 
amount of work involved. The lawyer 
however conscientious he may be, can. 
not solicit legal business. He is also 
genuinely handicapped because he can't 
charge a fee commensurate with his 
services except in those cases involving 
large estates. The trust officer’s activity 
must be confined to those persons who 
are obviously the holders of large es- 
tates, because of minimum fee require- 
ments. The accountant is confined so 
closely to his responsibilities of keeping 
his clients out of difficulty with the bu- 
reau that he seldom ventures into the 
true field of estate planning. The life 
insurance man who has qualified him- 
self as estate planner is in the position 
to coordinate all the objectives that his 
client may have. He is in the position 
to sell his client the idea of using all 
the other professions.” 

Discussing the sales process, Mr. 
Marsh said that as estate planners, the 
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frst step is to plan your own estate. 
His reasoning being that if you can’t 
plan your own estate, you _cant plan 
the other fellow’s. Once this is done, 
he said, the result, in a formally pre- 
pared and typed plan, is the primary 
document for use in_the solicitation of 
prospective clients. The approach is to 
call upon those individuals selected as 
to income and the usual qualifications 
and tell them that it is our desire to 
acquaint them with the type of work 
that we are doing. Obviously most of 
our calls are by reference and introduc- 
tion from satisfied clients. 

“We have found,” Mr. Marsh con- 
tinued, “that the average individual is 
not too reluctant to look at the other 
man’s estate plan, and we find that by 
going over our personal estate plans, 
our ideas and objectives are easily im- 
planted. I have found that the use of 
my personal estate plan accomplishes a 
number of objectives. It motivates the 
client by causing him to unconsciously 
compare his estate with mine; instills 
confidence because of the visual evi- 
dence of my capacity and ability; places 
us on a common financial footing; stimu- 
lates client to furnish complete data la- 
ter in the interview; eliminates use of 
hypothetical cases and someone else’s 
personal and confidential plan; guaran- 
tees sincerity and carries conviction in 
my presentation. This approach  en- 
ables me to sell him on the importance 
of planning by showing him how care- 
fully I have planned by own hopes and 
objectives.” 

Mr. Marsh said that there are two 
pieces of philosophy which the members 
of his organization strictly adhere to. 
One is that estate planning is not a 
device to sell life insurance and the 
other is that a complete job must be 
done in every case regardless of the 
outlook for financial compensation. 

One of the great faults of many of 
the so-called “estate planners” ap- 
proaches, the speaker said, is its use 
as a method of determining minimum 
requirements for the prospect and to 
prod or trap him into buying life insur- 
ance, then once the life insurance is 
sold to forget the many implied prom- 
ises that were made about arranging 
the client’s affairs. Mr. Marsh said that 
he and his associates make a genuine 
effort to place themselves on a _ profes- 
sional status and to solve their client’s 
problem in exactly the same way they 
would solve their own. Life insurance is 
used as a vehicle to enable the client 
to accomplish his objectives. Concluding 
he said that true estate planning is not 
a device to sell life insurance but a 
scientific manner of solving a client’s 
problems and helping him achieve his 
objectives. 


Edwin H. Snow 


_Mr. Snow, who told of the growing 
Interest of the life insurance industry 
in accident and health insurance, said 
that accident and health is on the march, 
1 tor no other reason than that there 
will be a great many agents selling it in 
the near future. “With more and more 
companies entering the field,” he said, 
‘and more and more salesmen selling 
accident and health insurance, it is but 
natural that new forms of coverage 
and refinements of old forms of cover- 
age are being experimented with. Com- 
petition among companies and agents 
is making this happen. And this is a 
good thing for the accident and health 
business. Competition in the life in- 
surance business forced our actuaries to 
Invent new policies and new uses for 
life insurance. Without that keen com- 
Petition, the American home would not 
be protected by low cost mortgage in- 
surance, as we know it today, retirement 
Mcome insurance would be unknown, as 
would family income insurance, and 
many other forms of life insurance.” 
Competition in the accident and health 
eld has already brought major medical 
€xpense coverage, broader health cover- 
ages, and more liberal accident cover- 
ages, Mr. Snow pointed out. But there 
will be problems. With so many com- 
panes entering the field at such a 
rapid rate, able and experienced men 
will be scarce, which is one of the signs 


of growth in an industry. 

Some companies, he remarked will of- 
fer comparatively inexpensive cheap lim- 
ited policies in an effort to compete and 
gain quick premium income. The result 
for the company and agents who sell 
that type of coverage will be disas- 
trous. Policyholders will complain about 
misrepresentation, even though there 
has been none, and agents will become 
quickly dissatisfied and will mistrust 
the companies they represent. 

Agency Problems 

Among the agency problems that will 
arise, Mr. Snow said, will be the prob- 
lems of training men to sell accident 
and health insurance, problems of com- 
pensation—some companies pay a fairly 
substantial first-year commission and a 
given number of small renewals; other 
companies pay the same commission 
each year the policy is renewed. 

Commenting on ethics, the speaker 
said that at this time, there is no such 
word in the accident and health diction- 
ary, as life insurance men understand 
ethics. Its strictly catch-as-catch-can 
and catch as much as you can from the 
other fellow—if you can. 

The method of selling accident and 
health insurance, Mr. Snow said, almost 
exactly parallels the methods used in 
selling life insurance. You have to ob- 
tain a prospect, one who has a _ need, 

(Continued on Page 8) 
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Simon Agency Honors Its 
Cashier on Anniversary 





Lawrence E. Simon, general agent Massa- 


chusetts Mutual, New York (right), 

presenting to Mrs. Beatrice Doyle, agency 

cashier, one of the many gifts she re- 

ceived on her 40th anniversary with the 
agency. 


a happy social event took 
Massachusetts Mutual Life 
Simon 


Last week 
place in the 
general agency of Lawrence E. 
at 20 Pine Street, New York, 
whole staff 
40th anniversary with the agency of 
Mrs. Beatrice 

Lawrence E. 


when the 


joined in celebrating the 


Doyle, agency cashier. 
Simon paid special tribute 

Mrs. Doyle for her invaluable service 
and presented her with a beautiful Jen- 
sen silver and lapis lazuli bracelet and 
earrings from the agents and also a 
necklace to match. The clerks presented 
her with a handsome cigarette case and 
lighter. Joseph Pellicane presided and 
was toastmaster. 

Mrs. Doyle started with the Massa- 
chusetts Mutual agency at the age of 14 
on March 18, 1912 as a clerk in the 
cashier’s department when T. R. Fell 
was general agent at 71 Broadway. She 
acted as assistant cashier after 1916 and 
when W. T. Coleman became il! some 
years ago she was appointed assistant 
cashier, assuming full responsibility on 
Mr. Coleman’s death in April, 1946 as 
agency cashier. Mrs. Doyle was married 
in 1921. One of her interests is baseball, 
being a staunch rooter for the Brooklyn 
Dodgers. She usually spends a month in 
Florida. 


Robert J. Vane Dead 


Robert J. Vane, widely known as an 
authority in the fields of accident statis- 
tics, and occupational and industrial 
hazards, and for many years associated 
with the Metropolitan Life’s statistical 
bureau, died suddenly on March 11 at 
his home in Jamaica, L. I. He was 59 
vears old. 

He was active nationally in the safety 
movement, and was currently a member 
of the President's Highway Safety Con- 
ference and the President’s Conference 
on Industrial Safety. His professional 
affiliations included membership in the 


American Public Health Association, 
American Statistical Association, Ameri- 
can Society of Safety Engineers, Ameri- 


can Industrial Hygiene Association, Na- 
tional Safety Council, Greater New York 
Safety Council, American Standards As- 
sociation and Home Office Life Under- 
writers Association. 


Mutual Benefit Appoints 


Smith Training Supervisor 

H. Preston Smith, who joined the 
agency department of Mutual Benefit 
Life on December 1, 1951, has been ap- 
pointed management training supervisor. 
Mr. Smith will be in charge of training 
and developing supervisory personnel 
and conducting schools for supervisors 
throughout the country. 

Before joining the Mutual Benefit 
Life, Mr. Smith had four years experi- 
ence as an agent ‘and district manager 
for the New England Mutual in Sum- 
mit, N. J. In his first year in  busi- 
ness he led his company for one month 
and in his second full year wrote over 
a million dollars of life insurance. In 
1950 he undertook the development of 
a unit in Summit which, in the follow- 
ing year, paid for about two-and-quar- 
ter million dollars of business, quali- 
fying the entire group for the national 
convention, 


Huffman Named General 
Agent at Jacksonville 


Truman M. Huffman will become gen- 
eral agent in Jacksonville, Fla., for Mu- 
tual Benefit Life on April 1, succeeding 
Robert L. Rhodes. Mr. Huffman is cur- 
rently in charge of management training 
in the Agency Department. His home 
office duties in the past have included 
training and developing supervisors and 
general agents and writing training ma- 
terial. 

Mr. Huffman’s life insurance career 
which began in Hartford, following grad- 
uation from Trinity College in 1939, 
was interrupted two years later by mili- 
tary service. In 1945 he joined the Hart- 
ford Agency of Mutual Benefit and after 
a year in personal production was pro- 
moted to agency supervisor. He was 
called to the home office in 1948 to assist 
in the company’s management training 
program. 

A member of the National Association 
of Life Underwriters, the Northern New 
Jersey Life Underwriters Association 
and an honorary member of the Life Su- 
pervisors, News ark, Mr. Huffman is also 
active in such community organizations 
as the Red Cross, YMCA, Newark 
3ovs Clubs and the Community Chest. 


Joins Old Line Life 


Appointment of McClain Cheetham as 
assistant actuary of Old Line Life, Mil- 
waukee, has been made known by H. 
Sturtevant, actuary of the company. Mr. 
Cheetham comes from Des Moines, 
where he was associated with the actu- 
arial department of Bankers Life Co. 

Mr. Cheetham is a graduate of the 
University of Iowa. His studies were 
interrupted when he was called into mili- 
tary services in 1941. He served as a 
navigator in the Air Corps for four 
years, taking paft in the African and 
Italian campaigns. He received his mas- 
ter’s degree in mathematics at Iowa in 
1947. As associate of the Society of 
Actuaries, Mr. Cheetham goes to Old 
Line Life with a background of over 
seven years’ experience in actuarial and 
policyowner service work. 


Observe Anniversaries 
R. Meade Smith and William A. Mar- 
tin, general agents for Pacific Mutual 


Life in Philadelphia, are observing 
personal anniversaries of service with 
Pacific Mutual. Mr. Smith has been 


with the company for 25 years, Mr. Mar- 
tin for 10 years. The Smith and Martin 
agency was established in Philadelphia 
in 1946, 














CASHIER WANTED 
IN NEW YORK CITY 


Old established agency collecting approximately 
on $100,000,000. All replies confidential. Give 
outline of experience, age and education. 


Box 2076 


The Eastern Underwriter 
41 Maiden Lane, New York 38, N. Y. 











N. Y. Sales Congress 


(Continued from Page 7) 
can pass and pay, and with whom you 
can obtain an interview under favorable 
circumstances. You establish the prob- 
lem of the necessity for replacement of 
income when income stops, present the 
solution in the form of an accident and 
health policy suitable to his needs, and 


then motivate for action. That process 


is elementary to life men, and there- 
fore, selling accident and health is easy 
for the life man to learn. 

Mr. Snow also said not to overlook 
the growing field of accident and health 
protection for key men among business 
contacts. Properly written, the premiums 
are a deductible item of business ex- 
pense, and the income is tax free to 
the key man when he becomes disabled, 
as are all income benefits from accident 
and health insurance unless paid to 
someone other than the insured. 


Maxwell I. Schultz 


Mr. Schultz, who spoke on “The Rea- 
son Why of Selling,” said that selling 
is the ability and faculty on the part of 
an individual to influence another per- 
son’s thinking to the point where com- 
mon agreement is achieved. After the 
prospect’s attention is properly gained, 
he remarked, you must be able to estab- 
lish a customer’s interest in your own 
proposition. This requires adroitness and 
flexibility in order to resolve your sub- 
ject matter in the light which would defi- 
nitely prove of magnetic and attractive 
value to the prospect. 

The next stage of your endeavor, he 
continued, concerns itself with your ca- 
pability to create desire on the part of 
the prospect for a well defined proposi- 
tion. At this stage of the presenta- 
tion, you should have succeeded in nar- 
rowing the prospect’s attention and 
interest down to your most important 
premise or proposition. “You must avail 
yourself,” he said, “of all of your 
leading arguments in order to whet the 
appetite of your prospect for the idea 
you are trying to promote. This consti- 
tutes the greatest challenge in creative 
selling, because it is at this point where 
you will bring to bear all your innate 
and trained ability to make your pros- 
pect sense and feel the benefits that 
will accrue from the proposition you are 
submitting. If and when you have suc- 
ceeded in establishing the prospect’s at- 
tention and interest, and have effectively 
aroused the desire for your proposition, 
then you are about to negotiate the next 


most vital phase of your presentation, 


Estate Planners Quarterly 


Estate Planners Quarterly, a new life 
insurance sales magazine, recently made 
its debut. The 64-page tri- monthly pub- 
lication reduces complex estate and 
business insurance present: itions to the 
simple sales interview language used by 
successful producers. It includes in- 
formal, reconstructed interviews of mz any 
big producers and their clients and in- 
terpretations of the latest developments 
in taxation and estate planning in terms 
of their sales dollar value. 

The publication has been introduced 
by Farnsworth Publishing Co. of New 
York, with an editorial board headed 
by Solomon Huber, CLU, general agent 
of Mutual Benefit Life in New York 
City. William P. Stowe, formerly of 
Life Insurance Agency Management 
Association, is director of publications. 

The editorial board includes these 
nationally prominent lecturers before 
CLU, trust council, legal, accounting and 
life underwriter organizations: Lau- 
rence J. Ackerman, dean of the School 
of Business Administration, University 
of Connecticut; George B. Gordon, di- 
rector of adv: anced underwriting sery- 
ices, Mutual Benefit Life; Robert J. 
Lawthers, director of benefits and estate 
planning, New England Mutual; Stuart 
A. Monroe, associate general agent of 
Mutual Benefit Life in New York City; 
Pasquale A. Quarto, director of training 
of the Life Underwriter Training Coun- 
cil, and Milton Young, New York City 
practicing tax lawyer. 

Presentation words and_ techniques 
actually used in the field by successful 
producers are contained in the book and 
can be memorized or followed as an 
interview pattern adapted to individual 
style, ability and personality. 

The subscription rates are $10 an- 
nually, $19 for two years, or $27 for 
12 issues. The address of Farnsworth 
Publishing Co. is 11 West Prospect 
Avenue, Mt. Vernon, N. Y 





and that lies on the threshhold of clos- 
ing the sale.” 


Stanley C. Collins 


Mr. Collins, who had for_ his topic 
“Enduring Success Through Sales,’ ’ said 
that one of the greatest weaknesses of 
most men in selling is that they fail to 
prospect. The greatest student of life 
insurance will sell himself out of the 
business if he does not sell and_he 
cannot sell if he does not prospect. You 
must have on hand at all times live 
prospects, he remarked, and when a name 
drops off the prospecting list for any 
reason, this name should be replaced. 


ee 








Are You on the Right Track? 
Are You Heading inthe Right Direction? 


You Will Be....1f You Represent — 
HEARTHSTONE INSURANCE 0. OF MASS. COMBINED INSURANCE CO. or AMERICA COMBINED AMERICAN INSURANCE co. 
120 Boylston Street Boston 16, Mass. 5316 Sheridan Road Chicago 40, Ill. 2817 Maple Avenue , Tex. 


W. CLEMENT STONE, President 
of the Combined Group 
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the “TIFFANY” of 
Individual Non-Cancellable A & H Policies 
‘6 i ape 
Non-Can” Disability Income to Age 60-65-70 
© $400 per Month Maximum Participation 
© $10 per $1000 Disability Income Under 
Preferred Risk Whole Life 
Your Inquiries Invited 
IRWIN B. HALWEIL, Manager 
UNION MUTUAL LIFE INSURANCE CO. 
26 Court Street, Brooklyn 2, N. Y. Room 2112. MAin 4-0794-5 
Home Office: Portland, Me. 
Nebraska Orders Companies _ Prudential Opens Augusta 
iil To Pay Tax on Annuities Office; McCullough Manager 
Nebraska Director of Insurance Loren At a luncheon in Augusta, Ga., at 
. H. Laughlin has served all life insurance tended by business and civic leaders 
7 companies licensed in that state with a March 18, James E. Rutherford, vice 
Ww life show cause order directing them to remit president of The Prudential, announced 
made Vice President Orville E. Beal (left) of The Prudential receives citation for efficient the premium tax on annuities issued in that the company was opening a district 
y pub- use of newspaper advertising in 1951 from Harold S. Barnes, Director of the Bureau Nebraska in accordance with the provi- office in that city under the manage- 
and of Advertising of American Newspaper Publishers Association. sions of Sec. 77-908 and 77-909 R. S. ment of William’ I. McCullough, who 
to the oe Supp. 1951. The order concludes: has been a training consultant at the 
sed by The Prudential has been cited by the and advertising for Prudential, by Har- All parties aggrieved by the above home office since 1947. Native of Ala 
“ in- newspapers of America for efficient use old S. Barnes, director of the Bureau of — ane ce A notified that, ne ac- bama, he joined Prudential at Washing 
many ; fe : 3 c ss cordance with the provisions of Sec. 77- ton in 1943 becoming one of the le: dine 
4 arenneiee edhe htaseney C ee > can Newspape % I ading 
nd in- seal aceite ul os Se ae on a pewrnpanper Sat 911 R. S. Supp. 1951, a hearing will be producers of the company and was later 
yments mote the sale of life insurance. lishers Association. conducted at 9 a.m., April 8, 1952 in the made staff manager. ; 
terms The citation, in the form of a hand- The certificate is a facsimile of a news- Governor’s Hearing Room, State Capitol =e as 
sttered certificate, was presented at a Paper ’s front page bearing the banner, Building, Lincoln, Neb.,” when the com- 
— seins oi 2 9 st O ee “ogre “Newspapers of America,” and this panies will be given an opportunity “to W ife’s S Crile ‘Claim 
New luncheon meeting SOR ALS IAS fee hd statement, signed by the Bureau: “Com- show cause why the Director of Insur- \ppellate Division of New York, First 
Bry ic president in charge of public relations mendation to The Prudential Insurance ance should not rescind or refuse to Department, decided on December 26 a 
agent Company of America by the Newspapers __ re-issue the license of any company which case involving claims of a wife's cred- 
York of America for efficiency in the use of fails to remit its taxes in conformity itors. Case was that of Fred C. Ehnes, 
rly of : ° newspaper advertising space in the year with the above preliminary order.” appellant, vs. Rae Krinsky and Hattie 
ement Institute H. O. Underwriters 1951.” ie The companies contend that considera- Kk; iplan. Summary of the case as given 
ations. At Cincinnati, Sept. p53 LE Others present were Thomas O. Mor- tions received for annuities are not tax- in New York Law Journal is_ this: 
these “ ‘ E p ry ris, public relations director and Henry able under the provisions of the 1951 law. “Moneys received by an insured’ s wife 
before The executive committee of Institute M. Kennedy, advertising director, of See in payment of the proceeds of policy 
1g and of Home Office Underwriters met in Prudential; Harold L. McClinton and M. W. ae ‘'HOOGBRUIN DIES _ of life insurance which she Chien are 
: Lau- Nashville recently when plans were made E. Carlock, vice wena 7 of Prudential’s William A. Hoogbruin, a membe r of not exempt from claims of her creditors 
choo for the 16th annual meeting in Cincin- advertising agency, Calkins & Holden, the Los Angeles agency of Bankers which are based on legal obligations 
versity aa , ve oar: a adie Carlock, McClinton & Smith; and Robert Life of Des Moines, Iowa, for the past contracted or incurred before the date 
yn, di- nati, September 49 to </ - the t et 1¢r- L. Moore, eastern sales manager, and eight and a half years, died March 7 at on which Section 166 of the Insurance 
serv- land Plaza. Executive Vice President Bruce Robinson, account supervisor in San Bernardino, California. He was 56 Law became effective, namely January 
ert J. William H. Harrison presided. Two com- _ the insurance field, of the Bureau. years old. 1, 1940.” ; 
bree mittees were appointed, underwriting b 
ent of forms committee headed by Raymond A. ire 
City; Burke, North American Re., and read- 
bt frag ing and reference committee of which 
: City Joseph C. Kosid, Mutual Service Life, 
is chairman. 
niques New members of the Institute are: Ww s of 7 
cessful Guaranty Savings Life, Montgomery, apl 0 ] e S 
per Ala. and Armed Forces Mutual Life, ‘ e 
siden San Antonio, Tex. John T. Acree, 1s 
Lincoln Income Life, Louisville, is chair- 1rec al an roug 
0 an- man of the membership committee. 
7 for -oageredees Be in the Institute now num- Ww 
Ze ker B colapnin e a $340,000 Jackpot 
ospect ’ 
Prudential Seminar “Capitol Life’s direct mail profit plan plus 
ae. A seminar designed especially for sound sales training helped me write my big- 
a western brokers was held in Los Angeles ' 1 : Ljoined th es 
recently by The Prudential with Carl P. gest volume since | joine e company. 
Lundy, superintendent of agencies at GENE THORPE, Capitol Life Field 
, opi ag presiding. te be was é ; Underwriter, Denver 
saic similar > presented to San Francisco ; . . - . 
Hea * er ee With Capitol Life you get these benefits: 
fail re brokers the previous week. Topics dis- 
ai ‘ ; 
ge cussed the first day included Dollar : peer — 
of lite Needs for Most Me 4 Purchasing Power 1 Attractive commissions—Bonuses For details on the Capitol Life expansion 
of the pecos Or MOSt DEH eurches gia Liberal first year commissions plus lifetime renewals. program in your area, write: 
nd_he of Life Insurance, Prudential Policies, 2 Sal eb ee id 
t. and Group Insurance Plans — Future ales training and sales aids THOMAS F. DALY II, Vice President 
15 live a eis , ; i i i i 
a Trends. Subjects contained in the sec- Cooperative sales assistance to the men in the field. and Director of Agencies 
yr any ond day’s program were Business Insur- 3 Prompt underwriting service 
ced. ance, Sole Proprietorship, Partnership, A coordinated underwriting service for the field forces. 
— Close Corporation, Key Man, and Insur- 4 Exclusive contracts 
; ance for Tax Purposes. ; eh ‘ ss 
Mr. L undy, joining The Prudential in Complete line of policies with competitive rates. 
19, > Z : is teat 
37, specialized in business insurance Available io qualified field underwriters now residing in the 13 = 
and estate planning. Since entering the West States if i £ 
Newark home office, he has spent the ska a pi Oo 
Past two years making an_ extensive 
study of the problems and opportunities eee Sec eanse CeRPAwY 
of brokers. Fea DENVER, COLORADO 
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Washington National 
General Agents to Meet 





J. V. FITZGERALD 


The General Agents Association of the 
Washington National Insurance Co. will 
meet in Kansas City a conference 
March 24-25. 

Forty general agents of the company 
will discuss problems of mutual interest 
in this, the first independent gathering 
Heretofore, meetings 


for 


of the association. 
have been held at the time of the com- 
pany’s annual agency gatherings. 

J. V. Fitzgerald, general agent for the 
Washington National at Storm Lake, 
Iowa, is president of the General Agents 
preside at the 
Marion F. Hous 


agent, will be 


Association, and will 
Kansas City sessions. 
ton, Kansas City general 
host to the group. 

Home office officials of the Washing- 
ton National have been invited to attend, 
and in addition to the agency department 
staff headed by Vice President Kenneth 
Mullins, President R. J. Wetterlund will 
be present. 


Named By Union Central 

Two appointments have been made by 
the Nashville, Tenn., f Union 
Central Life, according to an announce- 
ment by Charles G. Parkhouse, manager 
of the agency. Victor C. Aylett has been 
named district manager in Chattanooga, 
Tenn., and Tab Sterchi became district 
manager in Knoxville, Tenn. 

These assignments are in line with the 
Nashville general expansion 
program. They are intended to strength- 
en the Union Central’s sales operations 
in the Chattanooga and Knoxville areas, 
as well as provide more efficient service 
for policyholders. 

Mr. Aylett is a former resident of 
Montreal, Canada, where he attended 
Montreal High School and McGill Uni- 
versity. During World War II, he served 


agency ol 


agency’s 


with the Royal Canadian Air Force 
in the Far East. Attaining the rank 
of flight lieutenant, he piloted a B-2 


bomber dropping supplies to guerrillas 
in Burma and Malaya. 

Although previously affiliated with The 
Prudential in Montreal, Mr. Aylett has 
moved to Chattanooga for his new posi- 
tion with Union Central. 

Mr. Sterchi attended high school and 
the University of Tennessee in Knoxville 
He is well known in local athletic cir- 
cles, having refereed many high school 
and collegiate basketball games. He is 
active in the Knoxville Lions Club, Ath- 
letic Board, and the Community Councils 
Agency. He has also served as chairman 
of the Juvenile Delinquency Commission. 


Dr. E. H. White Advanced 

The board of directors of Insurance 
Research & Review Service, Inc., In- 
dianapolis, announced the advancement 
of Dr. Edwin H. White, CLU, director 
of the R & R advanced underwriting 
division, to vice president. Dr. White 
joined the R & R staff in 1949, coming 
to Indianapolis from New York City, 
where he had been estate planning 
director for one of the large eastern 
companies. He is a member of the New 
York Bar and while in New York, he 
was also on the staff of the New York 
University Graduate School of Business 
Administration. 


Charles F. Hobbs Dead 


Charles F. Hobbs, 79, president of 
American Home Life, Topeka, since 
1950 and Kansas Commissioner of Insur- 
ance from 1929 to 1947, died in a Topeka 
hospital March 3 following a six month 
illness. Born in Osage City, Kansas, 
Mr. Hobbs became associated with the 
Kansas Insurance Department in 1917, 
previously serving as county clerk of 
Osage County for two terms. His wife 
whom he married in 1904 died in 1936 
but he is survived by two daughters, 
Mrs. Robert L. Jordan of New York 
City and Mrs. Norman Jordan, Topeka. 
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Here’s a wonderful way to save. Mail the coupon 
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MAIL THIS COUPON TO ANY ONE OF OUR 
5 MANHATTAN OFFICES 


Enclosed is my first deposit of $ 
open a Savings Account in my name and mail my bank 


HAVE MORE! 








* 291 Broadway 
41 Rockefeller Plaza 










EU-3 





. Please 





Address. 


























City, Zone No., State 


Member Federal Deposit Insurance Corporation 








Baltimore Life Marks 
Its 70th Anniversary 





Fabian Bachrach 
ALBERT BURNS 


3altimore Life marked its 70th anni- 
with a dinner in Baltimore 
March 15 attended by officers, agency 
leaders and special guests. The occasion 
marked the 50th anniversary of 
President Albert Burns’ service with the 
company and his 10th year as head of 
the organization. Assets of the company 
are nearly $43,000,000 and insurance in 
force amounts to close to a quarter bil- 
lion. At the dinner the Washington, 
Pa., office was presented with the Burns 
Award, a bronze plaque presented to the 
leading agency each year. 


versary 


also 


Philadelphia Brokerage 
Manager for Paul Revere 





G. STANLEY HAMMOND 


G. Stanley Hammond has been made 
Philadelphia brokerage manager for the 
Paul Revere Life. He succeeds William 
3arr, Jr., who has been appointed asso- 
ciate agency secretary of the Worcester, 
Mass., company. 

Native of Scranton, Pa., Mr. Hammond 
is a graduate of Haverford College. He 
entered the insurance business in 1% 
with the Sun Life of Canada and, prior 
to his present appointment, represented 
the Massachusetts Mutual as agency 
supervisor with its Philadelphia agency. 
He is active in life underwriter associa- 
tion affairs. 
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ACACIA’S 
FIELD 
ADVISORY 
COMMITTEE 
for 1952 


Front row, l. to r.: 
Joseph A. Barbeau, waged 
Manager, District of Columbia; James M. Williams, Manager, Norfolk; William Montgomery, President 


of Acacia; LaNoue Matta, Manager, Los Angeles. 


Back row, l. to r.: Samuel E. Mooers, Field Vice President of Acacia; Vernon R. Zimmerman, Manager, 
Northern Virginia; Edwin W. Mueller, Manager, St. Louis; A. Douglas Yeagle, Manager, Dayton. 


We are proud to present the members of Acacia’s Field Advisory Committee 
for 1952 just announced at our Branch Managers’ Meeting held recently 
at Palm Beach, Florida. These top flight managers qualified for a place on 
the committee as a result of their outstanding performance in all phases 
of agency management during the year of 1951. 
The company’s personal producers are also represented 
on the committee through the current President of 
Acacia’s honor organization, the William Montgomery 
--hinials top Quality Club. President of the Quality Club for 1952 is 
producer for 1951. H. Stanley MacClary of our Newark Branch. 





President William Montgomery pioneered the idea of a Field Advisory 
Committee more than 23 years ago. He felt that the interests of Acacia’s 
policyholders could be best served if those charged with the responsibility 
of management and the men representing the company in the field could 
have the opportunity to meet regularly around the conference table in 
open and frank discussion of plans and policies of vital concern to both. 
That the plan has proved successful is best shown by the number of com- 
panies now using it. 

Effective teamwork has always played an important role in Acacia’s 
progress and the Field Advisory Committee truly exemplifies that spirit. 
Every Acacia branch manager strives to do a job that will entitle him to be 
selected as a member of the Advisory Committee. 


ACACIA MUTUAL 
LIFE INSURANCE COMPANY 


Home Office, Washington, D.C. 
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Tributes to Horace R. Bassford 


(Continued from Page 3) 


ford came to us as a terrific shock. Re- 
cent correspondence with him indicated 
his absence from New York on a prob- 


ably delayed vacation, but gave no in- 
timation whatever of the dire event that 
impended. Through this tragic occur- 


rence the American actuarial profession 
is depriv ed of one of its strongest mem- 
bers and sincerest sympathy is extended 


to his company and its employes in this 
sudden and unexpected loss. 

What impressed me most about 
Jerry’s great capabilities was his versa- 
tility. His experience was vast, and, 
whether the problem demanding solu- 
tion was actuarial, legal, financial or 


procedural, the thought and action which 
his well-organized mind and rich back- 


ground brought to bear on it, was al- 
ways practical, constructive and _ help- 
ful. His position was one of outstand- 


ing responsibility in the actuarial world 


and, while he gained prestige from the 
great organization with which he was 
so long associated, he, in turn, gave 


prestige and distinction to its actuarial 
decisions and actions. 

In the Actuarial Society of America, 
of which he was, for two years, the last 
president (1947-1949) prior to its merger 
with the American Institute of Actuaries 
to form the Society of Actuaries, and 
in the united group, his participation 
was extensive in both papers and dis- 
cussions and in the solution of organiza- 


tional problems. His contributions to 
the Life Insurance Association of Amer- 
ica were notable in various forms of 
committee work, legislative appearances, 
and otherwise, and the Joint Commit- 
tee on Blanks of the Association and 
American Life Convention, of which he 
had just become chairman, will sorely 
miss his wise leadership and his vigor- 


ous promotion of sound accounting and 
reporting. In these and in a multitude 
of other ways the life insurance _busi- 
ness and the actuarial profession in the 
United States will long regret the 
ing of this able and honored member. 


pass- 


J. G. Parker, president, Imperial Life. 

It is difficult to realize that Jerry 
Bassford is gone. His vitality and vigor- 
ous personality seemed as great as 20 
or 30 years ago ap" his interest in 
everything pert uining to the whole busi- 
ness of life insurance as well as his own 


company remained as intense as ever. 
His outstanding capacity for making 
friends, his interest in the young men 
growing up in life insurance, made him 
one of the best known and loved men 
among the actuaries throughout the 
world and among all life insurance men 


on this continent. His influence on our 


great business will remain for many 
years to come. 

George W. Bourke, president, Sun 
Life of Canada. 

It was with great sorrrow that I] 
learned of the passing of my friend 
Horace Bassford, a man of high per- 


sonal character and an executive of out- 
standing ability. His sound knowledge 
of actuarial science and his extensive 
experience in its application placed him 
in a position of leadership and respon- 
sibility. He was, without question, 
among the most accomplished of men 
in his profession today. 

As a friend, ~ ready always to 
render service to his colleagues and as- 
sociates, ani of his own personal 
convenience. 

A grievous loss has indeed been suf- 
fered by the world of life insurance, and, 
particularly, by the great company he 
so worthily represented. 


was 


William J. Cameron, president, Home 
Life of New York. 

The sudden passing of 
ford was indeed a shock to me as it 
must have been to the myriad of his 
friends in the life insurance business. 


“Jerry” Bass- 


He and I were of the same generation 
of actuaries. For 25 years, I have ad- 
mired his fine personal qualities, his 
ability, and his devotion to his company. 

In addition to contributing in a major 
way to the affairs of his own company 
over the years, he found the time and 
energy to exercise his leadership for 
the good of the business in actuarial 
and other important phases. The actu- 
arial profession in — is vastly 
richer by reason of the fact that he 
deserted engineering to enter it. His 
profession recognized his accomplish- 
ments in its behalf by bestowing on him 
the presidency of the Actuarial Society 
a few years ago. 

As I sense it, his many friends in the 
business admired him for his creative- 
ness, for his courageousness and, at the 
same time, for his sincerity, friendliness 
and tolerance. I shall miss him and so 
shall we all. 


W. M. Anderson, vice president and 
managing director, North American Life 
of Canada, former president, Canadian 


Life Insurance Officers Association. 


“Jerry” Bassford’s sudden passing has 


caused a great loss to his friends and 
fellow actuaries, as well as to his com- 
pany, the life insurance business at 
large and the community as a whole. 


Throughout his career a combination of 
friendliness, unfailing good humor and 
pleasing modesty permitted him to ex- 
ercise for the benefit of others a multi- 
plicity of underlying talents seldom 
found in one person. His intellect com- 
bined high technical ability and sound 
judgment in a framework of respect and 
appreciation of both tradition and prog- 
ress. It is sad to realize that his career 
has been ended whilst in the prime of 
life, but his accomplishments have been 
of a magnitude beyond the share of most 
men and of so enduring a character that 
their influences for many years to come 
will form a continuing memorial of one 
of the truly great men in the life insur- 
ance business. 


Valentine Howell, executive vice presi- 
dent and actuary, The Prudential; presi- 
dent, Society of Actuaries, 1950-51. 


With the death of Horace Bassford, 
known affectionately among his contem- 
poraries as Jerry, the actuarial profes- 
sion suffered a loss that will be felt for 
many years. To my mind, Jerry's pro- 
fessional life was particularly notable 
for the almost continuous acceptance of 
tremendous responsibilities which it en- 
tailed and for the calm yet clear-headed 
and courageous way in which he ac- 
cepted and discharged those responsi- 
bilities. 

Others can speak with more authority 


than |] his value to the Metropolitan, 
both in the earlier years and as vice 
president and _ actuary. I do know, 
however, that all of us in the actuarial 


profession have hes had the sincerest 
admiration for the actuarial decisions 
and policies of that great company, and 
I know further that those decisions and 
policies must have been largely the work 
of Jerry Bassford. 

Noteithstondins the burden of his re- 
sponsibilities to the Metropolitan, Jerry 
found time to play a decisive part in the 
development of the actuarial profession 
over the past 20 years. He was active 
in the affairs of both of the older Actu- 
arial Societies as a contributor, as a 
council member and in the capacity of 
president of the Actuarial Society of 
America. I think he had more to do 
with the recent amalgamation of both 
societies into the present Society of 
Actuaries than any one individual. In 
all of these activities, the respect paid 
to his ideas and opinions was due not 
to his company position but to his in- 
nate ability and wisdom. 

Perhaps the thing that will always 
in our memories 


stand out most clearly 





Members of New York City’s Sales Congress Committee 
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Left to right—Charles N. Barton, CLU, vice chairman; Harold A. Loewenheim, 
& chairman; Andrew F. Kinbacher, chairman of publicity. 
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Pictured above, left to right, are the members of the reception committee: Arthur 
L. Sullivan, Charles Anchell, Timothy W. Foley, Michael J. Denda, and 

David A. 





Increases Limits 
Substantially increased limits for acci- 
dental death and dismemberment bene- 
fits issued in conjunction with life in- 


surance, have been announced by Pa- 
cific Mutual Lifes New A. D. & D. 
limits will be as high as $50,000 for 


men and $25,000 for women. 

The liberalized limits take cognizance 
of the insurance buyer’s need for higher 
amounts of emergency protection to off- 
set the lowered value of the 1952 dollar. 


DES MOINES ASS’N SPEAKER 


Richard S. Rust, vice president and 
secretary of Union Central Life, ad- 
dressed the Des Moines Association of 


Life Underwriters at its recent meeting. 





even above our respect for his 
was his unassum- 


of Jerry, 
outstanding abilities, 
ing and kindly nature. That is said often, 
and with truth, of actuaries and others, 
so I want to make it quite clear that 
with Jerry these qualities of simplicity 
and kindliness were so definite a part 
of his nature as to make them subjects 
of comment by many people and over 
many years. His views and opinions 
were positive and when necessary were 
forcibly expressed, but his nature was 
such that I know of no one who had 
anything but admiration and good feel- 
ing for Jerry Bassford, 





HEAR F. L. MERRITT 
Francis L. Merritt, agency vice presi- 
dent of Central Life of Des Moines, 
spoke before the Des Moines chapter 
of Chartered Life Underwriters at its 
March meeting. 


Erwin Hoffman, aged 70, who spent 45 
years with the Metropolitan Life in Co- 
lumbus, died Friday at Fort Lauderdale, 
Fla., to which city he moved five years 
ago. 


Bassford’s Career 


(Continued from Page 3) 


important committees. The list of formal 
papers he contributed to the proceedings 
of the Society is a long one covering a 
peariod of nearly twenty years. He was 
author of an important article on War 
clauses appearing in The Eastern Under- 
writer Gold Book at the time of World 
War II and also was on the radio. 

Mr. Bassford was a member of St. 
ger Episcopal Church, of Montclair, 
N. J., and of the New York State 
Chamber of Commerce, the Sons of the 
American Revolution, Alpha Chi Rho 
college fraternity, and the Montclair 
Golf Club. 

He is survived by 
Madeleine Veyer Bassford. 
was in Montclair. 


his widow, Mrs. 
His home 
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GENERAL AGENTS AND MANAGERS CONFERENCE AT CHICAGO 





Earls Gives Agency 
Management Maxims 

LEAD WITH HEART, HE SAYS 

How Mutual Benefit nefit General Agent in 
Cincinnati Worked With Old 


Organization 





Looking back over ten years of agency 
management experience, William T. 
Earls, general agent Mutual Benefit Life 
in Cincinnati, told the General Agents 
and Managers group in Chicago this 
week he could boil down his convictions 
to three points: 

“Make your old organization happy 
and solid; second, and only after you 
have done the first, decide where you 
want to expand and give your all to 
put your recruiting program across; 
third, be flexible, look to the methods 
of others, make changes in your think- 
ing and mode of operation. The older I 
get the more I discover my own limita- 
tions and the ability of others around 
me. Be sure you are letting others’ 
methods help you to do the job, help 


you improve. You are liable to make 
people think you are very smart if you 
do nothing but adapt their successful 
methods.” 

Twice Mr. Earls inherited an old 
agency organization. He illustrated by 
production charts how some of the old 
agents were brought along to greatly 
increased production, Let the agents 
know that their interests come first, he 
said. Let them know “you're leading 
with your heart instead of your head.” 
In providing office and secretarial help 
do so “on a fair and impartial basis 
without special deals.” Create an atmos- 
phere of success, do an office face-lifting 
job if necessary. Give recognition, praise 
an agent for accomplishment. 

Observations on Recruiting 

Discussing recruiting experiences Mr. 
Earls told the managers: “Once your old 
organization is settled, revitalized and 
happy, you can start planning your re- 
cruiting program. In my opinion, this 
first part of the job has been too fre- 
quently neglected. We think we have 
gotten all these old guys over the hump 
but there is nothing much we can do for 
them anyway. Our main job is recruit- 
ing and therefore we get far too little 
help from our old organization injmak- 
ing the hardest part of our job, recruit- 
ing, so much easier. 

“Once your old organization is settled 
and pitching for you, you have to decide 
what you want in new manpower. I be- 
lieve you have to decide very promptly 
how many men you want to recruit and 
where—that is, assuming you really want 
new organization. 

“In 1949, after four years of fairly suc- 
cessful agency expansion, I went all out 
in recruiting nine men in the business. 
Seven of the 15 failures that I have had 
in recruiting occurred that year. When 
you get visions of being an empire build- 
er you recruit them too fast and find out 
afterwards faults you should have known 
before the guy was hired. 

“From statistics prepared each year 
I annually come to some conclusion, the 
principal of which is that I personally 
must do the recruiting. I always feel you 
can’t hire a supervisor to do your work 
for you. 

“The second conclusion I have come to 
from past results is that we are not 
going to use newspaper advertising or 
employment services. Up to a year ago 
we had hired nine men from the result 
of this source and only one has _ suc- 
ceeded. $3,600 of my $4,800 in financing 
losses came from guys recruited from 
newspapers, I sincerely believe that 
newspaper advertising gets activity for 
the supervisor but eventually some tax 
deductions for you.” 


Need Broader Spread, 
Holgar Johnson Says 


BEFORE MANAGERS CONFERENCE 


Life Insurance Ownership Not Keeping 
Up With Economy, Institute Presi- 
dent Tells Managers 


The need for a broader spread of life 
insurance protection to all the many 
publics by more effective agency or- 
ganizations offers a major challenge to 
life insurance field management today, 
importantly affecting the public relations 
of the business, Holgar J. Johnson, pres- 
ident of Institute of Life Insurance, said 
speaking before the first meeting of the 
new General Agents and Managers Con- 
ference of NALU at Chicago on Mon- 
day. Mr. Johnson paid tribute to the 
role of the field forces in creating the 
public point of view concerning life in- 
surance, both at point of sale and in the 
continuing service. 

“While life insurance ownership is 
at an all-time high, it has lost ground 
in its relative position in the eco- 
nomic structure in recent years,” Mr. 
Johnson said, “Whatever fluctuations 
may develop in the years ahead, it seems 
apparent that the economic life of the 

nation is definitely on a higher plane 
than a decade ago. And yet life insur- 
ance per family represents a smaller 
share of income than in 1940. While the 
1940 ownership was somewhat over one 
year’s income, today it is slightly under 
the one year average. The difference 
is even wider when premium volume is 
measured against national income. 


Small Package Sale Important 

“Although the average size of policy 
has tended to increase, there is some 
evidence that the number of cases per 
established agent has not increased. 

“The agency forces are doing a good 
job in the distribution of policy pro- 
ceeds, selling on a program basis, but we 
should not overlook the small package 
sale. That is the means of distributing 
life insurance to a large segment of our 
society, to whom the small policy may 
mean as much if not more than the 
larger policy of the programmed families. 
The question the agency forces should 
always be asking is, ‘Are we doing all 
we can for all of our markets ?’” 

Directly linked with this matter of 
widening the spread of life insurance 
ownership is the problem of agency 
organization, according to Mr. Johnson. 
“Much of the success of an agency,” he 
said, “stems from the attitude of the 
general agent or manager. He must be 
genuinely interested in his people, want- 
ing to see each of them succeed.” 

Turning to some of the specifics of 
field management, Mr. Johnson asked 
several questions: “Are we trying to re- 
cruit on too high a plane, not in charac- 
ter but in relation to our whole market, 
forgetting that our agency job is to 
serve all the people? Is our agency 
training related to the market that the 
agent serves, so that a creditable repre- 
sentation may be built not only for the 
agency but for the company and for the 
business as a whole? 

“While great progress has been made 
in the areas of selection and training 
it is a question if enough is being done 
in the area of field supervision. Some- 
one in the near future will do some real 
research in this area and this will be 
the key to more successful manage- 
ment, lower turnover and better public 
service. 

“In the realm of public relations,” Mr. 
Johnson concluded, “whether institution- 
al, company or agency, each person 
builds public relations by what he is and 
what the public thinks he is, and all 
together they make up the public rela- 
tions of the business. This puts public 
relations high on the agenda of any 
agency operation. And everyone in the 


business must remember that tomor- 
row’s acceptance depends on what each 
does today.” 


Outside Influences 
Factors in Selling 


AS SEEN BY EARL SCHWEMM 


Chicago Manager Finds Taxation, Social 
Trends as Important as Selling 
Techniques 


“More and more outside influences 
are going to be responsible for life in- 
surance sales, things over which we have 
no control such as tax laws, tax regula- 
tions, social security and other social and 
economic trends,” said Earl M. 
Schwemm, general agent Great-West 
Life at Chicago, in addressing the Gen- 
eral Agents and Managers Conference 
in Chicago this week. “My theme song 
which I have been preaching for more 
than 10 years is that the real pay-off in 
our business is not a knowledge of life 
insurance but our awareness and knowl- 
edge of outside influences,” he said. “I 
have been unable to find a better basic 
principle to serve as a stimulation for 
substantial life insurance production.” 

Summarizing his conclusions Mr. 
Schwemm said: 

“As our lives become more complex 
due to our money economy, laws of taxa- 
tion, laws of social guidance and con- 
trol, etc., our selling must be tuned to 
these influences. They are our natu- 
ral sales allies, and the manager who 
makes use of them as such, will find 
the opportunities for life insurance sell- 
ing in his organization tremendous. 

“As managers, our job will become 
easier and more profitable if we capi- 
talize on the most favorable markets 
and direct the efforts of our associates 
accordingly. 

“You can raise the ‘sights of your men’ 
and 1952 can be the best year yet for 
those underwriters who select their mar- 
kets intelligently, and keep their minds 
stimulated by continuous study of the 
ideas and methods of successful men in 
our business. 

“Remembering that we should not try 
to do today’s job with yesterday’s tools, 
and expect to be in business tomorrow.” 


Managers Conference 


(Continued from Page 1) 
managers and general agents have gone 
through AMA schools for managers. 

At the banquet of Managers and Gen- 
eral Agents Conference tonight prin- 
cipal speaker was A. Gordon Nairn, 
head of Prudential production in C anada. 

Also meeting in Chicago at the Edge- 
water Beach Hotel this week are the 
AMA’s Small Companies’ spring confer- 
ence and the mid-year meeting of 
NALU. The companies with more than 
$100,000,000 on their books organized a 
special section under Agency Manage- 
ment Association sponsorship in 1938 
for consideration of their special prob- 
lems. Membership is now 122 compa- 
nies and 270 of their representatives are 
here. Chairman is James E. Scholefield, 
vice president, North American Life & 
Casualty. The small companies become 
large ones and some in the association 
at present have more than $500,000,000 
in force. 

The subjects voted on by the small 
companies as principal themes of in- 
formal discussion were recruiting and 
training. Among speakers on official 
program were Clyde J. Summerhays, 
Beneficial Life; Harry J. Stewart, West 
Coast Life; Harry C. Krehbiel, manager, 
Provident Life of North Dakota at Port- 
land, Ore.; Dr. Joseph Weitz, Agency 
Management Association; Charles C. 
Robinson, Columbian National; Ben 
Hadley, Columbus Mutual Life; Roger 
Bourland, Liberty Life; Lyman C. Bald- 
win, Security Life & Accident; Frank 
L. Whitbeck, Union Life of Little Rock; 
Charles H. Heyl, Bankers of Nebraska; 
John Ford, Forest Lawn; Doyle Zaring, 
Indianapolis Life, and Charles J. Zim- 
merman. 


Aptitude Tests as 
Factor in Selection 


HAROLD DILLON’S EXPERIENCE 


National Life General Agent in Atlanta 
Got Reputation for Use of 
Such Tests 


When Harold T. Dillon of Atlanta was 
made general agent for National Life of 
Vermont the company had few agents 
in Georgia and he early realized that 
if he was to organize the state he would 
have to adopt some definite method of 
selection as he regarded it as a peculiarly 
personal problem. He made a study of 
aptitude tests and even secured the 
services of a university professor to 
build such tests to apply to life insur- 
ance selling. He told the General Agents 
and Managers group in Chicago this 
week that his tests became so widely 
known that people would come to his 
office and ask to take the tests and 
frequently young men would be sent to 
him. He has often advised such young 
men to go into other fields so that his 
office got the reputation of giving com- 
pletely frank advice on the results of 
the tests. 


Testing Alone Not Enough 


“During that time,” said Mr. Dillon, “I 
learned that the information developed 
by this method of approach to the prob- 
lem of selection was much more accurate 
than my own personal judgment and 
shall we say, my intuition. In these cases 
where I elected to disregard the warn- 
ing of unfavorable characteristics fur- 
nished me by the tests, I almost always 
had an_ unsatisfactory experience. On 
the other hand, I employed a few sales- 
men as result of testing that I am sure 
I would not have hired if I had followed 
my own personal judgment. In almost 
every instance these men have made 
good. 

“Important as it is, I do not think 
that testing itself is the total answer. 
I think that it should be used intensive- 
ly, and as intelligently as possible, as 
an aid to proper selection. Selection 
alone will not build a good agency quic k- 
ly, and economically, unless it is ac- 
companied by an excellent training pro- 
gram and good supervision. In other 
words, to insure the kind of success we 
want, we must combine the three—Selec- 
tion, Training and Supervision. In this 
Way, we may expect first class results. 
I must point out, however, that ex- 
cellent training and good supervision, if 
applied to a poor subject, will not gain 
satisfactory results for either the com- 
pany or the individual involved. Hence 
the problem of selection is of first im- 
portance.” 


Guests at Puppet Opera 

Chicago, Mar. 18—Women attending 
the life insurance meetings in Chicago 
this week were guests of the Chicago 
Life Underwriters Association at the 
Kungsho!m miniature Grand Opera The- 
atre Tuesday night. The opera was 
“Madam Butterfly” with puppets per- 
forming the roles. A personnel of 15 
persons is required to perform the num- 
erous understage and backstage opera- 
tions including manipulating the string- 
less puppets. 


H. F. ROUSHEY, JR. NAMED 

Howard F. Roushey, Jr. has been ap- 
pointed home office representative in the 
Cleveland district Group office of the 
New York Life. Mr. Roushey, a gradu- 
ate of St. Lawrence University, has had 
experience in the Group business since 
graduation and most recently with the 
Group sales division of Aetna Life. He 
will be associated with Don R. Davis, 
district Group supervisor, Cleveland. 
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Josephson Got Rid 
Of His Office Desk 


FOUND IT A “FORTIFIED ZONE” 






New York General Agent Tells Man- 
agers How He Operates to 
Conserve His Time 







By reducing to writing “every repeti- 
tive agency performance” and organiz- 
ing material for situations that constant- 
ly recur, Halsey D. Josephson, general 
agent for Connecticut Mutual Life at 
527 Fifth Avenue, New York, is able to 
give time to the more important man- 
agement duties, he told the managers’ 
group at the NALU mid-year meeting in 
Chicago this week. He even eliminated 
the desk in his office. 

“It steered me into jobs I shouldn't 
have undertaken,” he said. “It became 
a constant reminder of unfinished busi- 
ness. It was a collector of useless ma- 
terial. It acted as a barrier. I found that 
sitting in my fortified zone I couldn't 
create the warmth and friendliness and 
equality that I deem essential to a good 
discussion. Realizing that about 90% of 
my productive time is spent talking to 
people, I got rid of my desk.” 

Mr. Josephson keeps five books de- 
voted to recruiting, training, sales ma- 
terial, production and finance and brok- 
erage each of which is at hand to use 
when any of these matters are up for 
consideration. In telling how these books 
are made up and used he said of the 
recruiting manual: 

How He Uses Recruiting Manual 

“Tt includes a complete list, by name, 
address and salutation, of each of my 
personal centers of influence. It includes 
a series of recruiting letters developed 
either by me or by others, so that during 
the early weeks of January I can say 
to my secretarv: ‘I want Letter No. 2 
to go out to this list by the end of this 
month; Letter No. 5 to go out on April 
15; Letter No. 6 on June 15; and Letter 
No. 1 on September 15, and then T can 
forget about it. The book also includes 
some copy for newspaper advertising, 
material I have used successfully or 
others have. Also early in January I can 
lay out the year’s program with my 
secretary, a job which takes no more 
than 10 minutes; and I don’t have to 
think about it again. The book includes 
a list of other recruiting methods so 
that when T find the process slowed up. 
I can simply turn to one page, and find 
a number of other methods at my im- 
mediate disposal. i 

“Perhaps most important of all, the 
book includes a complete outline of my 
talk to a prospective agent. And T want 
to stress the fact that it’s mv talk— 
not yours and not my agency depart- 
ment’s. It’s what I have come to believe 
is most motivating, after years of trial 
and error. My book is always open to 
this page when I discuss life insurance 
with a prospective agent. At the bottom 
of my outline is a list of things IT want 
to do immediately, in connection with 
this new prospect, many of which I 
would forget entirely if they weren't 
listed right in front of me. They have 
to do with such things as the aptitude 
test, completion of a prospect list, re- 
tail credit renort, meeting with his 
wife or his father, and a list of booklets 
or other insurance material that I want 
him to take home with him. The book 
also includes a complete and simple 
analysis of my company’s career contract 
in comparison with most of the others. 
It includes also a number of things that 
i collect periodically that I think might 
be impressive to a new man thinking 
about the life insurance business. The 
hook tends to make recruiting a habit 
performance, which after all may be the 
No. 1 aim of agency operations.” 
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Small Companies Free 
To Try Out New Ideas 


NOT GROOVED IN TRADITION 
Managing Director Zimmerman Urges 
Agency Management Group To Do 
Independent Thinking 


Small companies too often are not re- 
ceptive to new ideas preferring to wait 
to see what the big fellows are going 
to do whereas they are in position to 
try new ideas being less bound by tradi- 
tion and free to exercise more initiative, 
Charles J. Zimmerman, managing di- 
rector of the Agency Management Asso- 
ciation told the Small Companies Con- 
ference in Chicago this week. 

Mr. Zimmerman said small companies 
have the opportunity to move more 
rapidly into newly-developed markets. 
He called attention to the decentraliza- 
tion of industry and the rapid growth 
of suburban areas, and the opportunity 
the small company has in establishing 
agency organizations in those communi- 
ties which have often been necessarily 
overlooked by the larger companies. Be- 
cause of their more flexible management, 
they don’t have to go through the for- 


malized procedure of a larger organiza- 
tion if they decide to enter new territory, 
or if they decide to enter a new field 
of personal insurance such as accident 
and health. 


Agency Building Program 


If the small companies are seriously 
going to undertake an agency building 
program, he said, they must remember 
“that they cannot expect results too 
quickly, that money alone will not do 
the job, and that you can’t build a first- 
class agency with second-rate managerial 
talent. The small company, along with 
the larger company has, as the starting 
point of its manpower problems, the 
training and development of first-rate 
managers. 

“In agency building, it is true that the 
small company faces certain handicaps. 
For example, small companies may not 
have as great margins as larger com- 
panies. They may not have as well- 
established a sales organization on which 
to build, and frequently they do not have 
an agency-building pattern established. 

On the other hand, they also have 
some very marked advantages. One great 
advantage is that it is much easier for 
the small company to establish sound 
human relations. The larger an organ- 
ization grows, the more difficult it is 
to retain the personal relationship which 
is such a vital part of human relations.” 
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eneral American 


helps field men 
advance faster with the 


SOCIAL SECURITY CALCULATOR 


that’s the purpose of General American’s great 
array of selling tools. General American Life offers 
more visual selling aids to help field represen- 
tatives to greater success. You plan better, close 
faster, and enjoy more satisfaction in every sale. 
That is one of the ways General American backs 


up the efforts of men in the field. 


AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE 
ST. LOUIS, 





Targets social secur- 
ity benefits in a jiffy. 
Easy to use. No pen- 
cil needed. Computes 
both old and new 
benefits. 





“More power to men in the field”... 


INSURANCE COMPANY 
MISSOURI 

















Endorsed as NALU Trustee 





CLAUDE C. JONES 


Life Under- 
have 


All of Indiana’s 21 local 
writers 

Claude C. 
necticut Mutual Life in Indianapolis, as 
trustee of the National Association. Mr, 


Jones has been president of the Indiana 


Associations endorsed 


Jones, general agent for Con- 


State and Indianapolis Associations and 
the Indianapolis General Agents & Man- 
agers Association. He has been national 
committeeman and has served as chair- 
man of the Mid-West Management Con- 
ference, the Indiana Sales Congress and 
has been active in insurance education. 
Previously while general agent for his 
company in Buffalo, N. Y., he was active 
and held offices in the Buffalo and New 
York State associations. 


NALU to Make Recordings 
Of Talks for Local Use 


An innovation introduced at the mid- 
year meeting of National Association of 
Life Underwriters, at Chicago, this week 
was the recording of parts of discussions 
in the meetings of the trustees and 
National Council. 

Records of the discussions will be pre- 


pared and sent out to more than 600 
local life underwriters associations 
throughout the country with the sug- 


gestion that they be “broadcast” at their 
May meetings. In this way the 55,000 
members of NALU will have an oppor- 
tunity to hear their elected officers and 
trustees in session, discussing some of 
the important matters confronting the 
membership. 

Future plans include the recording of 
outstanding talks delivered at the 63rd 
Annual Convention in Atlantic City next 
September. These will likewise be of- 
fered to local associations as program 
material for their monthly meetings. In 
this way thousands of NALU members 
will have an opportunity to hear some 
of the country’s leading life insurance 
salesmen explain their sales and service 
techniques. 

It is also planned to make recordings 
of talks given by outstanding producers 
at important sales congress and caravan 
meetings during the year and make them 
available to smaller associations which 
do not have the opportunity or the 
finances to attract top-flight fieldmen to 
their localities. 
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For NALU Trustee 





ALBERT C. ADAMS 


The Philadelphia Association of Life 
Underwriters and also the State Asso- 
ciation are sponsoring Albert C. Adams, 
general agent, John Hancock Mutual in 
Philadelphia, as a candidate for trustee 
of National Association of Life Under- 
writers. Mr. Adams has been president 
of both the Philadelphia and the State 
Association and has served on their most 
important committees. He has done ex- 
cellent service at the state capitol in 
connection with legislation. H. Sheridan 
Zaketel, Jr, general manager at Phila- 
delphia for Union Central is chairman 
of the sponsoring committee. 


Managers Want More Visits 
AMA Field Survey Shows 


Most managers want more visits from 
their home office, want longer visits, 
want an advance agenda for the visit 
and would like to have some say about 
that agenda, Joseph Weitz, research as- 
sociate of LIAMA, reported on a recent 
survey of the association to agency of- 
ficers attending the Small Companies 
Conference in Chieago this week. 

He explained that the association's 
newest opinion and attitude survey, Field 
Visits, is a summary of data gathered 
from questionnaires completed by 362 
managers and 27 home office superin- 
tendents of agents. The study was un- 
dertaken at the request of the Human 
Relations Committee in an effort to 
evaluate the effectiveness of visits by 
home office personnel to field agencies. 

“Of particular interest in the survey 
is the relation of the managers’ satis- 
faction to the amount of time spent in 
visits,” Mr. Weitz continued. “Longer 
or more frequent visits from the home 
office make for greater satisfaction. 
Over a quarter of the managers reported 
two visits a year, and more than a third 
said the visits last one day. Over half 
the managers like the length of their 
present visits, but a third would like 
longer visits. Of the managers who were 
visited a half day or less a year 84% 
indicated dissatisfaction with the length 
of the visit. They felt that half a day 
was insufficient time for the manager 
and superintendent to get acquainted 
and cover problems thoroughly.” 

As for the subjects discussed during an 
agency visit, he told the agency officers 
that a fifth of the managers queried 
by the association feel visits would be 
more effective if they had more ad- 
vance notice for study of the topics to be 
discussed. The managers say market de- 
velopment and sales ideas are not dis- 
cussed quite as often as new organiza- 
tion or training. 

Managers want the home office visitor 
to spend more time discussing sales 
ideas and techniques, They also feel a 
need for practical ideas about their jobs. 
They are least interested in reinforce- 
ment of their authority and explanation 
of company rules. 


Agency In Transformed Hotel Suite 


Tracy Offices Opening in Marguery Building, 270 Park 
Avenue, for Prudential, Significance of Trend Away 
From Big Skyscraper Space Rentals 


While 150 life insurance men attended 
the housewarming last week of the new 
Gerard B. Tracy “Midtown New York” 
Agency of The Prudential at 270 Park 
Avenue, it was something more than a 
routine social affair as the agency’s locale 
will attract attention among agency offi- 
cers of life insurance companies through- 
out the United States. The reason for this 
is that the offices of this agency are in a 
reconstructed six-room suite of a hotel 
apartment house building—the Marguery 
Hotel, whose restaurant is a famous 
gathering place for debutantes and 
whose guests have included some of 
America’s most noted persons. 

The Hotel Marguery structure where 
Manager Tracy has his offices is one 
of the largest properties of its kind 
in the city. It covers a block, running 
from Madison to Park Avenue (with 
entrances on each street) and extends 
from Forty-seventh to  Forty-eighth 
Streets. In the center of the building 
is a huge patio. The Waldorf-Astoria, 


Racquet Club, Park Lane Hotel, Am- 
bassador Hotel are in the immediate 
environment on Park Avenue. Many of 
the apartments in the hotel are being 
changed into business offices. The six- 
room suite of the Tracy agency was 
converted into a modernized business 
establishment with unusually attractive 
woodwork walls. 

ee 


Former Homes Become Agencies 


One of the developments in the agency 
field has been the growing attention 
which company executives, especially 
those having duties in connection with 
administration and the comptroller’s 
post, are giving to mounting rent situa- 
tions and the scarcity of office space in 
numerous cities. A definite trend is 
towards renting houses or space for the 
agencies in locales even if they are not 
the center of the business district. 

One of the companies which in several 
instances has broken away from the 
skyscraper area is the Northwestern 








The Berkshire “Graded Premium Preferred Life” policy is 


the perfect answer for the young man who is going places 


and wants insurance that’s tailored for growth. This unique 


policy is ideal for the young, select risk, insurance-minded 


whose dollars are limited, because it starts with an excep- 


tionally low premium and builds up slowly to keep pace 


with incomes that are on the rise. It gives full coverage 
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GERARD B. TRACY 


Mutual Life. Here are some instances: 

Its Willard L. Momsen agency com- 

pletely occupying what was one of the 

finest Milwaukee residences on the Lake 

Michigan shore, a number of blocks from 

the business district. Also in Milwaukee, 

J. Lowell Craig agency occupies a re- 

modeled residence. At Madison, Wis., 

the state capital, Frank A. Horner 
agency has taken a building in a section 
which is the professional district of 

Madison. In Louisville, Ky., the Henry 

M. Johnson agency has’ purchased a resi- 

dence located about six blocks from the 

center of the city and it has been re- 
modeled for agency purposes. On Long 

Island, New York, Johanssen, 

whose agency is at 74 Trinity Place, New 

York, not tar from Wall Street, has 

taken a residential branch office in a 

poy shear district of Hempstead for 

the agency’s Long Island headquarters. 

Long Island’s population is large; it has 
some of the most attractive suburbs of 
Greater New York and is a fast-growing 
center of life insurance production. 

The Tracy Housewarming 

Attending the Tracy agency’s house- 
warming were general agents, agents, 
brokers and home office representatives. 
The latter delegation was headed by 
President Carrol M. Shanks and _in- 
cluded Kenneth C. Foster, second vice 
president; John Buchanan, James Mc- 
Avoy and Emil Zizr. Among Prudential 
managers were Hiram Henderson, Os- 
borne Bethea, John A. McNulty, Charles 
W. Campbell, Saul Vort, Charles Schiff, 
Marshall Macleod and Harold Boogar. 

Mr. Tracy was graduated from City 
College of New York and got a Master’s 
degree from Columbia University in 1942. 
That same year he joined the Federal 
Bureau of Investigation as a_specia! 
investigator, and served in the Bureau’s 
offices in New York, Boston and Hawaii. 
He joined P rudential in 1949 as a special 
agent in Jamaica, L. I., and during his 
first year paid for more than $1,000,000. 
He qualified for the Million Dollar 
Round Table again in 1950 and last year 
became a life member. Incidentally, there 
are two pictures of men in Tracy’s new 
office: one an autographed photo of his 
former chief, J. Edgar Hoover, head of 
the FBI, and the other is of his present 
chief, Carrol M. Skanks. 

Assistant manager of the Tracy agency 
is Bernard J. Lyttle, CLU. Office super- 
visor is Mary Gardner. Mr. Lyttle 
joined Brooklyn agency cf Prudential in 
1947 and in October, 1948, was appointed 
assistant manager at Jamaica, Long 
Island, a newly established agency. 
There he developed an outstanding unit 
of fulltime agents, one of whom was 
“Gerry” Tracy. Mr. Lyttle was promoted 
to the 270 Park Avenue agency. He is 
one of the instructors in LUTC courses. 

Miss Gardner has been with the Pru- 
dential five years. Starting with the 
Borough Hall agency, Brooklyn, she was 
promoted to assistant supervisor of the 
Jamaica agency; then was transferred 
to 270 Park Avenue. 
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Reserve Bank System 
Should Control Money 


SHANKS TELLS PATMAN COMM. 


Chairman of Joint Company Committee 
on Inflation Sees No Need for 
Legislation 


Washington, March 19—There is no 
need for any legislation at this time to 
make Federal Reserve and Treasury 
monetary and credit policies generally 
consistent, in view of improving rela- 
tions between the two agencies during 
the past year, Carrol M. Shanks, presi- 
dent of Prudential, told the Subcom- 
mittee on General Credit Control and 
Debt Management of the Joint Congres- 
sional Committee on the Economic Re- 
port. 

Speaking as Chairman of the Joint 
Committee on Inflation Control of the 
American Life Convention and Life In- 
surance Association of America, Mr. 

Shanks pointed out that, since March 
of last year, Federal Reserve and Treas- 
ury officials, through regular discussion 
of their mutual problems, have developed 
a new relationship which has not re- 
quired the surrender of principles of 
either agency. 

“Tf it should become clear that legisla- 
tion is required,” he continued, “my 
preference would be for action along 
the lines of a Congressional directive 
containing general instructions to the 
Federal Reserve and Treasury regard- 
ing the objectives of monetary and debt- 
management policies. Under such a di- 
rective, responsibility for regulating the 
supply, availability, and cost of credit 
in general should be placed in the Fed- 
eral Reserve System, and Treasury ac- 
tions in this field be made consistent 
with the policies of the Federal Re- 
serve.” 

Why Federal Reserve Should Control 


Mr. Shanks made plain his opposi- 
tion to any move to bring the Federal 
Reserve System under control of the 
Executive Branch of the Government, 
declaring that such a step “would be 
against the public interest.” 

He cited several reasons why the Fed- 
eral Reserve should have the responsi- 
bility and initiative for determining 
monetary and credit policy within the 
framework that Congress has laid down 
for the Federal Reserve. The System, 
he said, is equipped to do the job by 
long experience and familiarity with 
monetary and credit problems, and it 
has the aid of an exceedingly well 
qualified economic research staff. 

“Beyond the it, and more important,” he 
continued, “the Federal Reserve is not 
biased in its decisions with respect to 
monetary and credit policy by the direct 
responsibility for the fiscal problems 
faced by the Treasury. If control over 
monetary and credit policy were to re- 
side in the Executive Branch of the 
Government, it is all too likely that the 
needs of the Treasury would dominate 
this policy, and there might well be 
tendency to fall into an easy-money 
policy to support Government spending 
and a perpetual inflationary bias. On 
the other hand, a Federal Reserve Sys- 
tem removed from direct political pres- 
sures can take a longer and more com- 
prehensive view of monetary and credit 
policies needed in the public interest. 

The life insurance executive called for 
the flexible use of monetary and credit 
policies, saying that such policies should 
be free to check expansion of and re- 
duce the money supply under conditions 
of inflation, as well as to ease the money 
supply in a depression. Main reliance, 
he emphasized, should be on the gen- 


eral credit controls of the Federal Re- 
serve System because these are imper- 
sonal and indirect in nature and can be 
fully effective without bearing heavily on 
individual freedom. 

Mr. Shanks told the subcommittee, of 
which Representative Wright Patman, 
D., Texas is chairman, that the un- 
pegging of Government securities prices 
in March of 1951 “has, in my opinion, 
proved to be a very sound step.” He 
pointed out that the moderate decline 
in Government securities prices since the 
unpegging operation has had an impor- 
tant effect toward reducing the avail- 
ability of credit and thus has aided in 
dampening inflationary pressure. 

Supply and Demand Should Function 

He added, however, that the unpegging 
did not mean that the Federal Re- 
serve henceforth must stay out of the 
Government securities market. “It is 
perfectly proper and desirable for the 
Federal Reserve System to be a _ par- 
ticipant in the Government securities 
market, both to keep the Government 
securities market orderly to prevent too 
rapid swings and also to carry on open- 
market operations to influence the 
money supply in the interest of eco- 
nomic stability,” Mr. Shanks said. “How- 
ever, supply-and-demand forces should 
be permitted to exert their influence. 
ride the national debt large and wide- 
ly held, relatively small changes in 
Government securities prices can have 
significant effects with respect to the 
availability of credit.” 

Discussing public debt management, 
the life insurance executive said he 
believed the Government should avoid 
deficit financing, if it can, in an infla- 
tionary period. He cided however, that 
if deficit financing simply cannot be 
avoided because of the requirements of 
national defense and because taxes can- 
not be further raised without destroying 
incentives, then any new borrowing 
should be from nonbank sources through 
the issuance of long-term debt attractive 
to individuals and savings institutions. 
“Beyond that,” he stated, “it would be 
sound policy for the Treasury to make 
a serious effort to fund a portion of the 
short-term debt held by the banking 
system and to place it in the hands of 
individuals and savings institutions.” 

Mr. Shanks declared himself against 
the Treasury resorting to compulsory 
methods in selling Government securi- 
ties, pointing out that compulsion was 
unnecessary in marketing the Federal 
debt even during World War II. He 
also said he believed that Government 
borrowing should at all times meet the 
tests of the market place, that is, Gov- 
ernment securities should carry terms 
making them competitive in the capi- 
tal markets at any given time. 

“T do not believe that it would be 
desirable or practicable to try to insulate 
public debt securities in any way from 
the impact of restrictive credit policies,” 
he went on. “Such insulation, if possi- 
ble of achievement, could be realized 
only through the use of direct controls 
in the capital markets. If we are to 
have real debt management in an econ- 
omy which relies fundamentally on free 
markets, the Treasurv should also sub- 
ject itself to the market place.” 

Comments on Interest Rates 

Asserting that the level of interest 
rates borne by Government securities 
exerts a strong influence on the demand 
for such securities, Mr. Shanks ex- 
pressed confidence ‘that a rise in the 
average annual yield of Series E savings 
bonds to a rate between 3 and 34% 
would significantly increase the amounts 
sold and significantly diminish the 
amounts of early redemptions. 

“Likewise,” he added, “a rise to com- 
petitive levels in the interest rate paid 
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February Business New 
Record for State Mutual 


Paid Ordinary business for February 
resulted in a new record for that month 


total of $11,160,410 
was the largest February in the entire 


February of 1951 by 16%. 


year is evidenced 
~ the fact that paid Ordinary for the 
first two months shows a gain of 13.72% 
same period last year. 


for the current 





on long-term marketable Government se- 
curities would increase sales to nonbank 
investors in spite of the heavy demand 


defense sa defense- supporting ‘indus- 
Commenting on the recurring ——_ 


guz sranteed in terms of waite sing pow- 
Shanks asserted that the issu- 
ance > of such a security would not ‘only 
but would have dangerous 
or even disastrous consequences. He gave 
the following reasons for his opinion: 

It would place other forms of fixed 
at a decided disad- 
vantage, and “would jeopardize their con- 
tinued existence. 

2. It would lead to a collapse in the 
value of outstanding investment media. 
It would leave the Federal Govern- 
ment with an open-end commitment with 
respect to the Federal debt. 


contribute to the ne De of further 


American “people to resist inflation. 
Federal ‘Goweriiaans of an ing ibility to 


sound wore vigorous measures, and would 
thus contribute to the expectation of fur- 
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Great Southern Life’s New 
Directors and Promotions 


At the recent annual meeting of Great 
Southern Life of Houston, three new 


directors were elected and several pro- 


motions were announced. New directors 


are: G. H. McDaniels who has been 
with the company for more than 
years who was also elected vice president 


and treasurer. He is manager of the 


Investment Department. William Sexton, 
agency secretary of the home office 
Agency Department has been in con- 


tinuous service of the company for more 


than 28 years with exception of 3 years 
during World War II. S. S. McClendon, 
Jr., attorney, member of the law firm of 
Vinson, Elkins & Weems, general coun- 
sel of the company. 

F. Jack Greenwood, a director, was 
appointed assistant vice president. Eu- 
gene Wisdom, former assistant actuary, 
was made associate actuary. 


Hugh C. Avant, assistant secretary, 


was also made personnel director. Mr. 
Avant has been in the continuous service 
of the company for over 20 years. 


Pat G. Combs, assistant actuary, was 


also made research director. Mr. Combs 
has been in the continuous service of 
the company for 18 years, with the ex- 
ception of over three years spent 
military service. 

Carmon L. Greenwood, a member 
the Investment Department, was made 
assistant treasurer. He has been in the 
continuous service of the company for 
more than 16 years. 

Fred C. Cassel, Jr., was made assistant 
secretary and manager of the Policy 
Department. He has been in the con- 


tinuous service of the company for more 


than 12 years, with the exception 
over four years spent in the service. 





M. C. JONES AGENCY MOVES 
_ The Melzar C. Jones agency, Connec- 
ticut Mutual Life, Los Angeles, has 
moved to 3440 Wilshire Boulevard. 
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Agency Management Association’s Small Companies Conference 





Fills General Agency 
Posts From Own Ranks 


BENEFICIAL LIFE’S MET HO D 


Clyde er es Vice President, Tells 
Small Companies Group How Com- 
pany Operates 


Describing the program of his com- 
pany. which makes all its general agent 
appointments from its own ranks and 
has a definite program of market analy- 
sis for planning expansion, Clyde J. 
Summerhays, CLU, pointed to the gen- 
eral agent as the key factor in agency 
building. Mr. Summerhays, vice presi- 
dent and director of agencies of Bene- 
ficial Life, spoke at the Monday after- 
noon session of Agency Management 
Association’s Small Companies Confer- 
ence at the Edgewater Beach Hotel, 
Chicago. 

“A general agent is a man who be- 
cause of his ability, desires, and his 
energies is able to influence men to 
reach the full measure of their capa- 
bilities,” he said. “To fit this definition, 
a general agent must be a missionary, 
a social worker, a salesman and business 
man.” As a key address in a three- 
day session devoted to agency building, 
Mr. Summerhays’ talk went on to de- 
scribe his company’s method of compen- 
sating a general agent in proportion to 
his effectiveness in the several areas of 
his job and the close, three-way liaison 
among his home office agency depart- 
ment, the Agency Management Associa- 
tion, and the general agencies. 


Importance of Compensation 


Said Mr. Summerhays: “While you 
cannot make a man a general agent 
solely by increasing his commission 5 
or 10 or 15%, we recognize that we 
should have a compensation system 
which will properly compensate a capable 
man in direct proportion to his accom- 
plishments. If he is able to influence 
high quality men to associate with him 
in spreading this gospel of independence 
and security, relieving suffering and 
teaching sound doctrines, he should be 
compensated for that ability. 

“Men are not actually created equal. 
We hope that in this country, at least, 
all men have an opportunity to reach the 
full measure of their capabilities. Gen- 
eral agents are not equal in any aspect 
of the job, so we think a compensation 
plan should take into consideration these 
factors: recruiting of men, training of 
men, conservation of men, writing busi- 
ness of good quality and keeping that 
business on the books. We have geared 
our general agents’ contract so that a 
man who does a good job in each or any 
of these fields will be compensated pro- 
portionately.” 

Discussing market analysis, the speak- 
er urged small companies to study the 
general economic condition of an area 
under consideration for a new agency, 
particularly its recent growth. He gave 
an interesting account of Beneficial’s 
establishment of an agency in Yakima, 
Washington, near the government proj- 
ect town of Richland. He also empha- 
sized the importance of fitting the gen- 
eral agent to the territory. 

In conclusion, Mr. Summerhays said, 
“We believe it is sound for us to con- 
tinue an agency building program and 
to make our general agent appointments 
from within our own org: nization. We 
believe it is sound for us to give a gen- 
eral agent a reasonably free rein, but 
with guidance and counsel from the 
home office. We believe it is sound 
policy to pay for the kind of job we 
want in such a way that it will stimulate 
each man to reach the full measure of 
his capabilities.” 





Small Company Group 
Has Large Attendance 


J. E. SCHOLEFIELD CHAIRMAN 


250 Officers Representing 105 Compa- 
nies; H. S. McConachie Tells of 
AMA Activities 


Chicago, March 19—The largest meet- 
ing of the Small Companies Spring Con- 
ference of Agency Management Associa- 
tion in its fourteen-year history was 
held this week at Edgewater Beach 
Hotel with more than 250 agency offi- 
cers and presidents from 105 companies 
in attendance. The theme of the meet- 
ing was “Agency Building.” 

James E. Scholefield, vice president, 
North American Life and Casualty, Min- 
neapolis, and chairman of the meeting, 
opened the session. He pointed out that 
at the first meeting of the group in 
1938, there were present 35 representa- 
tives of companies under $150,000,000 in 
force. Since that time, the group has 
grown so fast the size limits were 
changed. The Small Companies Commit- 
tees is now an autonomous group, elect- 
ing its own officers and planning its own 
meetings within the framework of the 
LIAMA. ? 

Mr. Scholefield introduced Harry S. 
McConachie, vice president of American 
Mutual and a former chairman of the 
Small Companies organization who _ re- 
ported to the meeting on current affairs 
of the Association. The AMA, he said, 
was in the best financial condition of its 
entire history. 

“There has been built up during recent 
years a surplus of about $120,000,” he 
said. “This fund was established to put 
us on firm footing and to allow the 
Association to undertake projects which 
will help us solve agencv problems that 
might arise quickly. In the past, it was 
sometimes impossible to perform re- 
search work and provide other expanded 
services on a moment’s notice because 
there were not always funds available. 
The expenses are on a_ completely 
budgeted plan.” 


Sees Harder Selling Ahead 


President McConachie told the mem- 
bers the AMA is at present providing 
greater services to its member companies 
than ever before. Small companies par- 
ticularly, he explained, are “getting more 
for their membership dollar than ever.” 

“I detect tougher times ahead. Mer- 
chants are already complaining that 
goods are not selling as easy as a year 
ago. Our own field forces tell us selling 
is harder than a year ago. Credit is 
being tightened. Expenses of doing busi- 
ness remain high in the face of this situ- 
ation. All of these factors—and many 
more—indicate more difficult problems 
await us. 

“We will need the broad research, 
management aids and services plus all 
the know-how and experience that our 
Association can provide for us. We 
will need these things more in times of 
hard selling than in easy years of the 
past decade.” 

Mr. McConachie told the group that 
the small companies hz id been making 
great progress in growth during the past 
years. He congratulated the officers on 
this record of achievement. 

Chairman Scholefield also introduced 
Charles Campbell, chairman of the Gen- 
eral Agents and Managers Conference 
also meeting here. Mr. Campbell told 
the home office group that the field 
was interested in “the same problems 
you home office men are. studying.” 
The Conference, he explained, has as its 
objective the elevation of agency man- 
agement to professional status. He 
pledged close cooperation with all or- 
ganizations in the life business “be- 
cause we are all working for the same 
objective.” 





Don’t Spread Out Too 
Thin, Stewart’s View 


ADVICE TO SMALL COMPANIES 


West Coast Life President Gives AMA 
Group Frank Insight Into 
Early Mistakes 


Chicago, Mar. 17— The best markets 
for a company are those closest to 
home, Harry J. Stewart, president of 
West Coast Life, San Francisco, told 
the opening day session of the Small 
Companies Spring Conference of AMA 
here. 

“In 1939, we decided to develop that 
territory nearest our home office, those 
thriving states and cities in our own 
neighborhood,” said Mr. Stewart, who 
became president of the company after 
many years as an agency manager and 
later as an agency officer in the home 
office. “We dropped that territory which 
was so far from us that we couldn’t 
stay in the market economically. You 
cannot make money if you spread your- 
self too thin. We found that out after a 
long time, during which we made a lot 
of mistakes. 

“I don’t believe a small company can 
keep its persistency of business as high 
as it should be if it spreads out too 
much. I am convinced that you cannot 
give your policyowner | the services and 
treatment he deserves.” 

Mr. Stewart put aside a prepared pa- 
per “because while thinking about this 
talk on the way to Chicago I decided 
I could do a better job for you if I 
told you about my mistakes.” 

During the late 1930's, Mr. Stewart 
said, he had a three million dollar agen- 
cy in Seattle. 

Said He Had Rude Awakening 


“T went to an Agency Management 
Association ‘School in Agency Manage- 
ment.’ What I learned opened my eyes. 
First of all, I suddenly discovered that 
my agents were averaging about $20,000 
of business per year per man. I was 
able to see over the shoulder of another 
general agent—who had a huge agency 
in the Northwest—and found out. his 
men averaged $25,000 a year. That was 
one of the most rude awakenings I ever 
had, and believe me I did something 
about it in a hurry. I had 150 agents, 
and that’s where I went to work first. 

“In those days everyone was hiring 
anybody who would give us any business. 
We were constantly tempted to take a 
chance on men, and we fell before the 
temptation. We were feeling the pinch 
of poor selection. One of the first things 
we learned was that our field force was 
spread over too great an area. We 
learned, too, that when we sent a poor 
agent out to the public, the public gave 
us just about what we deserved. We 
didn’t deserve any more confidence from 
the public than we got. 

“Isn’t it too bad that it took us so 
long to learn? Today we are moving 
ahead in a steady and intelligent direc- 
tion of agency building. We are select- 
ing better, training better and super- 
vising better. We are not, for the most 
part, trying to make a man a manager 
simply by giving him an office and a sec- 
retary. We are hiring career agents, 
and when a man fails we have the cour- 
age to ask ourselves: was this man a 
failure when I hired him, or did I make 
him a failure? 

“We are building people, and in build- 
ing people we are building life insurance 
companies, because that’s all a company 
is, is people. For my own part, I at- 
tribute a tremendous part of our success 
to the ‘help, inspiration and guidance 
that the Agency Management Associa- 
tion has given us over the vear. I 
heve never before publicly thanked the 
AMA for its part in our success, but 
I wish to do it now.” 


Agency Building For 
The Smaller Company 


CHOICE OF METHODS AVAILABLE 
Roger Bourland and Charles E. Gaines 


Preside Over Two Discussion 
Groups of Company Officers 


In their opening remarks, Roger Bour- 
land, and Charles E. Gaines set the 
theme for the discussions on managerial 
development on the second day of 
LIAMA’s Small Companies Conference 
at the Edgewater Beach Hotel, Chicago 
this week. 

Mr. Bourland, director of Ordinary 
agencies for Liberty Life, presided at 
the meeting of agency officers of com- 
panies with more than $100 million in 
force. Mr. Gaines, vice president and 
agency director of Great National, was 
in charge of the “under $100 million” 
companies group. 

“Although there are three ways the 
small companies can go about building 
an Ordinary operation,” Mr. Bourland 
said, “the method which places empha- 
sis on recruiting, training and develop- 
ing career underwriters and managers 
is the one followed with varying degrees 
of success by most of our leading com- 
panies today.’ 

He said the other two methods, cir- 
cumvention of the agency system with 
the home office acting as general agent, 
and mass recruiting within the agency 
system, “are as well understood and as 
old as the business itself. They are the 
methods employed originally by our 
leading companies, as the history of life 
insurance shows so clearly. Possibly 
they are essential in the smaller com- 
pany’s struggle for growth and strength, 
yet the newer concept of managerial de- 
velopment is worthy of our study. 

- “Its advantages include the acquisition 
of high quality, high profit business, 
superior quality and efficiency in field- 
men, adequate reserves for managerial 
replacements. Through agency-building 
managers and general agents, we con- 
tribute to the communities in our terri- 
tory, to the life insurance business and 
to the public. We build better public 
relations and company acceptance. We 
stimulate pride in men beyond financial 
return, and start a chain reaction in 
attracting quality men. 

“Of course, this method has disad- 
vantages, too. We must make a high 
initial investment in training and financ- 
ing and realize that volume will increase 
slowly in the initial stages as men are 
built. We face a double burden in 
training, since we must also train our 
managers to train. This method may be 
unprofitable for units below a million 
dollars of annual new business. And our 
carefully trained field personnel is open 
to proselyting. 

“There seems to be a great challenge 
to all of us today to enter and conquer 
in the field of managerial development, 
to set aside some of the predatory ideas 
that have prevailed in the industry 
heretofore, and build new men, build 
strong agencies and companies that will 
be a credit to our industry.” 

Gaines on Agency Building 

Mr. Gaines began his discussion by 
considering the philosophy of agency 
building in a small company. He said 
top company officers “must be really in- 
terested in developing career agents 
rather than only in volume production. 
This interest should be reflected in the 
formulation of some fairly long-range 
company objectives, and these objectives 
should be thoroughly explained to the 
present field force. 

“Tt is vital that present agents be- 
lieve in the company’s desire to develop 
career agents and agencies, for they 
are the best possible source of new 
recruits. Belief in this objective is far 
(Continued on Page 22) 
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Massachusetts Mutual 
Plans for Florida 


MEET AT HOLLYWOOD MAR. 17-19 


Program Arranged for General 
Agents Association Business 
Conference 

The General Agents Association of 
Massachusetts Mutual Life will hold its 
annual business conference on March 17 
to 19, at Hollywood Beach Hotel, Holly- 
wood, Fla. Approximately 87 general 
agents and a number of home office staff 
members will be in attendance. The 
three-day session will include addresses 
by various general agents and officers 
and panel discussions on policyholder 
sales and service plans and other field 
sales management problems. 

Clarence W. Reuling, CLU, Peoria, III., 
president of the smo eR, will open 
the business meetings and will introduce 
President Leland J. Ki ulmbach, who will 
address the group. Jewel W. Tyson, 
CLU, Richmond, Va., will speak on “The 
Massachusetts Mutual Story,” and Di- 
rector of Group Sales George W. Stein- 
a talk, “Yesterday, Today 


Full 


bach will give 
and Tomorrow.’ 
The Monday morning session will con- 
clude with a panel on “Our Responsi- 


bility to Established Organization.” Dis- 
cussing such factors as morale, work 
plans, sales ideas, motivation, prestige 


will be Ken- 
Peoria; Harry 
Harry lI. 


building and stimulation 
nev E. Williamson, CLU, 
(c Copeland, Ir., Svracuse; 
Davis, Atlanta; and Calmon P. Mendel, 
Savannah. During the afternoon John 
E. Clayton, Newark, and Manager of 
Pension Trust Sales E. James Stephens 
will lead a forum on pension trusts. 
Sales Panels Featured 

Vice President Chester O. Fischer will 
a dinner meeting Mon- 
Harold J. Walter, 
Worsted Co. 


be toastmaster at 
day evening when 
president of the Uxbridge 
and a Massachusetts Mutual director, 
will deliver the main address. Among 
the awards to be presented at this time 
will be the Past Presidents Award, by 
Mr. Reuling; service awards by Vice 
President Fischer; Quota Buster Contest 
awards by Vice President Charles H. 
Schaaff; and the Perry Achievement 
Award by President Kalmbach. 


On Tuesday, Association Vice Presi- 
dent Frank W. Howland, CLU, Detroit, 
will act as chairman. Director of Agen- 


Perry will be moderator 
“Financial Management of 
an Agency,” assisted by E. Leo Smith, 
Indianapolis; Earl C. Jordan, Chicago; 
and Director of Agency Costs Lawrence 
H. Shoughrue. “Current Trends” will be 
the topic of an address by Vice Presi- 
dent Richard C. Guest 

The Tuesday meetings will be 
cluded with a panel on “Profits in Brok- 
Business,” headed by Donald C. 


cies Kenneth W. 
of a panel on 


con- 


erage 
Keane, New York. Also participating will 
be Jacob S. Karp, CLU, Brooklyn; 
Gordon S. Miller, Philadelphia; and 


McNally, CLU, Minneapolis. 

The final meeting W ednesday will be 
chairmaned by F. J. Van Stralen, CLU, 
San Francisco. John W. Yates, Los 
Angeles will act as coordinator of a 
series of forums on “Building Perma- 
nent New Organization.” Acting as in- 
dividual discussion leaders will be Clar- 


Miles W 


ence E. Pejez au, ( “LU, Cleveland; Lovell 
H. Cook Springfield, Mass.; 
Clarence A. Grimmett, Jr., Rochester; 
and Silas G. Johnson, Madison, Wisc. 


Mr. Yates and the four discussion lead- 
ers will review and summarize the in- 
dividual meetings when the entire 
group reconvenes. 

Following the election of officers, Vice 
President Schaaff will deliver the con- 
cluding address, “Section 213.” 


Kansas Sales Congress 

The 1952 annual meeting and sales con- 
gress of the Kansas Life Underwriters 
Association will be held May 9-10 at 
Broadview Hotel, Wichita. A fez ature of 
the meeting will be recognition of “old 
timers,” those who have been members 
for 25 years or more. 








Endorsed as NALU Trustee 


By Groups in New England 



























MITCHELL M. ROSSER 


The name of Mitchell M. Rosser, CLU, 


Boston, 
of Phoenix 


membe 
Table 
placed 


NALU, it 


for 18 years a representative 
Mutual, life and qualifying 

r of the Million Dollar Round 
each year since 1946, has been 


trustee of 


William R. 


in nomination for 
is announced by 


Robertson, CLU, president of the Boston 


Life Ur 


man of the 


Rosser 


Life Underwriters 


nderwriters Association and chair- 
sponsoring committee. Mr. 
is past president of the Boston 
Association and is 


currently president of Boston Chapter 
of CLU. In NALU he is national com- 
mitteeman for Massachusetts, member- 


ship vice chairman for the Northeastern 


area ar 


id has served on many commit- 


tees, He has been endorsed by the state 


associations of Massachusetts, 
cut and New Hampshire to date, 


Boston 


Connecti- 
by the 
and Managers 


General Agents 


\ssociation, the Boston Chapter of CLU 


and a 


majority of New England local 


associations. 


Hays 


Agency’s Record Month 


The Boston Wm. Eugene Hays agency 


of New 
more new business in February 


Life 


wrote 
than it 


England Mutual 


has in any previous month of its 51-year 


history. 


the month, the 


a total 
Februa 
The 
timed < 
ment t 
runnert 


rrophy, 


agency 


Leading the entire company for 
Hays agency submitted 
of $2,242,000, a 30% gain over 
ry, 1951. 

Hays agency’s record month was 
ippropriately with the announce- 
hat the agency had been named 
ip in the race for the President’s 
awarded annually for all-around 
excellence, 






















THAT: 





THAT: DISABILITY INCOME INSURANCE IS 
VITAL TO EVERYONE WHOSE INCOME 
DEPENDS UPON PERSONAL EARNINGS; 


IT IS THE LIFE UNDERWRITER’S JOB TO 
MAKE CERTAIN THAT HIS POLICYHOLD- 
ERS ARE SO PROTECTED. 


WE SHOULD BE HIGHLY PLEASED TO 
SHOW YOU WHY SO MANY LEADING 
LIFE UNDERWRITERS SUBSCRIBE TO 
THESE SENTIMENTS. 


MASSACHUSETTS INDEMNITY INSURANCE COMPANY 
654 BEACON STREET 
Boston, Massachusetts 























RESEARCH MEDICAL AWARDS 


Colleges and Universities Get Grants for 
Work on Heart and Arteries by 
Their Professors 

The Life Insurance Medical Research 
sponsored by life insurance com- 
panies, has announced its grants to in- 
stitutions in aid of research on diseases 
of the They go to 
universities and colleges in all parts of 





Fund, 


heart and arteries. 


the country. 

To illustrate: Columbia University 
College of Physicians and Surgeons gets 
a grant of $10,800 for research by Dr. 
Zacharias Dische on metabolism and en- 
ergy transfer in the heart muscle. Duke 
University School of Medicine gets a 
grant of $22,140 for research by Dr. E. 
A. Stead, Jr., on cardiovascular and res- 
piratory physiology, and organ metab- 
olism. Johns Hopkins University School 
of Medicine receives four grants for 
research by Doctors Francis P. Chinard, 
*. K. Marshall, Jr., Elliot V. Newman 
and Samuel A. T albot. Stanford Uni- 
versity School of Medicine gets two 
grants for research by Doctors J. M. 
Crismon and Emile Holman. University 
of Vermont College of Medicine gets 
grant of $650 for research by Dr. ‘R. J. 
Mckay, Jr. Western Reserve Univer- 
sity’s award is $19,440 for research by 
Dr. Harland G. Wood on the role of 
propanediol phosphate in metabolism 
with reference to its possible relation 
to arteriosclerosis. 

In addition there is announced a 
number of Postdoctoral Research Fel- 
lowships carrying awards varying from 
$3,300 to $4,500. 


John Hancock Makes Study 
Of New York DBL Contracts 


In view of the recent New York leg- 
islation increasing maximum benefits un- 
der the disability benefits law from $26 
to $30, Second Vice President Philip 
H. Peters of the John Hancock Mutual 
Life Insurance Co. has addressed all 
John Hancock New York disability bene- 
fits law group policyholders, as follows: 

“We are studying all of our company’s 
group disability policies which involve 
employes subject to the New York dis- 
ability benefits law and will advise you 
as soon as possible of any changes that 
may be required in your contract which 
is underwritten by the John Hancock 
Mutual Life Insurance Ca iGo,” 


R. W. Wiltshire Made V.P. 
Of Home Beneficial Life 


Home Beneficial Life of Richmond has 
elected Richard W. Wiltshire, former 
assistant vice president and 
to be a vice 


assistant 
superintendent of agencies, 
president. He is a graduate of Univer- 
sity of Virginia 
the Richmond Chapter of University of 
Virginia Alumni Association. 

President W. E. Wiltshire told a 
meeting of stockholders that Home 
Beneficial had assets of $67,435,810 and 
insurance in force of $442,202,759. The 
company operates in Virginia, Tennessee, 
Maryland, Delaware, North Carolina and 
District of Columbia. 


and past president of 














STANDARD LIFE INSURANCE CO. of IND. 


INDIANA 


INDIANAPOLIS, 


Fever. 


Write me direct for details. 


Delaware 
Louisiana 


Pennsylvania 


... is that feeling caused by your desire to have a progressive 
agency of your own? Just sitting around taking a dose of 
sulphur and molasses won't snap you out of it. What you need 
is a lucrative general agent’s contract with Standard Life. 


GENERAL AGENCIES OPEN IN Arkansas 
Florida « 
Maryland 





- Hany w. Wade, President 






California 
Indiana * Kentucky 
New Mexico 
West Virginia 


Arizona * 
Georgia « Illinois + 
Michigan 


Texas 


Missouri 


Tennessee Virginia 
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Will Carry On Fight 
For Sec. 213 Revision 


PRES. CLEETON TELLS NALU 





Midyear Meeting at Chicago Hears 
Spencer McCarty Tell What 
Happened at Albany 





Chicago, Mar. 19—The great disap- 
pointment of the life insurance industry 
caused by failure of N. Y. Legislature 
to revise the expense limitation section 
of New York Insurance Law was told to 
midyear meeting of NALU by President 
Cleeton in Chicago Tuesday but he 
promised that NALU would continue all- 
out efforts in quest of a remedial meas- 
ure. He interrupted his address to 
NALU council by asking Spencer Mc- 
Carty of Albany, secretary of State 
Association of Life Underwriters and 
chairman compensation committee of 
NALU, for a statement describing what 
had happened in Albany when the recom- 
mended legislation of an industry joint 
committee working three years on sub- 
ject had been discarded for bills which 
seemed to be the inspiriation of N. Y. 
State Insurance Department and were 
unsatisfactory to the industry. 


Industry Surprised at Opposition 


Mr. McCarty said the N. Y. Depart- 
ment’s opposition to industry’s recom- 
mendations was not only keenly disap- 
pointing but was a big surprise to the 
insurance fraternity. 

Resuming his address President Clee- 

ton called activities of the industry in 
seeking revision of the outmoded Section 
213 constructive, and despite the de- 
feat in Albany some good things had 
resulted one of which was the demon- 
stration of unity in the life insurance 
business as both companies and the field 
had joined viewpoints in presenting their 
case. The close relationship between all 
divisions of the business in the interest 
of all connected with it, including the 
public, was evident. “The only construc- 
tive course for us to follow now,” he 
said, “is to forget the disillusionment of 
the past and turn our forces forward in 
the belief that legislation satisfactory 
to all concerned can be effected in the 
next twelve months despite the dis- 
appointment of the past year.” President 
Cleeton called attention to the fact that 
good legislation is sometimes slow in the 
making as time is needed to study cons 
and pros. He said the industry could 
take courage from the fact that it took 
five years to make possible the Guertin 
legislation with its new mortality table. 
“While we are in a stalemate at the 
present time in reference to expense 
limitation in New York we are not de- 
feated,” he said. “We will continue our 
efforts for a more satisfactory action 
with all our enthusiasm and vigor and 
in this struggle all companies and the 
field forces will cooperate.” 
Following the reports on Section 213 
Editor Fred Crowell of Insurance Field 
was introduced and he presented that 
paper’s plaque for outstanding life man 
ot the year to Spencer McCarty. 


H. N. Sloane Addresses 
H. A. Loewenheim Agency 


i Harold N. Sloane, CLU, general agent 
in New York of Continental Assurance, 
Was the guest speaker at the regular 
agency meeting of the Harold A. Loew- 
enheim agency of Home Life of New 
York, 11 West 42nd Street, New York, 
on March 17, 

In accordance with the custom of the 
Loewenheim Agency, the meeting took 
place at mid-day in an informal atmos- 
phere and was preceded by a sandwich 
luncheon in the agency meeting room. 

Mr. Sloane gave an inspiring talk on 
the fundamentals of business insurance. 
In developing this subject, he told of 
Some of the many successful interviews 
he has had in the field. His talk was 
Particularly well received because his 
remarks were confined exclusively to 
Practical sales techniques. 


Trustees Approve Plan for 
NALU to Have Own Building 


Chicago, March 19—The board of trus- 
tees of NALU this week voted approval 
of the suggestion made by President 
Cleeton that NALU own a building of 
its own. The association has been pay- 
ing $22,000 yearly rental for its execu- 
tive offices in New York. No decision 
has been made as to where the new 
home will be located. Money for the 
new structure will be raised as a Na- 
tional Association Memorial Building 
Fund. Already a considerable sum has 
been individually pledged in sums from 


$5 to $100 each. 


MADE AGENCY SUPERVISOR 

J. S. Breed, agency supervisor of 
Western Reserve Life of Austin, Texas, 
has been appointed Tyler, Texas, agency 
branch manager. Mr. Breed, a veteran 
of World War II, having served in the 
Navy, entered life insurance work as an 
accountant with the company. He later 
served as a member of the staff of 
examiners of the Texas Insurance De- 
partment, leaving this work to become 
agency secretary of Western Reserve. 


Ben Hadley Tells Growth 
Of LUTC Study Courses 


Chicago, March 19—Discussing Life 
Underwriter Training Council before the 
Small Companies Conference of AMA, 
3en F. Hadley, vice president, Colum- 
bus Mutual, said the number of stu- 
dents taking LUTC courses had grown 
from 133 in 1947 to 5,497 in 1951. Classes 
in that period grew from five to 286 and 
cities where these classes are conducted 
grew from three in 1947 to 210 in 1951. 

He emphasized the importance of 
pushing education and training back 
into the schools. He declared that LUTC 
originated because of the great gap be- 
tween the basic training provided by 
companies and the advanced training 
found in the CLU training courses. The 
fact that the gap existed would indicate 
that companies themselves, having done 
the job of initial training, did not find 
it feasible to provide this intermediate 
training. The LUTC, he said, is the 
answer to the problem created by the 
gap in the educational and _ training 
structure of life insurance. 

The preliminary cost of LUTC, $90,000, 


was contributed by American Life Con- 





Dinner Honoring Parker 

Chicago, March 18—Lee N. Parker, 
president of American Service Bureau, 
an affiliate of American Life Convention, 
was guest of honor at a large dinner 
tonight in Conrad Hilton Hotel celebrat- 
ing his 25th year as head of the bureau. 
Many prominent figures in ALC were 
present with their wives. Claris Adams, 
who was executive heac of ALC when 
Mr. Parker came here to head the 
bureau, was toastmaster, and other 
speakers were Frazar 3. Wilde, Con- 
necticut General president, and Dwight 
Clarke, chairman advisory council, Occi- 
dental of California. On behalf of ALC 
a landscape in oils was presented to 
Mr. and Mrs. Parker. The latter was 
also given a scroll. 





vention, Life Insurance Association of 
America, National Association of Life 
Underwriters and Life Insurance Agency 
Management Association. Mr. Hadley 
was president of Columbus Life Under- 
writers Association during the period 
of the first LUTC in Columbus. The 
LUTC course in that city has always 
been held in the Columbus Mutual 
3uilding and that company has _ pub- 
licized the course in many ways and 
pays one-half of the tuition fee for any 
of its agents wishing to take it. 











insurance business.” 








YESTERDAYS of LONG AGO 
MATURE into RESULTS TODAY 


*‘Nearly 3,000 checks are issued by the Northwestern Mutual Home Office on the average 
working day. Four out of five of these are payable to beneficiaries or to policyholders, 
nearly two-thirds to beneficiaries alone. They are the end product of life insurance service 
—of the saving, the thrift, the planning of many thousands. 


“During 1951, a new high was established in the number and the total amount of checks 
issued to policyholders and beneficiaries. Even more important is the fact that the total 
has increased steadily, in good times and bad, as the Northwestern Mutual has carried 
its vital service to a widening circle of Americans. 


“The Northwestern Mutual during 1951 made payments under policies issued as long ago 
as September 24, 1868. It also paid death claims under a number of policies issued during 
1951. Investment transactions during the year included repayment of a loan originally 
made in 1914 (subsequently renewed) and interest payments on securities purchased in 
1901. There could hardly be a better demonstration of the long-range nature of the life 


Quoted from the Report for 1951 of the Executive 
Committee to the Board of Trustees and Policy- 
holders of The Northwestern Mutual Life Insur- 


ance Company 


WILLIS F. McMARTIN, C.L.U., General Agent 


And Associates 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 


ORegon 9-5110 


Home Office—Milwaukee, Wisconsin 
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Regional Group Supervisor 
For Pacific Mutual Life 





BUBB 


regional 


HARRY G. 
Opening of its 20th Group 


insurance office and the promotion of 
two men within its group field force has 


Mutual Life. 


manager of 


been announced by Pacific 


Bubb, 
Group 


former 
office, has 


Harry G. 
the Houston 
named regional supervisor of the South- 


been 


west Territory, and will base his op- 
erations from the newly opened Dallas 
office. 

Succeeding Bubb in 
Paul C. McKnight, who has been named 
manager of that office. 

Mr. Bubb, who opened the company’s 
Houston office in March, 1950, will have 
supervisory responsibilities over Pacific 
Mutual’s Texas offices, New Orleans of- 
fice, and surrounding territories. He en- 
tered the company’s home office Group 
school in July, 1949, after receiving a 
master’s degree in business administra- 
tion from Stanford University. 

Mr. McKnight, business administra- 
tion graduate of the University of Cali- 
fornia at Berkeley, joined the company 


Houston will be 


in July, 1950, entering Group school be- 
fore being assigned as a representative 
in Pacific Mutual’s Los Angeles field 
office. 


Occidental Life Changes 


Occidental Life of California this week 
announced the following transfers, pro- 
motions and appointments in its field 
force: 

Robert E. Hansen has been appointed 
Group service representative in the firm’s 
Group office in Grand Rapids; Donald 
Loizeaux, Group service representative 
in Occidental’s San Francisco service 
department, has been transferred to the 
Portland, Oregon, office to replace Rich- 
ard Miller, who is on military leave of 
absence; Jack L. Renner has been named 
to take over Loizeau’s duties in San 
Francisco; Homer S. Bankhead has been 
appointed Group service representative 
in the firm’s Group office, Dallas; named 


assistant brokerage managers in Occi- 
dental’s San Francisco branch were 
Rowland H. Stade and Alfred R. Cart- 


wright 


Retires After 41 Years 
With Northwestern Mutual 


After than 41 years with the 
Northwestern Mutual Life, Urban H. 
Poindexter, assistant director of agencies 
of “Field Notes,” is retiring 
He has served as an agent, 
general agent in 


more 


and editor 
this month. 
agent 


district and 


Kansas, and, for the past 25 years, as 
a company officer in Milwaukee. 

A graduate of Princeton, Mr. Poin- 
dexter joined Northwestern Mutual in 
1911 asa tne agent in Kansas City 
under his father, E. W. Poindexter, who 
company’s first general agent 
in Kansas. When the senior Poindexter 
began selling insurance in Kansas for the 
Northwestern Mutual in 1885, he started 
dynasty for the company. 
The family has made a remarkable rec- 
ord in the life insurance business, both 
in the number of years as well as in 
the amount of insurance sold. 

With the retirement of the senior 
Poindexter after 48 years, Urban and 
Clarence Poindexter succeeded their fa- 
ther in 1923 as partner general agents. 
On April 1, 1927 Urban was called to 
the home office in Milwaukee to become 
director of agencies. Clarence 


was the 


a_ veritable 


assistant 


became sole general agent in Kansas 
City and served until 1932 when he 
went to St. Louis and was there until 


he retired after 49 years at the end of 
1950. Still carrying on the Northwestern 
Mutual family tradition will be Clar- 
ence’s son, Richard, a Million Dollar pro- 
ducer in the St. Louis agency, and 
his son-in-law, Ralph W. Emerson, gen- 
eral agent at Kalamazoo for southwest 
Michigan. Port W. Poindexter, a son of 
Urban, is associated with the Craig gen- 
eral agency in Milwaukee. 

Urban Poindexter was one of the pio- 
neers in developing the programming 
procedures, which have long been fol- 
lowed by agents throughout the coun- 
try. In addition to his duties as editor 
of “Field Notes,” the monthly agents’ 
publication, he has played an important 
part in formulating agency department 
policy. 








ound employee relations 


make a good business better 











for your clients 





LIFE + ACCIDENT 





Business leaders today recognize the necessity for man- 
agement not only to make a sound benefit program 
available for employees, but at the same time to achieve 
better employee understanding of the many benefits. 


Connecticut General is doing extensive research on 
this subject, in partnership with companies it serves 
and in cooperation with experts in the field of com- 
munications. The resulting knowledge is being inte- 
grated with that gained in Connecticut General’s 39 
years of group insurance experience. 


CONNECTICUT GENERAL 
LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


HEALTH » GROUP INSURANCE AND PENSION PLANS + PENSION TRUSTS 


ANNUITIES 














D. B. Jackson Appointed 


Minnesota Mutual Life announces the 
appointment of David B. 
general agent in New Orleans, Louisiana. 

A native of Ambridge, Pa., Mr. Jackson 
attended the life underwriting courses 
at the University of Pittsburgh. He has 
heen associated with the life insurance 
business since 1941 as an agent and man- 
ager and is well acquainted with all 
phases of recruiting, training and office 
management. In 1948 Mr. Jackson be- 
came branch manager for Acacia. 


Jackson as 











is easier and more convincing, with Pacific Mutual’s 
complete personal protection plans. One reason — they 
include ACCIDENT & SICKNESS DISABILITY INCOME, 
interesting to every prospect. 


LIFE INSURANCE COMPANY 
HOME OFFICE=LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 











Travelers Office Moves 


The Wilmington office of The Travel- 
ers Insurance Companies moved to a 
new location in the recently completed 
Beneficial Loan Building on March 17. 
Previously located on the second floor 
of the Du Pont Building, the Travelers 
offices will occupy the entire north end 
of the ground floor in the new building, 
ne of Wilmington’s most modern struc- 
tures. 

Constructed of Georgian pink marble 
with aluminum-panelled windows which 
run continuously around the two exposed 


sides, the $1, 250,000 building is trimmed 
with white stone and black alberine 
marble. 


The Travelers offices covering approxi- 
mately 4,500 square feet of floor space 


are soundproofed and air-conditioned. 
Asphalt tile floors, bank type partitions 
and fluorescent lighting complete the 


modern decor. There are no staff changes 
Conner 


Meeting at Preidiensial 


Directors of agencies from 15 of The 
Prudential’s district agencies regional 
offices met at the Newark home office 
last week for a three-day series of 
discussions. 

Prominent among the topics discussed 
was the company’s accident and sickness 
insurance sales program which will soon 


swing into operation. Home office offi- 
cials from that department as well as 
the district agencies department, field 


training division and other organizations 
closely allied with field operations took 
part in the discussions. 

Regional directors present included all 
of those from the eastern and mid-west 
regions and representatives from the 
southwest, west coast and Canadian 
organizations. 
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Security Mutual Advances Three Officers Life 


Security Mutual Life of Binghamton, 
N. Y.,, announces the promotion of Wil- 
liam H. Harrison, heretofore secretary 
of the Underwriting Department to be 
underwriting executive; Richard H. Par- 
ish, assistant comptroller, has been 
made comptroller; and Graham _ C. 


Thompson, associate actuary, has been 
appointed actuary. 





WILLIAM H. HARRISON 


Mr. Harrison, who went to Yale, is 
executive vice president of Institute of 
Home Office Underwriters and has been 
chairman of the important Joint Educa- 
tion and Examination Committee of the 


“SO LOMA Goadaaees 


Training in job economics is of para- 
mount importance today for those in the 
life insurance business, both because of 
the many ramifications of life insurance 
investments, the economic relationships 
of the business as a whole and the effect 
on the individual himself, Michael J. 
Kane, vice-president of Training Within 
Industry Foundation, last week told the 
Society of LOMA Graduates. 

Speaking before their March meeting 
at the Mutual Benefit Life home office 
in Newark, Mr. Kane said that a simple 
diagram and explanation of basic prin- 
ciples can put the most complex eco- 
nomic and industrial relationships on the 
level of the man in the street. Such an 
understanding of fundamentals promotes 
a better appreciation of our system of 
private enterprise and the economic 
cycles involved, a valuable factor in pre- 
serving our way of life. 


Lipscomb Heads: a of 


American Bar Association 
Hubert S. Lipscomb of Jackson, Miss., 
is to head the Life Insurance Law Coim- 
mittee of the Section of Insurance Law 
of the American Bar Association, 
Franklin J. Marryott, chairman of the 
section, announced. 

Mr. Lipscomb received his B.S. de 
gree from the ng ae of Mississippi 
in 1921, and his LL.B. degree from the 
University of Miscicsipni Law School in 
1926. He was admitted to the bar in 
both Alabama and Mississippi in June, 
1926. He became an associate in the law 
frm of Bradley, Baldwin, All and White, 
for a vear and has since been practicing 
in Jackson. 

Mr. Lipscomb has served as both cir- 
cuit and chancery judge by special ap- 
pointment of the governor and is a 
member and secretary of the staff of 
Fielding L, Wright, Governor of Mis- 
Sissippi. He is also state trial counsel 
im Mississippi for a number of non- 
resident insurers. 





Home Office Life Underwriters Associa- 
tion and the Institute of Home Office 
Life Underwriters. 

Mr. Parish is a member of the Acci- 
dent and Health Committee of Life 


all your agents and employes. 


Office Management Association and of 
the ‘National Office Management Associ- 
ation. 

Mr. Thompson, who is a graduate of 
Union College, Schenectady, and attend- 


120 BROADWAY 





Insurance Agencies: 


Wvuituides ° 


American Red Cross campaign runs through March. Please solicit 


Send check, payable to American Red Cross to 


EUGENE V. HOMANS 


Chairman, Life Insurance Agencies, c/o Prosser & Homans 


NEW YORK 5, N. Y. 








RICHARD H. PARISH GRAHAM C. THOMPSON 


ed Sheffield Scientific School, Yale, is ly are: William J. Hlawatsch, 





director, 


a Fellow of the Society of Actuaries and Group Sales; Sumner C. Hvassman, as- 
a member of Sigma Xi, science honor sistant to the vice president; Morton 
fraternity, Eta Kappa Nu and Cosmos J. Kent, assistant actuary; George H. 
Club. Miller, Group actuary; Helge W. 


Additional appointments made recent- Spange, field service manager. 





AAMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 
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N. Y. Life Employes Set 
Red Cross Blood Record 


Contributing 531 pints of blood to the 
Red Cross, employes of New York Life 
Metro- 
The donations exceeded the 


set a record for firms in the 
politan area. 
previous high of 445 pints for a three- 
day visit by a Red Cross Bloodmobile 
unit. “Such a response with the present 
need for blood is indeed greutying” 
Mrs. William Propos, vice chairman of 
the blood program for New York County, 
said. 

Mrs. Propos visited New York Life’s 
home office at 51 Madison Avenue when 
the last of 700 prospective donors were 
being examined before making blood 
contributions. She exressed her apprecia- 
tion to Devereux C. Josephs, president 
of the company, and to heads of three 
New York Life employe organizations 
which sponsored the drive. 

The medical welfare director of New 
York Life said 50% of the blood will 
be ear-marked for the armed forces. 
The remainder will be credited to the 
company employes’ blood bank. With 
these donations, New York Life people 
will have given nearly 1,400 pints of 
blood under the Red Cross program since 
it was reactivated in 1948. 


HEADS ERIE BRANCH OFFICE 
Hobart H. Rockwell Named Manager 
by Connecticut General Life; Suc- 
ceeds C. R. Pixler 

Hobart H. Rockwell has taken over 
his new duties as manager of Connecti- 
cut General Life’s Erie branch office. 
Mr. Rockwell, a graduate of Dartmouth 
College, became associated with Connec- 
ticut General in 1940. During World 
War II, he served with the F.B.I., re- 
turning to the company in 1947 as sales 
representative in the Pittsburgh office. 
Since January, 1949, he has been assist- 
ant manager for the company in Buffalo. 
Mr. Rockwell comes from an insurance 
family, his father, Lemuel M. Rock- 
well, is general agent for Connecticut 
General in Elmira, N. Y., and his uncle 
J. Hobart Rockwell, is manager of the 
company’s Rochester, N. Y. office. 

Mr. Rockwell succeeds Charles R. Pix- 
ler, who is retiring from management 
activities after 25 years of service. Mr. 
Pixler will continue his association with 
the company, devoting his time to the 
interests of his personal clientele. 


J. W. Stunkard’s New Post 


John W. Stunkard has been appointed 
west coast claims manager for Columbian 
National Life of Boston. The office is 
located in Beverly Hills. 

A native of Indianapolis, Mr. Stunkard 
isa graduate of Georgetown U niversity, 
and practiced law in Washington, D. c 
After several years with the U. S. De- 
partment of Agriculture, he entered the 
insurance field in 1940 as branch claims 
manager for the Farmers Insurance Ex- 
change, in Montana and Wyoming. He 
served as a Naval- Intelligence officer 
during World War II; later became resi- 
dent claims adjuster for the American 
Association Insurance Company. In 1 
he joined the Founders Insurance C om- 
pany as manager of their Group Claims 
Department, a position he held until this 
year. 

Mr. Stunkard is vice-president of the 
Los Angeles Life, Accident & Health 
Claims Association. 
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Plan Big Celebration 
For American College 


ON ITS SILVER ANNIVERSARY 


Joint Committee Appointed Headed by 
Raymond Johnson to Stage Events 
on All Levels 


Chicago—March 22, 1952 will mark the 
twenty-fifth or “Silver Anniversary” of 
the American College of Life Underwrit- 
ers, an event to be celebrated through- 
out the industry during the remaining 
months of the year. 

Sparking the “Silver Anniversary” pro- 
gram is a Joint Committee of the Amer- 
ican College and the American Society 
of Chartered Life Underwriters, under 
the chairmanship of Raymond C. John- 
son, CLU, assisted by Joseph H. Reese, 
CLU, Earl R. Trangmar, B. N. Woodson, 
CLU, Wilfrid E. Jones, David B. Fluegel- 
man, CLU, Douglas S. Perry, CLU, C. 
Lamont Post, CLU, Donald E. Lynch 
and Donald F. Barnes. 

This 


many plans for observance of the anni- 


committee is coordinating the 
versary that are being made at the insti- 
tutional, company, field and public levels. 
The insurance press and company agents 
publications will be given specially pre- 
pared CLU stories and articles while a 
Association News 
recognition 


issue of Life 
will be devoted mainly to 
of NALU’s part in founding the Ameri- 
can College and to personalities promi- 
nent in CLU development. The June 
issue of the CLU Journal will feature 
articles by prominent men once students 
of Dr. S. S. Huebner. Manager’s Mag- 
azine and District Management will also 
lend their assistance by publishing spe- 


special 


cially authored articles dealing with 
the development of the CLU concept. 
Through the spring and summer 


months CLU Chapters, local life under- 
writer associations, and the individual 
companies have scheduled a variety of 
events as part of the Silver Anniversary 
program which will reach its climax at 
the CLU conferment dinner at the 
NALU annual convention in Atlantic 
City next September. 
To Use Magazines, Radio, TV 


Another aspect of the celebration that 
will attract widespread interest will 
be national magazine, radio, and tele- 
vision coverage of prominent CLU fig- 
ures such as Dr. Huebner and Julian S. 
Myrick. Of especial interest will be the 
results of the Silver Anniversary Survey 
of CLUs soon to be conducted. This 
survey of CLUs will furnish timely and 
pertinent factual data relative to the per- 
formance of CLUs. 

The American College was conceived 
by a group of life insurance men in the 
early 1900’s. The rapidly increasing vol- 
ume of written business, the new uses 
of life insurance, and the widespread 
appreciation of the fundamental role of 
life insurance in our social and eco- 
nomic life indicated the need for great- 
er preparation on the part of the under- 
writer for his job. It was during the 
administration of John Hancock’s Ernest 
J. Clark, Sr., NALU president 1913-14, 
that this need was brought out into the 
open and made the theme of the Cin- 
cinnati convention in September, 1914. 
But this was not before Dr. Huebner, 
in February of that year, in addressing 
the Baltimore Association, expressed 
the hope that a life insurance course 
of study leading to a degree or designa- 
tion comparable to that of a Certified 
Public Accountant, might ultimately be 
created and centered in a college of 
standing, commensurate with other de- 
gree-granting educational institutions. 

Mr. Clark and Dr. Huebner interested 
other prominent figures such as Edward 
A. Woods. John Newton Russell and 
Franklin W. Ganse. They agreed, how- 
ever, that the time for launching the 
project was not ripe and that consider- 
able planning was first necessary in or- 


der to assure its ultimate success. 
Plan Finally Approved in 1927 

There followed a 13-year period dur- 
ing which the plan was _ painstakingly 
explained to the leading life underwrit- 
ers of the country to home office officials, 
and to educators. Objections, prejudices 
and other obstacles were faced and over- 
come. Textbooks were written. Finally, 
in January, 1927, the NALU’s board of 
trustees formally approved the creation 
of the American College of Life Under- 
writers, with the view of establishing a 
professional standard of higher educa- 
tion in life underwriting—a standard that 
would include not only a study of life 
insurance, but of the allied subjects 
and general fields of knowledge with 
which a career life underwriter should 
of necessity be acquainted to render ad- 
vice and service to the insuring public. 

Ernest J. Clark, who had taken an ac- 
tive part in incorporating the National 
Association of Life Underwriters under 
the laws of the District of Columbia 
in August, 1921, was requested with the 
cooperation of Edward S. Brashears, to 
take charge of the incorporation proce- 
dure of the American College. Thus, on 
March 22, 1927, the American: College 
was born and a great life insurance 
enterprise launched under the guidance 
of its first officers, Edward A. Woods, 
president; Guy MacLaughlin, vice presi- 
dent; Ernest J. Clark, secretary; Frank- 
lin W. Ganse, treasurer; Dr. S. S. 
Huebner, dean and Everett M. Ensign, 
registrar. 

At a meeting of the board of direc- 
tors of American College, held in De- 
troit, September 10, 1928, Julian S. 
Myrick, now chairman of the board of 
the college, said in part: “I am one 
of those who believe that this is one of 
the biggest steps for the development 
of life insurance that has ever been 
taken.” It is doubtful that even Mr. 
Myrick could have foreseen the tremen- 
dous influence for good that is the Amer- 
ican College, as it celebrates its 25th 
year of progress. 


Julian Myrick Reports on 
Progress of Hoover Report 


Progress in adoption of the recom- 
mendations of the Hoover Commission 
for reorganization of the executive 
branch of the Federal Government was 
reported on at the NALU National 
Council meeting in Chicago by Julian 
S. Myrick, assistant to the chairman of 
the Citizens Committee for the Hoover 
Report, on which life insurance people 
have been active. 

“Between January 1, 1949 and January 
1, 1952,” said Mr. Myrick, “there have 
been enacted 46 Public Laws and 29 
Reorganization Plans relating to im- 
proved Federal structure, according to 
the Senate Committee on Expenditures 
in the Executive Departments. Most of 
these 74 enactments flowed directed 
from the work of the Commission. They 
comprise a goodly portion of the total 
volume of major substantive legislation 
enacted during that period. Never be- 
fore in our history have so many affirma- 
tive steps been taken in organizational 
matters. Never before have the problems 
of Federal reorganization had such active 
study and support from informed citi- 
zens, 

“To date some 55% of the Commis- 
sion’s recommendations have been adopt- 
ed either through Congressional or 
Administrative action. We are confident 
the Congress, the Administration, and all 
interested citizens can take pride in the 
results.” 


CHARLOTTE COOK RETIRES 

Charlotte Cook, of the actuarial depart- 
ment of Pacific Mutual Life, Los Angeles, 
has retired after 39 years with the com- 
pany. Previous to her association with 
Pacific Mutual she had been associated 
with State Mutual of Worcester, Mass. 
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Dr. Huebner Honored by 


Chicago Organizations 

Chicago, Mar. 18—March 20 is Dr. 
S. S. Huebner Day with Chicago Life 
Underwriters Association. It is the emi- 
nent educator’s farewell visit to this 
city and he will be the star of the 
Association’s Sales Congress, his topic 
being the life insurance picture in the 
present economic situation. 

Both CLU and LUTC are giving him 
receptions and the CLU Chapter is host 
at a dinner to him Thursday night, 
Lorraine Sinton, president of Chicago 
CLU’s will be toastmaster. One speaker 
will be Julian S. Myrick, chairman of 
American College of Life Underwriters, 
Other speakers at Sales Congress will 
be Harold Stein, manager Metropolitan 
Life, Chicago, and Eunice Bush, Mutual 
Life, Baton Rouge, who is also a trustee 
of NALU. President of Chicago Life 
Underwriters Association is William D. 


Davidson, Equitable Society of New 
York. 

In his talk before the Sales Congress 
Dr. Huebner cited certain menacing 


trends of the times such as rising debt, 


lack of thrift, reduced work effort and 
inflation. “Our obligation is quite appar- 
ent,” he said. “We must work hard, 
believe thoroughly in life insurance and 
try to do better. Our objectives must be 
focused on the humble economic funda- 
mentals—hard and long enough work, 
strenuous saving, sane buying and strict 
economy and productive investment to 
help the nation’s industries which make 
for abundance of consumers goods at 
lower prices. That is the common sense 
way of fighting inflation.” 





Agency Building 
(Continued from Page 17) 


more important than any compensation 
they may receive for such recruiting.” 

In developing managers from within a 
company’s own ranks, Mr. Gaines said, 
management must decide whether or not 
the best personal producers will make 
the best managers, how important the 
agent’s desire to be a manager really 
is, and how present managers can be 
made a part of the building program. 

He invited comment on the formation 
of training plans, on the question ol 
other companies’ personnel as a man- 
power source, compensation in agency 
building plans, and agency facilities. 

Both discussion groups dealt with 
methods and techniques for recruiting, 
compensation, induction, training and 
supervision of men for agency building. 
Serving as co-moderators were Lewis W. 
S. Chapman, CLU, LIAMA Director of 
Company Relations, in the larger com- 
pany group, and Frederick M. Peirce, 
Associate Director, Company Relations, 
in Mr. Gaines’ group. The afternoon dis- 
cussion groups dealt with a variety of 
current problems faced by the small 
companies. 


Home State Life Change 

Oklahoma City—Norman A. Morse, 
executive vice president of Home State 
Life, has been elected president succeed- 
ing his father, Joe D. Morse, who be- 
comes chairman. Other changes are 
elevation of L. L. Hoecker from secre- 
tary to executive vice president and 
secretary; W. G. Johnston from treas- 
urer to vice president and treasurer; 
and F. H. Buchanan from auditor to 
comptroller. 


AUSTIN AGENCY MANAGER 
Jack Frost, Austin, Texas, former 
agency manager for the American Hos- 
pital and Life, has been appointed Texas 
agency manager for the American Home 


Life of Topeka, Kansas. 
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For full information on this preferred Life policy, 
call your nearest Travelers Life Manager or General 


Agent. He’s as handy as your telephone. 


The Travelers INSURANCE COMPANY 


Hartford, Connecticut 
































March 21, 1952 











Corporation. 


Owned and published every Friday by The Eastern Underwriter Co., 
Office and place of business, 41 Maiden Lane, New York 38, N. Y. 





a New York 


WhHitehall 3-1446 





CLARENCE AXMAN, President-Treasurer 


W. L. Hapvey, Vice President 


Griapys P. Reap, Secretary 





Editorial Division 


CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
JENNIE SuE DANIEL, Associate Editor 


JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
OLIVER J. JonEs, Associate Editor 


A. V. MILLER, Editorial Secretary 





Business Division 


W. L. Hapey, General Manager 


Guapys P. REapD, Assistant Manager 





Subscription price in the United States and possessions, $5 a year. 
Single copies 25c. 


$6 a year. Foreign countries $6.50 a year. 


Canedian subscriptions, 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 5, 1907, at the post office 0, New York City under act of 
9. 


Congress, March 3, 187 





HORACE R. BASSFORD 

Death of a life insurance executive 
which caused widespread regret was the 
untimely passing of Horace R. Bassford, 
vice president and chief actuary of the 
Metropolitan Life, while on a visit to 
Florida. His great reputation in his own 
company matched the esteem in which 
he was held throughout the business. 
It was an international respect as his 
great abilities and fine personal traits 
were recognized throughout the actuar- 
ial world. He cemented this impression 
in England in 1948 when he spoke at 
the Lord Mayor’s banquet, a feature of 
the centenary of the (British) Institute 
of Actuaries which Mr. Bassford at- 
tended along with about 40 American 
and Canadian actuaries as well as those 
from numerous other countries. He had 
been the chief delegate of the Ac- 
tuarial Society of 
sembly in London of the oldest actuarial 
world, and _ while 


America to this as- 


organization in the 
there he was honored by election to a 
Fellowship in that body. Shortly after 
he died the Metropolitan received word 
that Mr. Bassford had been elected a 
corresponding member of the French 
Institute of Actuaries. 

In all actuarial gatherings of impor- 
tance in this country he was a promi- 
nent figure, a man whose counsel was 
constantly sought and whose judgment 
carried great weight. His eager desire 
to be helpful to younger men is among 
those qualities to which President 
Charles G. Taylor, Jr., of the Metropoli- 
tan calls attention in an estimate of 
Mr. Bassford which will be found else- 
where in this issue of The Eastern Un- 
derwriter. Additional comments written 
by some of the leading actuaries of the 
United States and Canada and dis- 
cussing Mr. Bassford’s position in the 
business with sidelines on his remark- 
able personality are also being pub- 
lished in this edition. 

Mr. Bassford’s great contribution to 
the soundness of the life insurance busi- 
ness was made possible not only be- 
cause of his judgment and clear think- 
ing. One reason why his influence 
was so broad hinged on a personality 
which reflected ability to make friends, 
and qualities in which good 
breadth of view and love of his fellow 
man had their share. 


humor, 


TRANSPORTATION INSURANCE 

The Aetna Life Affiliated Cos., in the 
current issue of The Aetna-izer, ran an 
Richard Due, marine state 
agent, Milwaukee, saying that an appre- 
ciable number of shippers are under the 
misapprehension that when a_ truck 
driver or an express agent signs for a 
package he automatically becomes fully 
responsible for the safe delivery of it. 
Surprisingly enough, few persons han- 


article by S., 


dling bills of lading have ever stopped 
to analyze or read them. Many still think 
a bill of lading is the equivalent of an 
insurance policy. 

Mr. Due points out that a uniform 
bill of lading is the best assistant in 
soliciting transportation insurance and it 
is not necessary to memorize all of its 
terms and conditions, but the many ex- 
ceptions and limitations therein should 


A line 


from a section of the bill of lading is 


be pointed out to the prospect. 


this: “The carrier or party in possession 
of any of the property herein described 
shall be liable as at common law for any 
loss thereof or damage thereto, except 
as hereinafter provided.” From there 
on, says Mr. Due, there are ten separate 
sections each pertaining to certain con- 
ditions that exclude or limit liability on 
the part of the carrier. He continues 

The first of these is the most important 
for it states that no carrier or party in 
possession of the property shall be liable 
for any loss thereof or damage thereto 
caused by an act of God or from riots or 
strikes. An “act of God” as written in 
a bill of lading is only three little words, 
but when they are analyzed we find 
that they have a potent meaning. They 
refer to perils such as floods, tornados, 
earthquakes, landslides and_ lightning. 
Losses occurring from these perils are 
usually catastrophic in nature. 

In July, 1951, these three little words 
were forceably brought home to thou- 
sands ot shippers all over the country by 
the devastating flood suffered in Kansas. 
A reliable estimate is that the insured 
transit losses will aggregate over $6,000, - 
000! No estimate of the uninsured total 
is possible. Adjusters who visited the 
area describe it as one of the worst situ- 
ations they had ever encountered. This 
loss amounted to millions of dollars— 
much of it uninsured and irrecoverable 
from carriers. 


James Elton Bragg, Guardian Life 


manager in New York, addressed the 
Richmond Association of Life Under- 


writers on March 14 his subject being 
“The Human Factor in Life Insurance.” 











ASA V. CALL 


Asa V. Call, president of Pacific Mu- 
tual Life has been named chairman of 
the Committee on Higher Education 
recently formed by the Los Angeles 
Chamber of Commerce. Pioneering in 
a comparatively new field of public serv- 
ice, the overall objective of the group 
will be to aid independent colleges and 
universities in overcoming financial prob- 
lems created by current high operating 
costs and low interest returns on in- 
vested endowment funds. Within the 
sphere of the group’s functioning in 
Southern California, some fourteen in- 
dependent institutions of learning have 
encountered financial obstacles over the 
past two decades which have hindered 
their effectiveness in maintaining a 
healthy balance between private educa- 
tional enterprises and tax-supported col- 
leges in the area. 

ale 

John Rogers, Jr., one of the leading 
inland marine underwriters, has been 
elected vice president of the Federal 
and the Vigilant, two companies under 
the management of Chubb & Son of 
New York. A member of the firm of 
Chubb & Son, Mr. Rogers was formerly 
assistant secretary of both companies. 

* * x 


Bert A. Hedges, Kansas manager for 
3usiness Men’s Assurance, has been re- 
named by Governor Erward Arn of 
Kansas to a three year term on the board 
of managers of the State Soldiers’ Home 
at Dodge City. 

x Ok 

Lon Hocker, St. Louis, member of law 
firm of Jones, Hocker, Gladney & Grand, 
has been appointed chairman of the Com- 
mittee on Insurance Law Practice and 
Procedure of the Section of Insurance 
Law, American Bar Association. A grad- 
uate of Princeton he received his LL.B 
degree from Washington University 
Law School] in 1934. He has been presi- 
dent of St. Louis City Planning Com- 
mission and is a member of the Bar of 
the United States Supreme Court. 

a ee 

W. Russell Arrington, vice president 
and counsel of Combined Insurance Co. 
of America, and a prominent Chicago 
attorney, is up for reelection this year 
to the Illinois state legislature. He has 
a record of four consecutive terms— 
serving since 1944, 

* * * 


H. G. Horn, manager at Portland, Ore., 
for Business Men’s Assurance, served as 
state chairman of the 1952 Oregon Heart 
Association Fund Campaign. The cam- 
paign was conducted during February 
and was sponsored by the Life Under- 
writers Association of Oregon. 














PAUL B. SOMMERS 


Paul B. Sommers, retired president of 
the American Insurance Company of 
Newark, N. J., has been elected president 
of the Underwriters Salvage Co. of New 
York. He succeeds G. Martin, who 
has retired. Mr. Sommers has been a 
director for 15 years of the salvage or- 

ganization. 


Fay Foto Service, Inc. 
Marion S. Eberly and H. Frederick 
Hagemann, Jr. 


The above picture of H. Frederick 
Hagemann, Jr., president of Rockland- 
Atlas National Bank of Boston, and 
Marion Stevens Eberly, director, wom- 
en’s division, Institute of Life Insurance, 
was taken at a recent Women’s Finance 
Forum sponsored by the bank. The 
forums are held in New England Mutual 
Hall, Boston. Mrs. Eberly had as title of 
her address, “A Woman Looks at Insur- 
ance.” In discussing the forums Mr. 
Hagemann said an average of 700 women 
attend each session. Facts about family 
finances are presented by specialists in 
each field. Mr. Hagemann is a director 
of New England Mutual. 

* * * 


Joseph F. Durkin, engineer of Mary- 
land Casualty’s New York accident pre- 
vention division and commander 0! 
Flotilla 306, U. S. Coast Guard Auxili- 
ary, recently won the Keenan Trophy 
on behalf of his flotilla. The trophy 
honors superiority in the field of motor 
boat accident prevention. Commander 
Durkin’s flotilla patrols the New Jersey 
coast, inspecting small craft and render- 
ing needed rescue service. 
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New Book Tells Story of Fire and 
Casualty Mutuals 

The 200th anniversary of mutual in- 
surance in the United States is being 
celebrated and in that conection Double- 
day & Co., Inc., Garden City, N. Wi. has 
published a book: “Biography of An 
Idea—The Story of Mutual Fire and 
Casualty Insurance.” Author of the book 
is John Bainbridge. 

The volume starts with a picture of 
Benjamin Franklin, father of insurance 
in America. He was the motivating force 
in founding the Philadelphia Contribu- 
tionship for the Insurance of Houses 
from Loss by Fire, the first successful 
company. It was founded in 1752. 

For 32 years after founding the Phila- 
delphia Contributionship was the only 
fire insurance company in America. The 
physical conditions under which_ the 
American people then lived did not favor 
the spread of the insurance idea—that 
came much later. It took 29 days for 
news of the signing of the Declaration 
of Independence to reach Charleston, 
S. C., from Philadelphia although the 
distance was only 650 miles 

Two improvements on the methods of 
the early English companies were im- 
mediately made by the Philadelphia 
Contributionship. First was the practice 
of inspecting every building before issu- 
ing insurance on it, and, if necessary, 
requiring changes to bring the property 
up to high standard. The inspections, at 
the start were made by two of the di- 
rectors. This system of arid oon or 
surveying as it was then called, was the 
rude beginning of the science of rating 
risks. The Contributionship did not 
avoid hazardous risks, but selected those 
which had an interest in prev enting loss. 

The second valuable improvement 
made by the Contributionship was origi- 
nating the practice of setting the rate, or 
cost, of insurance in accordance with 
the quality of the risk. 

The first two of Franklin’s policies 
covered houses he owned and rented. 
One house was insured at the rate of 
35 shillings per hundred pounds of value. 
For every $1,000 of insurance on this 
house Franklin was charged $17.50. On 
the second policy the rate was $25, or 
$7.50 per $1,000 more than on the first. 
One reason for the extra charge was 
that there was a paint shop next door 
to the higher rated house. In the earlier 
years the Contributionship wrote all poli- 
cies for a term of seven years, which 
followed the then English pattern. By 
the time of the first annual meeting, 
in 1753, the Contributionship had issued 
a total of 143 policies. 

Despite his manifold public activities 
Franklin retained an active interest in 
the company and in fire prevention. He 
wrote extensively on fireproof construc- 
tion and as late as 1785, when 79 and 
returning for the last time from Europe, 
he was author of two treatises on the 
subject. They were titled, “The Causes 
and Cures of Smoky Chimneys” and 
“Description of a New Stove for Burn- 

















Consuming All Its 
Smoke.” In 1850 the Contributionship 
had a $78,000 loss in the worst con- 
flagration Philadelphia had suffered up 
to that time. It followed an explosion 
in a warehouse. Two years later the 
Contributionship observed its 100 anni- 
versary. 

The Contributionship at the end of 
its 200 years has insurance in force of 
$8,000,000 and a surplus of about $700, 000. 

The mutual idea grew quickly in New 
England. The first chairman of the 
Providence Mutual, founded in 1800, was 
David Howell, for 12 Years ai .U). -o: 
district judge in Rhode Island. John 
Endicott, first president of the Norfolk 
& Dedham Mutual Fire, was a State 
Senator. The first president of the Wor- 
cester Mutual, Levi Lincoln, became 
Governor of Massachusetts. James Madi- 
son Porter, a judge who served as chair- 
amn of a group that brought the Fire 
Insurance Company of Northampton 
County into existence was also president 
of Lehigh Valley R. R. and was Secre- 
tary of War under President Tyler. 
Alvah Crocker, who helped found the 
Fitchburg Mutual Fire was a member 
of Congress, 

Considerable space in the book is 
devoted to the careers of Zachariah 
Allen, Edward Atkinson and John R. 
Freeman. In 1835 Mr. Allen, a textile 
manufacturer, established a mutual fire 
insurance company devoted exclusively 
to insuring factories. Out of his pioneer- 
ing efforts developed a group of com- 
panies known as the Factory Mutuals. 
The textile industries had been greatly 
helped by the tariff of 1816 which im- 
posed a 25% duty on imported textiles. 
When Allen founded his mutual com- 
pany his mills had been converted from 
manufacturing woolens to manufacturing 
cotton. He had a low opinion of the 
efficiency of bucket brigades, which 
comprised then the fire fighting system 
of Providence. In 1821, while a member 
of the Town Council, he proposed that 
the city purchase “a forcing engine for 
the extinguishing of fires.” As a result 
Providence soon acquired a “Hydraul- 
lion” engine which took 36 men to op- 
erate and was then the latest thing in 
fire fighting equipment. Allen himself de- 
signed the engine’s metallic suction pipe 
consisting of a number of folding joints. 
He was not satisfied with the hose then 
in use, so he devised a new kind by 
riveting linen hose with copper. 

“He once took a trip to Niagara Falls 
with his family, and, in addition to en- 
joving the scenery,” says John Bain- 
bridge in his book, “he made use of the 
opportunity to carry out the first 
systematic measurement of the flow of 
water over the Falls, and of the power 
to be derived therefrom. He introduced 
an improved system for heating houses 
by the installation of hot-air furnaces in 
the basements end the transmission of 
heat through conducting pipes and reg- 
isters to the floors above. He invented 
and patented an automatic cutoff valve 
for steam engines used in factories. He 
built the first reservoirs in the country 
to store water for providing power for 


ing Pitcoal and 


manufacturing. His greatest scien- 
tific achievement was his improvements 
in the transmission of power.” 

Allen thought he was paying too much 
for insurance on his mill. He called to- 
gether a number of business friends and 
associates which meeting resulted in the 
formation of the Manufacturers Mutual 
Fire Insurance Co, It was to insure 
for a term not exceeding one year any 
manufactories or other buildings against 
against loss or damage by fire. His asso- 
ciates at the meeting were mostly pro- 
prietors or operators of cotton mills, A 
mill owner named Amasa Mason was 
elected president of the company. The 
first policy was issued on December 3, 
1835, to Allen, insuring his mill for 
$2,500 ata premium of $15 per year. 
During the first couple of years the 
policyholders of the Manufacturers Mu- 
tual were all friends of Allen or of the 
directors. It was the start of what was 
to develop into the Associated Factory 
Mutual System. ; 

The second company to enter the 
system was the Rhode Island Mutual 
Fire Insurance Co. The third was the 
Boston Manufacturers Mutual Fire In- 
surance Co. founded in 1850. 

Edward Atkinson, one of. the three 
big personalities in the early days of 
the Factory Mutual System, was presi- 
dent of Boston Manufacturers Mutual 
for 27 years. His background and ex- 
perience differed in many respects from 
other leaders who had preceded him in 
the system. He was son of a well-to-do 
Boston merchant who was senior mem- 
ber of Atkinson & Rollins, whose ships 
sailed over the globe carrying Yankee 
goods. 

Besides running cotton mills Atkinson 
wrote many pamphlets and magazine 
articles. The Massachusetts Historical 
Society has 50,000 pages of his letters. 
He was an accomplished speaker. Be- 
fore election to the presidency of Bos- 
ton Manufacturers Mutual he had been 
primarily a specialist in finance and ad- 
ministration with textile industry as his 
snecial field. One of his big contribu- 
tions to insurance was his work in de- 
vel ping the science of loss prevention. 
Many of his pamphlets were on this 
subject. He worked out an arrangement 
by which the Boston Manufacturers 
took over the inspection of all Factory 
Mutual risks and pro-rated the expense 
among the companies on the basis of 
the amount of insurance each had at 
risk. 

Of all Atkinson’s accomplishments as 
a missionary in fire protection, none 
was more fruitful or of greater benefit 
to American industry than his crusade 
for automatic. sprinklers. Bainbridge 
writes: “As in the case of slow-burn- 
ing construction, Atkinson did not in- 
vent automatic sprinklers, but, as Mar- 
shall B. Dalton, president of Boston 
Manufatcurers, once said: ‘He took them 
in hand at an early age, set up research 
to develop and perfect them, publicized 
them, fought for them, crusaded for 
them so vigorously that there is record 
of one exasperated mill owner advising 
that Atkinson be sure to take a sprin- 
kler with him when he died—and went 
to where a sprinkler would help pro- 
tect him.’” 

The third of the Big Three was John 
R. Freeman who was brought into the 
Factory Mutual System in 1886 as a 
graduate engineer by Atkinson and who 
became one of the foremost hydraulic 
engineers as well as an important figure 
in Factory Mutual insurance. His fire- 
stream tables, still used today, enabled 
firemen to anply the proper equipment 
to varying conditions and were most 
helpful in developing scientific _ fire- 
fighting techniques. For his investiga- 
tions on the subject he was awarded 
the Norman Gold Medal of the Ameri- 
can Society of Civil Engineers. Freeman 
became president of the Manufacturers 
Mutual Fire in 1896 and served in that 
post for 36 years. Another of his con- 
tributions was in connection with loss 
prevention engineering in developing 
specicfiations for the so-called “Under- 
writer” steam fire pump. 

The book says that the Factory Mu- 
tual System insures close to 26,000 risks. 


The headquarters of the engineering di- 
vision is in Boston, with testing labora- 
tories outside of the city. It operates on 
an annual budget of $4,500,000. 

The book contains much valuable in- 
formation about the Kemper Insurance 
Organization, the lumbermen’s mutuals, 
hardware mutuals, Farm Bureau mu- 
tuals, mill, elevator, implement and lia- 
bility mutuals and similar organizations. 
Liberty Mutual, American Mutual Lia- 
bility and many others are discussed 
and there are interesting references to 
such personalities as James S. Kemper, 
S. Bruce Black, Carl N. Jacobs, Charles 
E. Hodges, John L. Train, Walter S. 
3ucklin, the Purmonts and others. 

* * * 


Advises Playing Percentages 
In Buying Insurance 


The Atlantic Mutual and the Centen- 
nial Insurance Co. have issued a book- 
let with the title, “When You Buy In- 
surance Play the Percentages.” 

After describing the functions. of the 
various types of producers the compa- 
nies say that they recommend that be- 
fore a prospective insurer buys property 
or liability insurance from a producer 
of any type the following questions 
should be considered and_ satisfactory 
answers be received: : 

1. What facilities and experience can 
your organization bring to bear on my 
insurance needs? 

2. Are you an unbiased “independent 
contractor,’ able and w nilling to draw upon 
a variety of different insurance markets 
and services for my benefit? 

The booklet concludes with these com- 
ments under the caption, “Play the Per- 
centages.” 

“We would not be so foolish as to try 
to persuade you that all independent 
agents and brokers are equally compe- 
tent or that you will always save money 
by dealing with an insurance man of this 
type. For various reasons you may buy 
insurance for years without the advice 
of an independent agent or broker and 
never feel the need of his help. As a 
matter of fact, you may pay premiums 
all your life and never have a claim of 
any kind. In other words, you may be 
lucky. 

_“TIf you are wise, however, we_be- 
lieve you won’t try to be lucky. Your 
insurance is a vitally important matter 
in which large sums of money—some- 
times your entire net worth—may be at 
stake. We recommend that you buy 
insurance on the basis of a sound prin- 
ciple rather than in the hope that you'll 
never need to use it. 

“Perhaps that principle will bear one 
more repetition—in property and liability 
insurance always have on your side an 
independent agent or broker who has 
free access to competitive markets and 
whose primary responsibility is to you. 
Even the professional insurance buyer 
for a large corporation can often benefit 
from the services and facilities of a com- 
petent agency or brokerage organization. 

“Our experience over the years: The 
percentages favor the property owner 
who buys insurance on this principle. 
Our advice: Play the percentages.” 

at eee 
Cairo Riots 

Discussing the Cairo riots, which re- 
sulted in burning of the famed Shep- 
heard’s Hotel there and other fire losses, 
The Post Magazine of London says: 

“Once again it has been shown that it 
is the damage caused by fire which 
makes riot losses of catastrophic dimen- 
sions.” Continuing it says: 

“The excluded perils contained in 
ordinary fire policies covering risks in 
Egypt should adequately protect insur- 
ers against any liability for claims which 
may be made under these policies arising 
from the events mentioned; neverthe- 
less, supplementary covers against riot 
and civil commotion are known to have 
been effected in respect to many of the 
properties reported as seriously dam- 
aged or destroyed. 

“Since 1946, however, 
have felt sufficient anxiety 
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Corroon & Reynolds 
Group Reports Gains 


ASSETS AND PREMIUMS RISE 


American Equitable, New York Fire, 
Globe & Republic and Merchants 
& Manufacturers Show Figures 


The annual statements of companies 
in the Corroon & Reynolds Group show 
total assets of $64,293,722 at the close of 
1951, compared with $61,771,069 the pre- 
vious year. Companies in this group in- 
clude the American Equitable, New York 
Fire, Globe & Republic and Merchants 
& Manufacturers, Surplus to policyhold- 
ers is $23,654,591. Net premium writings 
of the four companies increased nearly 
15% in 1951 to $31,076,512. 

Underwriting results for the group 
show losses incurred to premiums earned 
of 55.29% and expenses incurred to pre- 
miums written of 44.16%, the combined 
loss and expense ratio being 99.45%. This 
compares with a combined and 
expense ratio of 96.30% in 1950. 

The American Equitable at the year- 
end showed total assets of $29,976,489 
and a policyholders’ surplus of $10,392,- 
232, an increase over the previous year 
of $779,472. After taking full credit for 
unauthorized reinsurance and on_ the 
basis of market values at the year-end, 
the policyholders’ surplus was $10,365,193. 

New York Fire 

The New York Fire at the year-end 
showed total assets of $14,777,862, an in- 
crease of $1,241,398 over 1950, and a 
policyholders’ surplus of $5,949,184, an in- 
crease over the previous year of $466,- 
718. After taking full credit for un- 
authorized reinsurance and on the basis 
of market values at the year-end, the 
policyholders’ surplus was $5,837,644. 

The Globe & Republic at the year- 
end showed total assets of $11,311,016, an 
increase of $719,447 over 1950, and a 
policyholders’ surplus of $4,075,119, an 
increase over the previous year of 
$224,441. After taking full credit for 
unauthorized reinsurance and on _ the 
basis of market values at the year-end, 
the policyholders’ surplus was $3,958,629. 

The Merchants & Manufacturers at 
the year-end showed total assets of 
$8,228,355, an increase of $572,540 over 
1950, and a policyholders’ surplus of $3,- 
238,057, an increase over the previous 
vear of $182,029. After taking full credit 
for unauthorized reinsurance and on the 
basis of market values at the year- 
end, the policyholders’ surplus was 
$3,169,666. 


loss 


Insurance Women to Meet 


At Asbury Park March 28-30 

The Insurance Women of New Jersey 
will attend the conference of Region I 
of the National Association of Insur- 
ance Women at the Berkeley-Carteret 
Hotel in Asbury Park, N. J., March 28, 
29 and 30. j 

At this regional conference the prog- 
ress of the year will be reviewed and 
discussed and plans will be made for 
the remainder of the year which will 
end with the national convention being 
held in Rapid City, S. D., on June 11, 
12 and 13, at the Alex Johnson Hotel. 

Blanche Novosad will conduct the 
business sessions at: this regional con- 
ference and expects the attendance to 
be near 400. She has been planning with 
the Insurance Women of North and 
South Jersey who are the hostess clubs 
this year. 

The National Association of Insurance 
Women was founded in 1940 with 17 
clubs and now has over 10,000 members 
in over 140 clubs, including one in 
Honolulu. 


MAGRATH HEADS EXCHANGE 


Reynolds Chairman of Executive Com- 
mittee; Hess Reports on Activi- 
ties During Past Year 
Joseph J. Magrath, secretary of the 
Federal Insurance Co., has been elected 
to succeed T. Morgan Williams, vice 
president of the Home of New York, as 
president of the New York Fire Insur- 
ance Exchange. Others elected for one 
year are H. J. Kiefer, vice president, 


JOSEPH J. MAGRATH 


and Harold M. Hess, 
urer. 

The following were elected to the 
executive committee for three years: 
Lee W. Taylor, Fireman’s Fund; L. O. 
O'Neill, Great American, and John C. 
Weghorn, Millers National. 

Named to the arbitration committee 
for three years were O. B. Pashley, 
Home; W. J. Christensen, Firemen’s of 
Newark; C. S. Toole, Travelers Fire, 
and A. J. O’Brien, Automobile. 

Immediately after the annnal meeting, 
the executive committee met and organ- 
ized for the year with the election of 
William J. Reynolds, American Equi- 
table, as chairman and Thomas D. 


Page 27) 


secretary-treas- 


(Continued on 


LEONARD ASSISTANT DEAN 


Promoted by School of Insurance of 
N. Y. Insurance Society; Has Served 
With the Society Since 1946 
Appointment of A. Leslie Leonard as 
assistant dean of the School of-Insur- 
ance of the Insurance Society of New 
York, Inc., has been announced by Les- 
ter D. Egbert, president of Brown, 
Crosby & Co., and acting president of 

the society. 

Mr. Leonard joined the Insurance 
Society in 1946 as an assistant to Dean 
Arthur C. Goerlich. His insurance ex- 
perience dates from the time he was 
graduated from college in 1936, and in- 
cludes four years as an agent for the 
Connecticut Mutual Life. He was awarded 
the CLU designation in 1949, 

Graduated cum laude from Rutgers 
University with a B.S. degree, Mr. 
Leonard became interested in educa- 
tional work and returned to Rutgers to 
earn his M.A. in Economics. During the 
war he served over two vears with the 
United States Navy Air Corps, assisting 
in the organization and operation of 
schools for advanced training in tech- 
nical subjects. For this service he holds 
a letter of commendation from the 
Bureau of Personnel. 

Mr. Leonard is a member of Tau 
Kappa Alpha, national honorary debat- 
ing society, and Psi Chi. national hon- 
orary psychological society. 


February Fire Losses Show 
1% Gain Over Last Year 


Estimated fire losses in the United 
States during February were $69,925,000, 
it is announced by Lewis A. Vincent. 
general manager of the National Board 
of Fire Underwriters. 

This is an increase of 1.1% over 
losses of $69,136,000 reported for Febru- 
ary, 1951, and a decrease of 5.7% from 
losses of $74,155,000 for January, 1952. 

Losses for the first two months of 
1952 now total $144.080,000, an increase 
of 45% over the first two months of 
1951 which totaled $137,822,000. 


Scottish Union Appoints 


Gorman as Special Agent 
John Newlands, general attorney of 
the Scottish Union & National, an- 
nounces appointment of William V. Gor- 
man as special agent in Connecticut and 
western Massachusetts, assisting State 
Agent Robert W. Ryan. 

Mr. Gorman served with the United 
States Air Force and after attending 
Trinity College joined the home. office 
of the company where he has had con- 
siderable experience. His headquarters 
will be made at the Hartford office, 75 
Elm Street. 
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Scanlon New Chief of 
New York Fire Patrol 


SUCCEEDING WILLIAM A. ESpy 


Latter With Patrol 39 Years; Scanlon 
Retired Deputy Chief of New York 
City Fire Department 


Joseph J. Scanlon, retired Deputy 
Chief of New York Fire Department of 
Brooklyn was appointed Wednesday as 
chief of the New York Fire Patrol to 
succeed William A. Espy of Woodside, 


CHIEF JOSEPH J. SCANLON 


Queens. The appointment was made at 
the meeting of the New York Board of 
Fire Underwriters and _ is_ effective 
April 1. 

It is anticipated that Chief Espy, who 
has been with the New York Fire Patrol 
for 39 years, during which time he was 
chief of the Patrol for 13 years with 
a commendable record, will be trans- 
ferred to the inactive list in the latter 
part of the year. In the interim he will 
act as consultant to Chief Scanlon, who 
recently completed 26 years with the 
New York Fire Department, and who 
was selected for the salvage post from 
a long list of available and competent 
chief officers of New York and other 
municipal fire departments. 

Career of Chief Scanlon 

Chief Scanlon is presently on terminal 
leave and will retire on pension from 
the Fire Department on March 31 to 
take over his new duties with the Fire 
Patrol. His recent command in the New 
York Fire Department was in the down- 
town Brooklyn area which embraces the 
Navy Yard, Borough Hall, hotels and 
department stores and the commercial 
and industrial sections of Brooklyn’s 
waterfront. His Manhattan fire fighting 
background was in the high hazard ware- 
house and manufacturing area between 
Canal and Fourteenth Streets, from the 
East to the Hudson Rivers. 

Chief Scanlon was born in the Mott 
Haven section of the Bronx on April 3, 
1899. In his youth he was a guard for 
the Holmes Electric Protective Co., a 
service which is akin to the property 
protection and salvage services of the 
Fire Patrol. In World War I he served 
with the 6th Regiment, U. S. Marines, 
in the A.E.F, He is a member of the 
N. Y. F. D. Post 930, American Legion. 

Appointed a fireman November 2/, 
1925, in Engine Co. 230 in Brooklyn, 
Chief Scanlon was’ promoted _ to 
lieutenant in 1934, captain in 1938, 
battalion chief in 1939, In 1946 he was 
assigned to the staff of the Chief of 
Department and in 1948 was promoted to 
Division Chief and continued on the gen- 
eral staff at headquarters until January, 
1950, when he was appointed Borough 
Chief of Staten Island. Last April he 
was returned to his most recent as- 
signment in Brooklyn. 

Chief Scanlon’s name is on the Roll 

(Continued on Page 31) 
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James S. Day Joins 
Maurice H. Saval, Inc. 

WILL HEAD NEW DEPARTMENT 

Industrial and Public Utility Insurance 


Dept. to Render Special Service to 
Large Risks in U.S. and Canada 





Creation of a new industrial and public 
utility insurance department in the Mau- 
rice H. Saval, Inc., insurance organiza- 
tion, to render special insurance services 
to large risks throughout the United 
States and Canada, is announced by 
Maurice H. Saval. 

James S. Day, who has a_ background 
of experience in this specialized field, 
will be manager of the new department. 
He will also serve in the same capacity 
with the insurance companies controlled 
by the Saval interests, the American 
Universal of Providence, R. I., and the 
Newfoundland American of St. John’s, 
Nfld. 

Mr. Day’s headquarters will be at the 
Boston office of the Saval organization, 
22 Batterymarch Street. He will travel 
throughout the United States and Can- 
ada, however, working with local man- 
agements of utility companies and 
multiple location risks and their insur- 
ance brokers in arranging fire and spe- 
cial risk coverages. 


Career of J. S. Day 

A native of New Jersey, Mr. Day ‘re- 
ceived his early insurance training with 
the Sprinkler Leakage Conference, now 
the Allied Lines Assn., which prescribes 
policy forms and rates for lines allied 
to fire insurance. He also studied insur- 
ance, mathematics and accounting at Co- 
lumbia University. Starting with the 
conference as an office boy in New York, 
he rose to assistant to the New England 
supervisor at Boston. 

After six years with the conference, 
Mr. Day spent five years as an engi- 
neer with the improved risk depart- 
ment of the (New England Fire Insurance 
Rating Association. He inspected and 
rated sprinklered industrial properties in 
Southern New England and later special- 
ized in rating public utility risks 
throughout New England. 

For the past five years he has been 
associated with the insurance depart- 
ment of Ebasco Services, Inc. of New 
York, advisory insurance managers for 
a large group of public utility and in- 
dustrial corporations and has traveled 
widely in this work. 


Glens Falls Group Names 
Amsden Manager at Omaha 


The Glens Falls, Glens Falls In- 
demnity, and Commerce Insurance Com- 
pany, have announced appointment of 
Stanley E. Amsden as manager of their 
Omaha office. Mr. Amsden will have su- 
pervision of and responsibility for all 
operations of the three companies in 
Nebraska, and of the Glens Falls In- 
demnity in Iowa. He will be under > 
executive supervision of Secretary L. 
Kenney of the Group central onan 
ment with headquarters in Chicago. 

Special Agent C. R. Eberly has been 
transferred from the Nebraska field to 
Indiana as a rating engineer, and is 
succeeded by Roy E. Stickney as special 
agent whose primary duties will be to 
handle fire and allied lines, but will also 
assist with group problems. 

C. T. Garvey, Jr., has been appointed 
special agent to assist with the casualty 
and bonding phase of the business and, 
in addition, will help with group matters. 
J. V. Parle has been named supervising 
underwriter, with Miss Pat Cogan as his 
assistant. Miss Edith Bjork, supervising 
underwriter in the Omaha office of the 
Glens Falls for 31 years, has officially 
retired. 


_S. JAMES NAPLES DIES 

S. James Naples, 53, Buffalo, N. Y., 
insurance man, died March 13, of: a 
heart attack, In 1941 he was appointed 
executive vice president of the Cryer 
Agency, Inc. Later he became connected 
with F. E. Seymour, Inc. 


Recovering in Hospital 
From a Heart Attack 


~~ 


VICTOR G. HENRY 


Victor G. Henry, Kessler-Henry Agen- 
cy, Wichita, Kan., past president of the 
Wichita Association and a past chairman 
of the farm committee of the NAIA, 
suffered a heart attack in his office 
February 29 and is recuperating in the 
Axtell Hospital, Newton, Kan., where his 
son Victor G. Henry, Jr. is on the 
medical staff. 


Reinsurance Corp. Had 
SatisfactoryYear in 1951 


Robert G. Clarke, president of the 
Reinsurance Corporation of New York, 
reports that there was a substantial in- 
creased demand for catastrophe reinsur- 
ance during 1951. The premium volume 
of his company, however, was purposely 
held to a nominal increase as part of its 
efforts to lessen exposure to loss from 
one occurrence. 

The annual report indicated that over- 
all results were satisfactory and the year 
ended with policyholders’ surplus of $10,- 
416,760, reflecting an increase in the 
last five years of 64%, while total ad- 
mitted assets almost doubled during 
that period. 

Investment ez arnings were only slightly 
under the peak earnings shown for 1950 
and, despite an underwriting loss, divi- 
dends to stockholders were maintained 
at the same rate as last year. The an- 
nual meeting of stockholders will be held 
at its offices at 99 John Street, New 
York, on March 18. 


Canadian Results 


(Continued from Page 1) 
companies (1950 figures in parentheses) 
were: 

Canadian, 44.0 (54.4); British, 46.1 
(58.6) ; foreign, 40.4 (53.1) ; all companies, 
43.4 (56.0). 

Automobile Insurance 

The net premiums written for auto- 
mobile insurance of all classes amounted 
in 1951 to $105,286,138, an increase over 
1950 of $12,961,980, or 14.0%. The claims 
incurred amounted to $65,103,978, or 
61.8% of the {promacums written, as com- 
pared with 52.6% in 1950. 

The hail insurance claims ratio for 
1951 was 41.2%, based on premiums of 

12,309, and $1,650,944 in claims in- 
curred were higher than 1950, when pre- 
miums of $3,938,499 and claims incurred 
of $781,855 showed a ratio of 19.9%. 

Personal property insurance: This class 
has shown a substantial increase in re- 
cent years; premiums written in 195] 
amounted to $16,099,022 and the claims 
incurred to $8,724,512, with a claim ratio 
of 54.2%. The corresponding figures for 
1950 were $13,495,833; $7,301,457 and 
54.1%, respectively. 











PEARL’S TRAINING PROGRAM 
Promising Junior Members of London 
Staff Sent Here to Learn Interna- 
tional Nature of Insurance 

The international nature of the insur- 
ance business is being aptly illustrated 
by a training program adopted by the 
Pearl Assurance in its chief office in 
London. At intervals of approximately 
six months, two of the more promising 
junior members of the staff have been 
sent over to the United States branch 
and are being given an intensive school- 
ing in the methods of operation of insur- 
ance in this country. This training pe- 
riod has been six months. 

So far five young men have come 
from London to New York and two 
more are on the way. These trainees are 
started out in the various underwriting 
departments and as fast as they become 
familiar with American practices are 
given actual work to do. The same pro- 
cedure is followed in the accounting, loss 
and investment departments. 

In order to give them a broader out- 
look on American insurance, arrange- 
ments have been made with a number 
of company organizations for short in- 
struction periods. These organizations 
include the National Board-of Fire Un- 
derwriters, General Adjustment Bureau, 
New York Fire Insurance Rating Or- 
ganization, National Bureau of Casualty 
Underwriters and the Factory Insurance 
Association. Before their indoctrination 
period is completed they spend two 
weeks in the field. 

The Pearl home office has been care- 
ful to pick young men of promise and 
this is illustrated by the fact that one 
of the trainees has recently been sent 
as assistant manager to South Africa 
and a second has been appointed to the 
position of resident inspector for the 
Pearl’s subsidiary company in Portugal. 


American Field Office 
In Corpus Christi, Tex. 


For the benefit of producers in the 
southern Texas territory, the American 
Insurance Group. announces opening of a 
new field office in Corpus Christi under 
direction of Special Agent Tom L. 
DeMouche. He had several years’ experi- 
ence as special agent and claims repre- 
sentative prior to joining the American 
earlier this year. He will make his new 
headquarters at 820 Jones Building, Cor- 
pus Christi. 

18,271 AGENTS IN NEW YORK 

There are 18,271 individuals or organi- 
zations holding licenses to write fire, 
casualty and or surety business in New 
York State, Deputy Superintendent of 
Insurance Walter Brooks has informed 
the Underwriters Board of Rochester. 
Of this total nearly 12,000 are upstate 
agents. 


New York Exchange 


(Continued from Page 26) 


Hughes, 
chairman. 

In his annual report for 1951 Manager 
Harold M. Hess said that “the number 
of companies having more than one 
writing office in Manhattan and Bronx 
as of December 31, 1951, was 74, having 
215 writing offices. These figures com- 
pare with 60 such companies having 
156 writing offices as of December 3], 
1950. 

“One hundred and seventy ~Six authori- 
zations were in effect for 75 Brooklyn 
offices to write Manhattan and Bronx 
business as of December 31, 1951, com- 
pared with 120 such authorizations for 
63 Brooklyn offices as of December 31, 
1950. 

“The total number of writing offices in 
Exchange territory is 270 compared with 
250 a year ago. Of this total of 270 
writing offices, four are agencies that 
previously had not represented Exchange 
companies compared with 12 such agen- 
cies last year. 

“Arrangements were continued for the 
receipt and checking of monthly pre- 
mium certificates and for the routine 
examination of records of writing offices 


Fidelity Phenix Fire, as vice 


with respect to premium payment rule. 
Fifty-five such regular examinations 
were completed and 53 special examina- 
tions were made, compared with 80 and 
67 respectively in 1950. Total number 
of premium payments examined, 24,685, 
of which 156 or 6/10 of 1% were found in 
violation and corrected. This record 
compares with similar data for the 
year 1950, namely 34,443 items examined 
of which 60 or 2/10 of 1% were in vio- 
lation.” 

bg president announced appointment 
of W. Graham of the Hartford Fire 
a “A. J. Ungerland of the Scottish 
Union and National as members of the 
Central Bureau Committee for three 
years expiring March 9, 1955. 












Rebuild with 
1951 Dollars? 
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PHOENIX-CONNECTICUT GROUP Agent 
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Here’s 
How 
We're 


TELLING ’EM 





Are You Selling "Em 


Our national advertising 
shown above is featuring 
the importance of adequate 
insurance coverage at to- 
day’s values. Are you fol- 
lowing through with your 
customers? It’s a service 
you owe them... and it’s a 
sure way to promote your- 
self in the esteem of your 
customers. 


uf “PHOENIX 
CONNECTICUT 


GROUP OF INSURANCE COMPANIES 


Phoenix Insurance Co. 

The Connecticut Fire Insurance Co. 
Equitable F. & M. Insurance a. 
Minneapolis F. & M. Insurance rs 

The Central States Fire Insurance Co. 
Atlantic Fire Insurance Co. 
Great Eastern Fire Insurance sae 
Reliance Insurance Co. of Cana 


Executive Office: Hartford 15, Conn. 
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Harding Long Prominent Executive; 
Springfield Advances Lewis, Howland 


As mentioned briefly in these columns 
last week President William A. Hebert 
of the Springfield Group, has announced 
that John C. Harding, resident execu- 
tive vice president at Chicago, is retiring 
on May 1 of his own volition; that 
Llewellyn L. Lewis, resident secretary 
at Toronto, has been elected resident 
vice president, and that Wilfred G. 
Howland, general counsel at the compa- 
nies’ head office in Springfield, Mass., 
has been elected secretary and general 
counsel. 

At Mr. Harding’s 
was not presented for 
the directors of the companies held 
organization meetings. He was, how- 
ever, reelected by the stockholders of 
both companies as a member of their 
boards of directors. While he will have 
no official title after retirement, Mr. 
Harding will be known as resident di- 
rector at Chicago. Magnus E. Peter- 
son, resident vice president at Chicago, 
succeeds Mr. Harding as top executive 
for the Springfield Group in its Western 


department. : 
John C. Harding 


Born in Nebraska City, Neb., Mr. 
Harding was educated at Princeton Uni- 
versity, receiving a B.A. Degree. Soon 
after graduating he was employed by the 
Springfield as an inspector for its W est- 
ern department at Chicago. His training 
included service with the inspection de- 
partment of the Chicago Board as well 
as the Western Factory Insurance As- 
sociation, inspecting sprinklered and im- 
proved risks. Later he represented the 
Springfield as special agent in Wis- 
consin and subsequently returned to the 
Chicago office to assume charge of the 
loss department, acting as general ad- 
juster and superintendent of agencies. 
He later became assistant manager, 
continuing in that capacity until Janu- 
ary 1, 1921, when he was appointed as 
one of the joint managers of the West- 
ern department, the other being the 
late William H. Lininger. 

Further advancement came when he 
was elected a vice president with the 
title of resident executive vice presi- 
dent at Chicago; and in September, 
1940, he was elected to the board of 
directors of the Springfield as well as 
its affiliated companies with the ex- 
ception of the Michigan Fire & Ma- 
rine, to which company’s board he was 
elected in June, 1927. 

In the insurance industry Mr. Hard- 
ing has held many positions of promi- 
ence not only in Western territory, but 
nationally as well, having served as a 
director of the United States Chamber 
of Commerce and as a member of its 
Insurance Division from 1933 to 1941. 
During his noteworthy career he has 
been active in numerous allied insur- 
ance organizations. He was_ president 


request, his name 
reelection when 


WILFRED G. HOWLAND 


of the Underwriters Salvage Company 
and president of the Western Adjust- 
ment & Inspection Company until re- 
tiring from those positions in January 
of this year. He is director and chairman 
of the Underwriters Laboratories, Inc., 
and a past president of the Western 
Underwriters Association. 

Thus, since January 1, 1876, when Mr. 
Harding’s father, the late Amos J. Hard- 
ing, became the organizer and manager 
of the Springfield’s Western depart- 
ment, the name of Harding has been 
prominent in the insurance business. 

Magnus E. Peterson 

Mr. Peterson, who succeeds Mr. Hard- 
ing, joined the Springfield on September 
6, 1906, and with the exception of time 
spent for Army service during World 
War I has been continuously associated 
with the companies’ Western depart- 
ment. He served in turn as_ special 
agent, examiner, supervisory examiner 
and office superintendent. In 1936 he 
was elected resident assistant secretary; 
election as resident secretary followed 
in 1939, and election as resident vice 
president in 1946, 

e, too, has been prominent in 
Western insurance affairs, having served 
as chairman of the Western Conference 
of Special Risk Underwriters, vice presi- 
dent of the Farm Underwriters Associa- 
tion and chairman of the public rela- 
tions committee of the Western Under- 
writers Association. At present he is 
serving as president of the Underwriters 
Grain Association and is a member of 
the underwriting committee of the 
Western regional office of the Factory 


Insurance Association. He is a member 

of the governing committee of the West- 

ern Underwriters Association and senior 

vice president of that organization. 
Llewellyn L. Lewis 

Mr. Lewis joined the Springfield Group 
as Canadian manager on January 1, 
1949, and shortly after his association 
with the organization the Canadian head- 
quarters were moved from Montreal to 
Toronto. In March, 1950, he was elect- 
ed resident secretary at Toronto. 

Mr. Lewis has had a distinguished ca- 
reer in fire insurance. His early experi- 
ence was accrued in the Prairie Proy- 
inces where he became manager at 
Winnipeg for the Insurance Company 
of North America and later was pro- 
moted by that company to the position 
of fire manager for Canada at Toronto, 
which position he held until becoming 
associated with the Springfield Group. 

Prominent in insurance circles, last 
year Mr. Lewis was elected to the execu- 
tive committee of the All Canada In- 
surance Federation and to the vice chair- 
manship of the fire branch of’ the 
Canadian Underwriters Association, as 
well as to the council of the Dominion 
Board. Recently he was elected to the 
board of the Underwriters Laboratories 
of Canada. 


Wilfred G. Howland 


Mr. Howland joined the Springfield 
Group in August, 1950, as general coun- 
sel. A native of Concord, N. H., he 
was graduated from Bates College in 
1940. He is a member of the alumni 
council of Bates and prominent in 
alumni activities. He attended Har- 
vard Law School for one year before 
being called to active duty with the 
Armed Services in 1941. Serving as an 
officer, he did legal work and later be- 
came assistant director of military train- 
ing at Aberdeen Proving Ground, Mary- 
land. Mr. Howland was released from 
active duty in 1946, and returned to 
Harvard Law School where he was grad- 
uated cum laude in 1947, receiving his 
LL.B. degree. 

After graduation, he became associated 
with Nutter, McClennen and Fish, at- 
torneys in Boston, where he remained 
until joining the Springfield Group. He 
is a member of the Massachusetts Bar 
and has been admitted to practice in the 
Federal Courts. 


Great American Names 


Joachim Phila. Asst. Mgr. 


The Great American has appointed W. 
P. Joachim as assistant manager of the 


Harry A. 
Joachim thas 
company for 
known to 


Philadelphia service office. 
Marsh is manager. Mr. 
been associated with the 
a number of years and is 
many agents. 
PHILADELPHIA WOMEN TO MEET 

The Women’s Insurance Society of 
Philadelphia will have a dinner meeting 
at Benjamin Franklin Hotel, March 25, 
with Hazel S. McCourt, Insurance Co. 
of North America, presiding. 
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$2,500 
A WORD! 


He wrote a letter... 
200 words! 


On a vital subject... 
under-insurance! 


To folks in his town... 
population 5,000! 


And they took his advice... 
$500,000 WORTH! 


Send for your free copy of 
this letter and the article 
about it, as it appears in 
The Hartford Agent. 


HARTFORD FIRE 
INSURANCE COMPANY 


HARTFORD ACCIDENT AND 
INDEMNITY COMPANY 


Hartford 15, Connecticut 





Fireman’s Fund Employes 
Told What Happens to Money 


The “Visiting Fireman,” employe pub- 
lication of the Fireman’s Fund Group, 
devotes four pages of attractive and 
humorous cartoons and figures to show 
what happened to the money which the 
companies took in during 1951. With the 
$140,125,000 premium income the car- 
toon series, which gives the employes a 
graphic presentation of the disposition 
of such income, shows how $126,903,- 
000 was earned after reserves were lined 
up. Other pictures show payments of 
losses, producers’ commissions, — staff 
members paychecks, special fees, office 
expenditures, all of which left an un- 
derwriting profit of only $581, 

Investment income is also portrayed 
in cartoon form showing that from a 
total of $6,795,000 received, taxes, ex- 
penses and dividends consumed over 
$4,000,000, leaving $2,468,000 to put into 
surplus. The final page of drawings 
by Bob Gumpertz compares 1951 results 
with 1950 experience. 

To Fireman’s Fund employes this 
method of presentation is more under- 
standable than pure statistics. It serves, 
in a public relations move, to acquaint 
company employes with insurance facts. 
Thus these employes may well be able 
to tell their families and friends what 
really happens with insurance funds 
and to aid in offsetting attacks by un- 
informed persons who consider insurance 
companies fair targets for all types of 
accusations. 


INLAND CLAIMS ASS’N MEETS 

The regular monthly meeting of the 
Inland Marine Claims Association was 
held Wednesday, March 12, at Miller’s 
Restaurant. Because of the accumula- 
tion of business problems no speaker 
was scheduled. The meeting was a gen- 
eral business meeting. 


TEXAS DATES ARE CHANGED 

The National Association of Independ- 
ent Insurers regional meeting originally 
scheduled for May 15 and 16 at_ the 

3aker Hotel in Dallas, Texas, has been 
changed to June 2 and 3 in order to 
avoid conflict with state agency mect- 
ings in Texas and Oklahoma. Program 
for the meeting will be announced later. 
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FIA CHANGES ANNOUNCED A graduate of Georgia Tech, Mr. 
M l l h \ : * R rter Troutman joined the FIA in 1940 as an 
m m ‘ i ector. Military service with the 
alco Oo nson, rl € epo ? Special Agent Troutman Transferred to kee Air Corps aeurraneed his career 
— on arog — from 1943 to 1946. After his discharge 
oe ° se M M epiaces riim in boston he was located in the Philadelphia of 
Sees Hijacking Continuing enace J. E. Troutman, special agent for the fice. He was appointed a special agent 
rs CSRS ¢ s S 
' £ shi Beis 4 te Factory Insurance Association, has been padre Gea tng i: —— was trans 
Truck ijacki i ¢ that number of shippers did have a loss Se . of g oO 3oston o oor 
i a re ene Sherer ni in 1951; even more will probably have ‘*#nsferred from the Boston office to the Mr. Swicker went with the association 
nc ae errs xy — <4 st Ceag a loss in 1952; and everyone has a cost home office in Hartford where he will as an inspector in 1946 after graduating 
spite of the effective work in recent factor involved, whether involved in a assume new duties in the engineering from Worcester Polytechnic Institute in 
years of law enforcement agencies and direct theft loss or not. Insurance pre- department. Replacing him in the Bos- 1945. He was locé soa Pe Pittsburgh 
he extensive development of theft-pre- | miums merely spread the losses to every- ae S . _ office for some time, handled inspection 
amide xe ic heveonalusion. One, so: thatall? pay the bill in the final _ encase will be D. W. Swicker, rasa work on the Pacific coast and then re- 
a 5 gee xaay ier : analysis—and should be concerned with V!SOFr In the Hartford office’s metropoli- turned to the Hartford office as an 
of Malcolm Johnson, Pulitzer Prize cutting those thefts. tan department. inspection supervisor. . 
newsman who achieved fame five years 
ago on his series of articles on crime, 
including truck cargo thefts. T H E 
Making a current review of the situa- 
tion to see the changes in five years, tat te, : a. 
Mr. Johnson comes to the conclusion “4 S promt 
that everything he said five years ago — 2 UKri a 4! C ‘44 Breil 
; could just as readily be said today. His rae 
q review of the truck crime front is con- 
4 tained in an article in the current issue G R ‘e) U P 
of “Babaco News” published by Babaco 
: Alarm Systems of New York today. Mr. 
Johnson is now a feature writer for In- FINANCIAL STATEMENT AS OF DECEMBER 31, 1951 
ternational News Service syndicate. The 
series that won him the Pulitzer Prize 
— in the old New York Sun in A SS 23.5 
». 
“The loss prevention measures de- 
veloped over the past five years would U.S.BRANCH _ U. s. BRANCH 
probably have produced a reduction in UNITED STATES NORTH RIVER WESTCHESTER WESTERN RITISH SOUTHERN 
losses,’ Mr. Johnson said, “if economic FIRE INS. CO. INS. CO. FIRE INS. CO. ASSURANCE AMERICA FIRE INS. CO. 
trends “pp eon aba to push thefts . Cash in Banks & Trust Companies, $10,061,371 $ 5,151,422 $ 5,511,195 $1,221,071 $ 625,050 $ 949,476 
on up to a record high. 
Causes of High Losses *United States Government Bonds 40,044,991 | 21,237,750 21,251,584 6,210,998 3,247,842 1,743,923 
; — hegpeneis _ have —, * Other Bonds and Stocks 36,751,594 | 23,016,809 | 23,371,773 1,234,495 1,256,282 1,843,975 
riplec e loss total in five years, ac- 
: cording 3d Mr. — are: sg porns Mortgage Loans on Real Estate 20,181 | 19,630 151,990 
: E cargo volume in motion because of more 
‘4 : trucks, bigger trucks, bigger loads; Real Estate 121,829 37,000 
b- sharply rising values, more per cargo 
- be and h —. enticement to a. crook; Premium Balances Receivable | 4,924,455 | 2,945,971 3,150,709 693,747 448,770 582,524 
( i goods shortages, acute over the years (Not over three months due) | 
W 3 since the end of World War II; the Bills Receivable, Not Due 688,457 | 252,907 422,976 36,007 2,435 6,729 
1€ armament program which has still fur- | 
ag a ther rerigess 6 ——, inflation, a Interest Accrued | 177,699 | 97,242 104,678 13,359 8,340 10,957 
Fe powerful influence in producing scarce 
a ~~ and ne Re rsabsosrn the happy Other Assets 1,699,598 476,437 1,295,739 156,791 64,957 28,988 
n S iunting ground of hiyackers. 
, ; Five eas ago, Mr. Johnson, on the Total Admitted Assets | $94,490,175 | $53,198,168 $55,297,644 | $9,566,468 $5,653,676 $5,166,572 
a : yasis of his exhaustive study of crime, ! 
yt 4 promised a bonanza for organized 
ii a thieves unless hijacking-prevention be- 
e @ came really effective. The crooks’ five- 
= : year plan has been a bonanza for sure, 
g he now says. Present conditions on top 
( a of the five- -year trend stand as a warn- | 
a a ing, in his opinion, to shippers and truck- Reserve for Unearned Premiums $36,522,858 $18,888,462 $20,472,432 $3,640,361 $2,006,720 $2,412,661 
E a ers to do something drastic about the Reserve for Losses and 
: : sitenere or - will ng ag Ndateaig Loss Expenses | 9,024,793 5,401,341 6,380,206 1,319,394 668,715 460,828 
One thing stressed by Mr. Johnson in | 
: his current review is the fact that many Reserve for Taxes and Expenses | 3,127,967 1,724,800 1,910,000 382,000 184,625 143,000 
S shippers and truckers still operate on the | 
— me . they have be Bee hit Reserve for All Other Liabilities | 1,503,241 610,362 871,532 175,231 83,525 54,955 
> yxy a theft and are insured, they have 
poate tlh ren ting yoo Ot AEA *«xContingency Reserve 583,295 481,150 546,679 189,798 93,694 34,122 
’ ou 1a “ truckers and several times 
5 Capital 3,000,000 2,000,000 2,000,000 +500,000 +500,000 750,000 ; 
3 FINNIE HEADS FIRE GROUP Net Surplus 40,728,021 24,092,053 23,116,795 3,359,684 2,116,397 1,311,006 
a oe yd Ceo oag Surplus to Policyholders 44,311,316 26,573,203 25,663,474 4,049,482 2,710,091 2,095,128 
Made of Salisbury Hazards $94,490,175 | $53,198,168 $55,297,644 $9,566,468 $5,653,676 $5,166,572 





W. R. Finnie, special agent of the 
Fireman’s Fund was elected president 
of the State Fire Prevention Association 
of Del.-Md.-D.C. succeeding John T. 
Nichols of the St. Paul Group at the 
annual meeting of the association held %Bonds and Stocks are valued in accordance with the basis adopted by % Contingency Reserve represents difference between values carried in 
last week in Salisbury, Md., prior to a Assets and values based on December 31, 1951 market quotations. 
two-day fire prevention inspection of 
the city. 

Electrical defects and poor wiring 
were the most prevalent hazards found 
: stated Mr. Finnie after the 50 members 
4 of the State Fire Prevention Association 
5 completed their inspections of all mer- 
i cantile and public buildings. Cooperating 
in the inspection were the Salisbury 
Mayor, Council and Fire Department. 

Other new officers elected were: vice ‘ , R L M A N iD) im ‘@) R S fe E: R, fone ager 
presidents, H. H. Smith, Loyalty Group, 

Eggert, Home Ins. Co, E. C LL A M STREET, NEW tome Cage 
Farrington, Phoenix; secretary, C. Van VESTERN ; VIRGINIJ st ENT PACIFIC DEPARTMENT ALLEGHENY DEPARTMENT 
Hiest, Loyalty Group; treasurer, Byron ; ! AT .. GEO! I NORTH CA INA SAN FRANCISCO, CALIFORNIA PI RGH, PENNSYLVANIA 
Anderson, St. Paul Fire & Marine. 








the National Association of Insurance Commissioners. 


Securities in statements include amounts deposited with various states, +Statutory Deposit. 
as required by law, in the following amounts: United States Fire, 
$3,958,353; North River, $2,771,247; Westchester Fire, 2,478,314; Western 
Assurance, $1,151,981; British America, $1,148,290; Southern Fire, $543,698. 

















Page 30 





{1 ro] 


THE EASTERN 
UNDERWRITER 











eae RE Te 
La) oe 




















March 21, 1952 













Philip Bliss Receives Award for 
Aid to Connecticut Highway Safety 


Philip Bliss, long a well known local 
agent of Middletown, Conn., and a key 
promotor of driver education in the 


High Schools of Connecticut during the 


has been awarded as an indi- 


past year, 

vidual recipient the Annual Citation 
Award of the National Committee for 
Traffic Safety, for his “outstanding con- 
tribution to public support for highway 
safety during 1951.” The citation was 
conferred upon him at the organization’s 
annual meeting luncheon held at the 
Statler Hotel, Washington, D. C. on 


March 13. 
Mr. Bliss, 
chairman of 
Connecticut Association of 
Agents, has managed to give a generous 
amount of his time to promote a safety 


immediate president 
the board of the 
Insurance 


past 


and now 


program in his own state, with particular 
emphasis on high school driver educa- 
tion. 

Six individuals 
received the awards. 
national program and 
tivity in a state or a municipality. 


six organizations 
One was for a 
the other for ac- 
Eligi- 


and 


bility for the awards is extended to 
any of the 85 national organizations 
represented in the National Commit- 


tee for Traffic Safety and to any of 
the more than 300,000 state and local 
units which make up these organizations. 


Oklahoma and California Honored 


Two other awards went to insurance. 
Organization honors went to the Okla- 
homa Association of Insurance Agents 
and to the California Association. Ralph 
Carlin accepted for the former and 
Maurice G. Herndon, Washington repre- 
sentative for the National Association, 
for the latter. 

Guests at the NAIA table at the com- 
mittee’s luncheon in Washington in- 
cluded Representative John McGuire 
(Dem., Conn.), former Wallingford, 
Conn., agent; A. L. Kirkpatrick, insur- 
ance department head of the U. S. 
Chamber of Commerce; Jay Judkins, 
chief, trade association division, Depart- 
ment of Commerce; Reuel Elton, gen- 
eral manager, American Trade Associa- 
tion Executives; H. R. Danford, NAIA 
executive secretary; Joseph Neumann, 
president, New York State AIA and 
NAIA executive committeeman, and 
Tom Neff, West Virginia, of the NAIA 
trade association contact committee. 

Dr. John W. Studebaker, retiring 
chairman of the national committee, 
presented the awards. The citation to 
Mr. Bliss read as follows: 


Text of Citation 


“While president of the Connecticut 
Association of Insurance Agents you 
had at your disposal an active accident 
prevention committee. Although the ac- 
complishments of the group were many, 
you, as an individual, offer a splendid 
example of personal enthusiasm and 
leadership. Such guidance is essential to 
public support activity in every state and 








PHILIP BLISS 


community. : 
“During 1951, ‘extras’ to your organi- 
zation responsibilities , you created, wrote 
and produced the traffic safety promo- 
tional material for a state program. You 
personally called together and formed 
public support groups for driver educa- 
tion in 27 communities. Through your 
stimulation, other statewide organiza- 
tions joined in the program for safer 
streets and highways, a notable exam- 
ple being the Automotive Trades Associ- 
ation through whom dual-control cars 
were obtained for high school programs. 
You established a Speaker’s Bureau on 
traffic safety, drawing on all fields of 
interest to convey information to schools 
and to the general — through public 
support units. 

“In a state noted for its highway safe- 
ty achievements it requires the finest 
qualities of personal integrity and lead- 


ership to stand out among the many 
safety workers. It is for a_ practical 
demonstration of these qualities that 
the ‘National Committee for Traffic 
Safety honors with its Citation Award, 
Mr. Philip Bliss of Middletown, Con- 


necticut.” 


New Jersey Women Met 
In Newark on March 20 


The Insurance Women of New Jersey 
held their regular monthly dinner meet- 
ing at the Essex House in Newark, 
Thursday evening, March 20. Francis T. 
Curran, supervisor of the statutory dis- 
ability division of the Loyalty Group 
Companies was guest speaker. His sub- 
ject was “Accident and Health.” 

An additional feature was a show- 
ing of new spring hats by Nona Gibson 
of East Orange. Anne Shalloo, second 
vice president of the organization, was 
chairman of the meeting. 





AGENCY ACCOUNTANTS MEET 


Large Group Attends First General 
Meeting in New York; Toner Tempo- 
rary Chairman; to Elect Officers 





The first general meeting of the 
Agency Accountants Organization in 
New York was well attended. John 


Toner of Hall & Henshaw acted as tem- 
porary chairman. He explained the pur- 
pose and aims of the group. Many com- 
mented enthusiastically on the need for 
an association of this kind. The chair- 
man was directed to appoint a nominat- 
ing committee for election of officers 
and to report at the next regular meet- 
ing. The following are to serve: Frank 
Simms, Appleton & Cox, chairman; Jim 
Hutton, Alan H. Bonito & Co., and Lou 
Hamil, U. S. Aviation Underwriters. 

The following agencies were repre- 


sented: Andrew Bumby, W. L. Perrin & 
Son; H. B. Dear, Ejifert French Co.; 
Eugene Ejifert, Excess Underwriters; 


Jack Eisner, Gosz Agency; Ray Engel, 
Jaffee Agency; Lou Hamil, U. S. Avia- 
tion Underwriters; Mal Hentz, White- 
hill Agency; Jim Hutton, Alan H. 
3onito & Co.; Lawrence Keane, Hoey, 
Ellison & Frost; Harry O. LaBoda, F. 
F. Richardson Inc.; F. W. Maasen, 
Fuller & Kern; Elmer Nolan, W. H. 
McGee & Co.; William Pflug, Thomas 
Hogan Inc.; Leslie Rosencrans, Irvin 
Agency; Morris Seltzer, Haarmann 
Agency; Frank Simms, Appleton & Cox; 
Marvin Slater, Golub Agency; William 
Stross, Nelson & Stross; John Toner, 
Hall & Henshaw; Ray Stross, Nelson & 
Stross; Howard Wainer, R. B. McFalls 
& Son; Hugh Williamson, Crehore & 
Richardson; Al Young, McDaniel & Co. 
The next meeting will be held at De 
Palma’s Restaurant at noon, Tuesday, 
April 1. Agencies interested in attend- 
ing are urged to contact any of the 
above for arrangements. 


N. J. Agents Back Local 


Action on Public Housing 
The Hillery bill A-182 calling for local 
action on public housing has been en- 
dorsed by the New Jersey Association 
of Insurance Agents as “clearly in the 
public interest.” The action was taken 
by unanimous action of the executive 
committee, Charles J. Unger, executive 
secretary, announced. 

Mr. Unger said the organization 
recognizes “the broad general aspects of 
matters that contribute to mounting tax 
burdens and socialistic problems” and 
feels America “needs a return to self- 
determination of these questions by the 
people.” 

“Assemblyman Hillery’s bill seems a 
step in the right direction of letting 
the people speak oftener on matters that 
effect their pocketbook,” Mr. Unger as- 
serted., 





Manhattan Names Hoyt 
Inland Marine Manager 


The Manhattan Fire & Marine has 
announced appointment of Donald A. 
Hoyt, as inland marine manager at the 


company’s New York offices to succeed 
Robert A. Cosbey who has resigned. 

A native of Brooklyn, Mr. Hoyt at- 
tended Erasmus Hall High School and 
Brooklyn College. He has been continu- 
ously engaged in insurance since 1938, 
except for an interval of three years 
during which he served as a meteorolo- 
gist in the China-Burma-India theater 
of operations with the U. S. Air Force. 

Formerly supervisor of the inland 
marine department of the Atlas Assur- 
ance, Mr. Hoyt has had extensive ex- 
perience in the inland marine field. 


S. C. AGENTS’ SCHOLARSHIP 

The South Carolina Association of 
Insurance Agents has established an an- 
nual scholarship at the University of 
South Carolina for the “rising senior 
majoring in insurance who shows the 
greatest promise of success in the insur- 
ance field.” The scholarship, announced 
by President Bernard J. Olasov of 


Charleston, will be a sum not to exceed 
$500. 
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WARNS ON UNDER-INSURANCE 


President Howell of New Jersey Agents 
Fixes Replacement Value Less 
Depreciation as Guide 

How much fire insurance should you 
carry on your home? Enough to cover 
the full value of the property, or you 
face serious loss as a co-insuror. That 
advice is given by the New Jersey As- 
sociation of Insurance Agents. 

“Many home owners do not carry 
enough fire insurance in relation to to- 
day’s new higher values,” explained 
Sidney K. Howell, of Morristown, asso- 
ciation president. 

“Fire losses are paid on the basis of 
the property’s current replacement value 
less depreciation, For full protection, 
home owners must cover their properties 
up to their full insurable value.” 

Failure to insure adequately can be 
extremely costly, Mr. Howell said. He 
cited the case of a property on which 
the owner renewed what he considered 
full protection at $15,500. But an ap- 
praisal fixed his current insurable value 
at $24,500. He stands to lose $9,000 if his 
building is destroyed, and proportionate- 
ly in relation to the extent of partial 
damage. 

“Fire remains a_ serious threat to 
homes, and can be tragically costly if 
insurance coverage is _ insufficient,” 
Howell warned. “Dwellings valued at 
more than $176,000,000 were destroyed by 
fire in the United States last year. Total 
national fire losses were estimated at 
$688,460,000. So far in 1951 the trend is 
upward: losses for the first six months 
are 6% higher than the same period in 
1950.” 


ERIE, PA.. WOMEN MEET 
The executive board of the Insurance 
Women of Erie, Pa. held its monthly 
meeting recently, with Evelyn Faber 
hostess at a dinner for members of the 
board. Final arrangements were made 
for attendance at the regional confer- 
ence to be held March 28, 29 and 30, 
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Diamond Values and Hazards Are 


Discussed at Inland Marine Forum 


Diamonds, reputed in song to*be a 
“sirl’s best friend,” were the subject of 
a forum meeting conducted by Al B. 
Greenberg of Imperial Jewelers, Inc., 16 
Court Street, Brooklyn, an expert ap- 
praiser of precious gems. 

Held at De Palma’s Restaurant, New 
York, on March 11, nearly 50 inland 
marine claims men and_ underwriters 
attended, many participating in the ques- 
tion and answer period which followed 
Mr. Greenberg’s address. A film, titled 
“The Eternal Gem,” produced for De 
Beers Consolidated Mines, one of the 
largest miners of raw diamonds, was 
used by Mr. Greenberg as a general 
introduction to his subject. 

A plan to protect the insurance indus- 
try and the public from the rising wave 
of jewelry losses was offered by Mr. 
Greenberg as one of the highlights of 
his address. He suggested formation of 
a central clearing house which would 
photograph, describe and appraise dia- 
monds offered for insurance purposes. 
The clearing house, operated as a non- 
profit venture and supported by the 
insurance carriers, would maintain con- 
stant liaison with the police. Mr. Green- 
berg said that diamonds have an indi- 
vidual personality and a stone can be 
recognized if a proper description and 
photograph of it is kept. 


How Prices Are Determined 


Mr. Greenberg told his audience that 
no law or code of standards exists to 
set the price of diamonds to the dealer 
or consumer. As a consequence, he said, 
the price is often determined by what- 
ever the traffic will bear, taking into 
consideration the play of competition 
between diamond merchants. He said 
that it is usual for diamonds to be sold 
and resold among dealers as many as 
eight to ten times before they reach 
the ultimate purchaser. “It is quite pos- 
sible,” he said, “for a gem to sell for 
$200 in one jewelry shop and for as 
much as $1,000 in another.” 

In spite of the fact that this type of 
market exists, Mr. Greenberg brought 
along charts compiled by jewelry asso- 
ciations which showed that the median 
price for diamonds has advanced about 
20% from 1917 to 1950. In between, Mr. 
Greenberg’s statistics showed, there have 
been peaks and depressions in the price 
of diamonds, with 1932 hitting the very 
bottom and 1946 the highest point ever 
attained. 

Many factors determine the value of 
a diamond, Mr. Greenberg said, with 
weight usually the number 1 considera- 
tion. Other than that, he said, value is 
placed on the stone’s color, degree of 
perfection and brilliance. He explained 
that a stone’s brilliance depends upon 
the skill of the diamond cutter in de- 
signing and shaping the diamond to 
provide the greatest number of reflecting 
surfaces. Contrary to beliefs held in 
many quarters, he said, diamonds do not 
shine in the dark. Their brilliance de- 
pends upon the amount of light which 
can enter the many surfaces or facets 
and the perfection in the depth of the 
stone. 

Finished diamonds, in a setting, which 
become chipped, Mr. Greenberg told his 
audience, will result in less insurance 
loss if taken to expert diamond cutters. 
When properly refinished, he said, only 
the smallest amount of w eight should be 
lost in restoring the stone to something 
close to its former self. 


Chips and Breaks 


With respect to chips and breaks, Mr. 
Greenberg said that it is impossible to 
tell when the damage occurred. Dirt and 
grime can be acquired in a very few 
minutes, he said, and even an expert 
can’t be sure that it’s an old break. If 
the break is the result of some inherent 





vice, however, Mr. Greenberg said, that 
can be determined by an expert diamond 
man. 

Mr. Greenberg told the underwriters 
that appraisals made of mounted stones 
are often inaccurate. He said that im- 
perfections in a stone can be missed 
and exact weight can’t be determined. 

Inherent vice in diamonds was dis- 
cussed briefly by Mr. Greenberg. He 
gave his audience a comprehensive pic- 
ture of what imperfections a stone may 
have including carbon, cloudiness and 
tiny cracks known as feathers. In spite 
of the plaint of every insured who loses 
a diamond, Mr. Greenberg said, only 
15% out of every 10 stones can be called 
perfect (blue-white). He said that the 
Federal Trade Commission ruling is that 
a stone is perfect if no imperfection 
shows under a 10 power glass. Trade 
experts, he said, use 70 power glasses 
to examine diamonds. 


Charles A. Porth Dies 

Charles A. Porth of Albany, N. Y., 
an insurance agent for 66 years, died 
March 15 at the age of 83 years. He was 
head of the Charles A. Porth & Son 
agency and former president of the Al- 
bany Board of Underwriters. For 25 
years he was treasurer of that local 
board. 


ROBERT J. DUNKLE DIES 

Robert J. Dunkle, Jr., 47 years old and 
partner of Obrion Russeil ee: Cor Of 
Boston, died March 17 at his home in 
Dedham, Mass. He had been associated 
with the agency since 1938. Surviving 
are his wife, two sons and two brothers. 
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99 John Street, New York 38, N. Y. 
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have consented to serve on the commit- 
tee. 
Establishment of the Bowen Public 


Carleton J. Fisher, Providence, R. LI, 
has been appointed chairman of the new- 
nf > owen Public Relations Award : 
ly formed B pe ; . Relations Award was announced at last 
Committee, it is announced by J. F. year’s annual convention of the NAIA at 
Van Vechten, president of the National which time tribute was paid to Mr. 
30wen who died in January, 1951. In 
making the award available to state asso- 
ciations, the Ohio Association said: “It is 
most fitting that the award be in the 


Association of Insurance Agents. 

To follow out recommendations of the 
Ohio Association of Insurance Agents, 
which established the award in memory name of Harold S. Bowen, a small town, 
of Harold S. Bowen, Norwalk, past Ohio agent, because he shared his public 
president of their association, President relations talent not only with his own 


Van Vechten has appointed two non- community’s civic enterprises and his 
members of the association to complete state and national associations, but also 
the committee. Both John A. North, with literally hundreds of individual 


president of the Phoenix Insurance Co., agents in both the United States and 
Hartford, and Kenneth O. Force, editor Canada.” 

of the National Underwriter, New York, It is the hope of the Bowen award 
committee and the officers of the NAIA 














that all state associations will submit 
entries for this prized award. August 
15 has been set as the deadline for 
entries. 

As a guide to state associations desir- 
ing to submit a summary of their activi- 
ties for this award, the following three 

















pAY points should be considered: 
TO Activity which created a more fa- 
4 vorable attitude toward the American 
My) Agency System, or the general insur- 
FB ° We — ance business in general; 
2. Activity which helped direct public 


opinion toward a more favorable con- 
sideration of the free enterprise busi- 
ness community of their state; 











is SaaS Oo 3. Activity which stimul ated public 

oO q OO interest and appreciz ition of one or more 

$13, $1 . 4 of the services offered individually or 

== — collectively by company and/or agents 
= —— organizations. 

















CHECK YOUR CLIENTS’ PROPERTY VALUES 
AGAIN AND AGAIN 


“It’s the Service that Counts!” 








THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY SPRINGFIELD, MASS. 


NEW ENGLAND INSURANCE COMPANY 


MICHIGAN FIRE AND MARINE INSURANCE COMPANY ae « DETROIT, MICH. 


OF FIRE INSURANCE COMPANIES 


. «© « « « SPRINGFIELD, MASS. 


A good question for each state associ- 
ation competing for the award is, “Does 
the public have a higher regard for the 
American Agency System or the general 
insurance business because of the activity 
in which the state agents’ association 
had a part?” 


Chief Scanlon 


(Continued from Page 26) 


of Merit four times—twice for efficiency 
in 1937 and 1938 and twice for personal 
risk for which he holds the Tod Medal 
for valor at the collapse of an abandoned 
warehouse on Washington Heights on 
December 11, 1946 and the Kenny 
Memorial Medal for valor at the fire 
and collapse of an old building at Broad- 
way and Eighth Street on January 1, 
1947, 


BOSS SPECIAL IN_ ILLINOIS 

The American Insurance Group an- 
nounces transfer of Gerald Boss from 
the Western department at Rockford, 
Ill., to the Decatur field office where he 
will serve as special agent in the cen- 
tral Illinois field. 
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Cut-Rate Package Insurance and 
Compulsory Covers Opposed in Mich. 


farm underwrit- 
10-point 


Extensive revision of 
ing practices was advocated, 


recommended to remedy 


program was 
the critical traffic accident situation, 
and endorsement was given to the 


NAIA national board of state directors’ 
condemnation of unilateral commission 
reduction in resolutions adopted at the 
convention of the Michigan 
Insurance Agents. 
700 agents attended the 

Detroit stressing the 
theme of agent education. President 
Merrill G. Craft, Jackson, revealed that 
the present membership of the state 
association totals 843, including 27 new 
members during the year and 12 ac 
cepted at the 


president’s dinner. 
Compulsory Auto Covers Opposed 


mid-year 
Association of 

More than 
convention at 


The president presented the proposed 
association program to correct the ines 
fic accident condition and also empha 
sized the organization’s bitter oppoution 
to compulsory automobile insurance. He 
said the “has taken a firm 
stand condemning unemployment 
compensation disability legislation” and 
“opposed the unsatisfied judgment 


association 


has 


fund bill in the legislature as a step to 
ward compulsory insurance and social 
ism.” The growing menace of Federal 
governmental controls was noted and 


a plea was voiced that “the insurance 


business must remain free” and “we 
must vigorously combat all attempts to 
bring insurance further under govern- 
ment controls.” 

\ specific instance of a disturbing 
trend was cited by President Craft in 
mentioning a proposed self-insurance 


plan to be submitted to the general con 
ference of the Methodist church under 
which churches, parsonages, schools, or 
phanages and other church properties 
covered. Jt was noted that 
Michigan leaders of the de 
association’s Lansing 


would be 
contacting 
nomination by the 


office had resulted in assurances of op 
position to the plan. 
The association leader also mentioned 


effort to obtain 
“broad plan 


e been pr 


the recent unsuccessful 
Department approval for a 
of package insurance,” to hav 


vided members of a “designated trade 
1rganizatiion” by non-admitted carriers 
under which “several kinds of insurance 


(would have been written) at a large 
deviation in established rates.” It was 
noted that the request for approval had 

“alerted the industry to the need of 
study and application of the general 
principle of package policies,” the sub 
ject of a subsequent CPCU seminar 
which drew a large attendance. 

The traffic accident program embodied 
in the approved resolution would: 1 
require driver training courses in all 
high schools; 2, maintain “never-ending” 


publicity to educate older drivers; 3, en 


force traffic laws strictly and remove 
habitual accident causers from the high 
ways; 4, establish compulsorv vehicle 


inspection; 5, acquaint the public of the 
advantages of the financial responsibil 


ity act over compulsory insurance; 6, 
acquaint the public with the fact that 
they make insurance rates; 7, give best 


possible service under the automobile 
assigned risk plan; 8 give best nossible 
service and teach safetv needs in con 
nection with insuring military person 
nel; do everything within the indus 
try’s power to provide coverage for “all 
deserving drivers as the least expensive 
and most satisfactory method of meet 
ing requirements of the financial re 





DUNLOP HEADS AGENTS’ GROUP 
A. W. Dunlop has been named 1952 
president of the Kingston, Ont. Fire and 
Casualty Agents’ Association. Vice presi- 
dents are W. H. Codwin, G. Thomson 
and T. C. Holmes; secretary-treasurer 
is oteing _S Raven; and directors E. J 
Steacy, K. Parker and S. Wight. 





sponsibility law; 10, acquaint the public 
with facts relative tu the ease with 
which new applicants and renewal ap- 
plicants obtain drivers’ licenses, working 
with other groups to strengthen the 
laws and develop their more rigid ad- 
ministration. 





Aetna Asst. Printing Mgr. 

Appointment of Keith A. Sassaman of 
Waterloo, Iowa, as assistant manager of 
the printing department of the Aetna 
Insurance Group is announced by Presi- 
dent Clinton L. Allen. Mr. Sassaman 
will succeed George L. Lewis as manager 
of the department when Mr. Lewis re- 
tires later this year. Mr. Lewis has 
served the Aetna for a total of 31 years, 
24 of which have been in the capacity 
of manager of the printing department. 








I 


























NEW 
. BUSINESS y 














CJ 








A PLAN TO = LIFE + INSURANCE 
TO YOUR FIRE-CASUALTY CLIENTS 


One in five of your clients will buy life 
insurance in the next year. How can you 
get this business? 

Probably most of them don’t even realize 
that you're interested. You must show them 
that life insurance is just as much a part 
of your business as fire or automobile. The 
Connecticut Mutual, which has worked 
with thousands of fire and casualty agents 
and brokers for years, worked out a simple, 
easy-to-use survey form in a folder that 
includes practically all personal forms of 
property and liability insurance, and life 
insurance as well. You can use it as a pre- 
call piece, to go with a letter. You can take 
it with you and discuss it with your client. 
Or you can send it with a follow-up letter 
to remind a client or prospect that you 
handle a// forms of insurance. 


A copy is yours for the 


FREE SAMPLE SURVEY FORM 

This attractive two-color folder can be used 
either because of its sales message or as a 
practical tool to show clients the weak spots 
in their protection. It includes spaces for 
writing in amounts of property and liability 
insurance of various types at several loca- 
tions, as well as the major classes of per- 
sonal and business life insurance protection. 
Thus it enables you to show — or for your 
client to demonstrate for himself — what 
insurance he needs, compared with what he 
has, and how much of each kind. 


This survey-folder is extremely popular 
with fire-casualty agents and brokers who 
have seen it. They find it helpful in doing 
easily what is usually a rather complex job. 
The title is “Have you checked both walls 
recently?” and it can help you develop 
both fire-casualty and life commissions. 


asking, and without the 


slightest obligation on your part. Send for yours today. 


,.., Ae Conroclioul Mutat 


LIFE INSURANCE COMPANY «+ » Nariford, 


THE BEST LIFE INSURANCE POSSIBLE... 
++ AT THE LOWEST COST POSSIBLE 


Hartford, Connecticut 


Name 


Street 





Town or City ....... 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


EU-3-2 


I am interested in selling life insurance so please send me, free 
and without obligation, 
checked both walls recently?’ 


your insurance survey folder “Have you 


“lease print) 
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EUA PUBLIC RELATIONS 


Annual Meeting er Committee With 
Heads of 20 Field Clubs and Leaders 
of Fire Safety Associations 

The public relations committee of the 
Eastern Underwriters Association held 
its eighth annual meeting with presi- 
dents and public relations committee 
chairmen of the 20 field clubs, and presi- 
dents and vice presidents of the Fire 
Safety Associations at the Hotel Com- 
modore, with over 80 in attendance. 

All phases of the public relations pro- 
gram were reviewed, and emphasis 
placed on more closely integrating the 
work with the program of the National 
Board of Fire Underwriters. 

At the afternoon session, Don Sher- 
wood, general adjuster of the National 
Board, outlined a plan for handling 
catastrophe losses in local and broad 
areas that is currently under considera- 
tion by the National Board. Mr. Sher- 
wood pointed out how fieldmen’s organi- 
zations and local agents’ groups working 
together could greatly facilitate opera- 


tions when a catastrophe strikes. 
Attendance at the meeting in addition to 


EUA member companies and public relations 
committee included: Albany Field Club—E, C. 
Brinley, Hartford Fire; J. L. Miner, Aetna; 


aye Silhavy, National’ Fire; Anthracite Field 
Club—D. G. Cassar, Middle Department; H. W. 
Brown, Fire Association; Bay State Club 1&3 
Shennett, Crum & Forster; D. L. Vigue, Phoe- 
nix Assurance; I. H. Worth, Royal- Liverpool; 
Buffalo Insurance Field Club—W. E. 
ding, tp American ; a... G. Stiehler, 
Liverpool; A. Zacharski, Lv a ee 
nse te Field Club—H. Fuldner, Ins. Co. 
N. A.; J. MacKenzie, Boston Ins. Co.; Del.- 


Md.-D._ C. Ins. Field Club—J. G. Maloney, 
Home Ins. Co.; Ins. Field Club of N. J.—W. 
P. Cheadle, North British; M. R. Markoe, 


Field ‘Club—W. A. 
Vedeler, 


Aetna; Mountain Ins. 
Hartford Fire; R. G. 
& Marine. 


Clay, 
Springfield Fire 


N. J. Ins. Fieldmen’s Association—C. Baile 
London & Lancashire; F. L. Bross, Halifax; 
N. J. Special Agents’ Association—R. E. Bur- 
dick, Potomac Ins. Co.; Pennsylvania Nae 
Club—N. Ingersoll, Boston Ins. Co.; a 
swarr, jr, U. S. F..& G.: J. W. ci 
Northern Assurance; Pine Tree State Field 


Club—G F. McFarland, 
Perrigo. New Hampshire. 

Rhode Island Ins. Fieldmen’s Association—W, 
R. Campbell, Home Ins. Co.; E. Hopkins. 
Phoenix Ins. Co.; Rochester Field Club—A. H. 
Darnell, Tr., Automobile; J. M._ Richardson, 
Springfield; J. A. Riley. Phoenix Ins. Co.: G. 
M. Tomlinson, Aetna; Smoke & Cinder Club— 


Fire Association; E. S. 


G. C. Waters, Agricultural; Suburban New 
York Field Club—-C. M. Bowman, American 
Ins. Co.; W. F. Ficke, Excelsior; W. G. 
Michelsen, — Liverpool; H. W. Tesche, 
Royal Exchang 

Syracuse Field Club—E. M. Castle, Centen- 
nial; P. W. Haley, Agricultural; G. F. Old- 
reive, Fireman’s Fund; K. Winslow, Jr., Aetna; 


Philadelphia—J. L. 
Houseman, Jr., Pacific 
Caledonian; H. F. 


Underwriters’ Club _ of 
Brown, Boston; G. F. 
National; J. M. Thomas, Jr., 
Zimmer, Jr., Aemrica Fore. 

Western Massachusetts Field Club—G. B. 
Herbert. New Hampshire Fire; P. T. Levins. 
Automobile; C. B. Pedersen, Royal-Liverpool; 
Field Cluh of West Virginia—E. P. Douglass- 
America Fore. 

Underwriters’ Laboratories—Don Breting: Ivy 
Lee—T. J. Ross Co., C. Dickey; National Asso- 
ciation of Insurance Agents, J. R. Mathews; 
South-Eastern Underwriters Association, R. M. 
McFarland, Tr.; National Board of Fire Under- 
writers. G. G. Traver: New York Fire Insur- 
ance Rating Organization. H. S_ Stanley; Gen- 
eral Adjustment Bureau, F. W. Westervelt. 1eu2 
Factory Insurance Association, C. G. Welton. 





April 16 Named as Visit 


Building Officials Day 

Tohn J. O’Toole, secretary, F. D. 
Hirschberg & Company, Inc., as chair- 
man of the National Association of In- 
surance Agents’ fire safety committee, 
has announced that April 16 has been 
officially designated “Visit Building Off- 
cials Day” for the NAIA and its affili- 
ated state and local associations. 

In March, 1951, the NATA set aside 
a day and designated it “Visit Building 
Officials Day” and on that day through- 
out the country hundreds of local insur- 
ance agents visited their local building 
officials to discuss problems, not only 
from a fire safety standpoint, but from 
a general safety standpoint. 

The 1951 pioneering effort proved so 
highly successful in the way of promot- 
ing understanding and mutual good will 
it has been decided to repeat the visits 
this year. 
































March 21, 1952 


saa THE EASTERN 
UNDERWRITER 






























Loss of Millions by Lightning May 


Be Avoided by Adequate Protection 


According to Census Bureau reports, 


every year in the U. S. there are ap- 
proximately 400 fatalities from lightning 
and the number of injured is estimated 
at 1,500. Accurate statistics on the 
amount of property damage caused by 
lightning on all types of structures are 
not available. Connecticut alone esti- 
mates its total annual loss from lightning 
at $4,000,000 to $6,000,000 not counting 
the damage that is unreported. 

The subcommittee on fire loss sta- 
tistics, farm fire protection committtee 
of the National Fire Protection Asso- 
ciation, estimates that, on farms alone, 
fire annually destroys $90,000,000 worth 
of property. Of the principal causes of 
farm fires, lightning ranked first, having 
started 37% of the fires. That 37% of 
farm fires caused by lightning amounts 
to an impressive yearly loss of $33,- 


300,000 
NFPA Master Labels 

The National Fire Protection Asso- 
ciation states that there are few fire 
causes against which so reliable a de- 
fense as approved lightning protection 
is available, when the equipment of an 
approved type is properly installed and 
maintained. A master label of approval 
of a system is the most satisfactory 
assurance which a property owner can 


Elcock Vice President of 


Progressive of Georgia 


W. B. Elcock, Jr, has been named 
vice president and secretary of the Pro- 
gressive Fire Insurance Co. of Atlanta, 
Ga., according to an announcement by 
Francis Dwyer, president. It was an- 
nounced also that Malcolm Nash had 
been elected agency superintendent. 

In his annual report Mr. Dwyer said 
that in 1951 the ratio of losses and loss 
expense incurred to premiums earned 
was 45.9% and the ratio of underwriting 
expenses to premiums earned was 43%. 
This was a combined loss and expense 
ratio of 88.9% on earned premiums of 
$1,032,382. 

A native of Atlanta, Mr. Elcock is a 
graduate of Dartmouth College and a 
World War II Navy veteran. He has 
been secretary of Progressive since 
1947. Mr. Nash, also of Atlanta, is a 
University of Georgia graduate and has 
been with the company as a_ special 
agent since 1946. 


Extended Cover Rates 
Reduced 11% in Illinois 


Director of Insurance J. Edward Day 
of Illinois has announced that following 
a hearing called by the Insurance De- 
partment and held on January 31, rates 
for extended coverage insurance through- 
out Illinois will be reduced an average 
of 10.9%. 

The total annual saving to TIlinois 
policyholders from the 10.9% reduction 
is estimated at nearly two and one-half 
million dollars. The reduction was effec- 
tive on March 10. 

Testimony at the hearing indicated 
that, although the experience of the fire 
insurance companies in this class of busi- 
ness in some narts of the nation has 
been unfavorable due to catastrophic 
windstorm losses, it has been favorable 
in Tllinois. 


U. S. Chamber Insur. Lunch 
In Washington, April 28 


The annual meeting of the Chamber 
of Commerce of the United States will 
be held in Washington, starting with an 
open house and reception by officers and 
directors on April 27 and concluding with 
the annual dinner on April 30. The in- 
surance luncheon will be on April 28. 


obtain that the lightning rod installation 
he has provided will actually give him 
the safety from the lightning hazard that 
he has reason to expect. 

These labels are issued by the Un- 
derwriters’ Laboratories, Inc. of Chicago 
and can only be obtained for installation 
where all parts of the system are types 
which have their approval and where 
the completed installation passes the in- 
spection of their field workers. 

Insurance records reveal that human 
carelessness in not keeping a lightning 
protection system up-to-date and the 
use of inferior equipment account for al- 
most 100% of reported loss from light- 
ning on rodded buildings. 

Many property owners do not realize 
that improvements or changes to a build- 
ing may make their lightning protection 
system ineffective. A property owner 
should notify the installer when changes 
are made to a building already protected, 
such as, a new addition to the building, 
or the installation of new equipment 
such as a telephone, a radio or tele- 
vision antenna, a water system, a elec- 
trical system, a hay track, metal cattle 
stanchions, etc. 

Today, there is a rapid increase in the 
use of television receivers. Since proper 
reception usually necessitates an exterior 
antenna of considerable height, there isa 
possibility of damage by lightning and it 
is therefore important that the antenna 
is properly grounded to prevent this 
destruction. If the building is equipped 
with a lightning protection system, the 
antenna should be properly inter-con- 
nected to the system. If, however, there 
is no existing lightning protection 
system on the building, then the base 
of the antenna should be grounded with 
standard lightning protection cable and 
connections to a ten-foot ground and 
to a main water pipe. This will protect 
the antenna but offers little protection 
to the rest of the building. 

For further information and booklets, 
one may contact the United Lightning 
Protection Association, Inc., 404 Jeffer- 
son Building, Syracuse, N. Y. 
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GAB Appoints Haddock 
Reading Branch Manager 


Courtney J. Haddock has been ap- 
pointed manager of the Reading, Pa., 
branch office of the General Adjustment 
Bureau, effective March 1. Mr. Haddock 
succeeds Lawrence S. Wood, who has 
relinquished his managerial duties. Mr. 
Wood, a member of the bureau staff for 
almost 25 years, will continue his asso- 
ciation with the Reading office in the 
capacity of adjuster. 

Mr. Haddock joined the bureau at 
New York in November, 1938. In the en- 
suing years he had been assigned to the 
White Plains, Jamaica and Hempstead 
— offices. He had also been as- 

ened to the Wilkes-Barre and Phila- 
dolphin branches until his transfer to 
the Reading office on April 1, 1951. 


Two Join Cleveland Agency 


State Senator Joseph W. Bartunek 
has joined Wilson & Co., general insur- 
ance agency, 12927 Shaker Square, Cleve- 
land, Ohio. Mr. Bartunek, is Senate 
minority leader and editor of the Ohio 
Democrat. Also joining Wilson & Co. 
is William D. Mendelson, formerly with 
the claims division of Bankers In- 
demnity branch. 


Kentucky Rating Bill 
Passed by Legislature 


A bill giving Kentucky’s Insurance 
Commissioner more control over insur- 
ance rates was given final passage by 
the state legislature and sent to the 
governor for signature. 

Under the measure, which was listed 
as Senate Bill No. 180, the Commis- 
sioner would be empowered to _ hold 
public hearings on any rate filings when 
he deems it in the public interest. 
Otherwise, requests for new rates would 
not become public until after they were 
approved. 

The new act would give the Commis- 
sioner 30 days instead of 15 in which 
to examine proposed new rates and al- 
low him to extend the waiting period 
an additional 30 days if necessary. The 
measure also makes clear that the bur- 
den of proving the need for new rates 
rests with insurance companies. 





OKLA. AGENTS MEET MAY 16-17 

The annual convention of the Okla- 
homa Association of Insurance Agents 
is announced for May 16-17 at the 
Tulsa Hotel, Tulsa. Norman S. Casey 
of John Wakefield & Associates has 
been appointed general chairman, and 
Foster Boggs, of Stahl & Boggs agen- 
cy as co-chairman. 








The 





$ 3.602.163.70 
375.395.91 
5.109.635.00 
734.776.04 
701,390.68 
15580002 
$10.678,760.55 cite 


$ 1,337,965.60 nae 
4,430,276.55 : 
a | eee ere 
$ 6,117,956.79 ; 
$ 500,000.00 
1,060.803.76 
__4,560,803.76 
$10, ,678, 760.55 





FIRE & ALLIED LINES 





CENTURY 


INSURANCE COMPANY, Ltd. 
Established 1885 
UNITED STATES BRANCH 
FINANCIAL STATEMENTS — DECEMBER 31st, 
(As Reported to New York State Insurance Department) 


United States Trustee 
Bankers Trust Co., New York 


111 JOHN STREET @ 
e AUTOMOBILE € 


Assets 


U. S. GOVERNMENT BONDS 
OTHER BONDS 
STOCKS 
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William F. Stanz of Brooklyn, just 
reelected president of the Brooklyn In- 
surance Agents Association, is a pro- 
ducer who has definite views on various 
insurance problems. In his presidential 
report to his association last week he 
deplored the action by certain insur- 
ance companies of closing some agencies 
and discontinuing business from numer- 
ous small brokers. This criticism was 
directed essentially to casualty insurers, 
whom he charged with acting to re- 
strict insurance markets. 

At the annual meeting of the Brook- 
lyn agents the following committee mem- 
bers, in addition to officers, were elected: 

Executive committee: Stanley J. Corsa, 
chairman; Albert R. Menard, William 
F. Ittner, Bernard G. Jaffe, August B. 
Sohl, Gabriel Scarano, Harry Ellis. 

Public relations: Morton Firestone, 
chairman; Louis Cohen, John Seekamp, 
5g; 

Membership: Paul Zuccaire, chairman; 
Reuben Goldberg, Robert McKinnon. 

Sees Partnership Broken 

In discussing what he considers a 
mistaken restriction of insurance pro- 
ducing facilities in Brooklyn, Mr. Stanz 
said in part: 

“In the development of this great 
business of ours, we the agents, the 
brokers and the companies have all had 
a part. We were partners—at least until 
recently. 

“The exact number of brokers operat- 
ing in this city is probably not accurate- 
ly ascertainable. It must run into about 
20,000, since there are some 32,000 li- 
censed in this state. The vast majority 
of them are the so-called ‘small brokers’. 

1ese small brokers have through the 
years developed a large percentage of 
the total premium income. In most 
cases they have profitable business. For 
years there ‘small’ accounts have made 
up the greater part of the premium 
income of the agencies in this city. 

“Yet now this partnership is threat- 
ened. Many companies have closed all 
their ag gencies and are writing now only 
through their branch offices. In most 
cases the ‘small’ broker is not welcome 
and he is told that it is unprofitable 
because his account is ‘too small.’ To 
my way of thinking, these companies are 
admitting they are not geared to handle 
the many small accounts there are. 
Why then did they pick up their agen- 
cies? I repeat what I have said many 
times—it is arrant nonsense to say that 
simply because a broker’s account does 
not run into tens of thousands in pre- 
miums, it must be unprofitable. 

“A few years of poor loss experience 
afier many years of profit-making, and 
we find one of the partners—the agent 
—frozen out—coldly and brutally read 
out of the picture 

“In the last year or so a_ dozen 
Brooklyn agents and about the same 
number in Manhattan were closed. Many 
of these had for years made a profit for 
their companies. Many of them showed 
a better loss record than the branch 
office of the same company. The good 
vears were quickly forgotten when the 
loss ratio went bad. 





Some Companies Commended 
“In all fairness let me say right here, 
that there are some notable exceptions. 
There are some companies to whom the 
lovalty of their agent still means some- 
thing, and who are willing to go along 
with him and work out their problems 
together. T have written to some of them 
and I want to say to them that their 
fine spirit of cooperation gives us hope 

that the others may see the light. 
“The immediate problem for the agen- 
cies without their former casualty con- 
nection and no market for business built 
up by years of effort, is still serious. It 
has caused mergers in some cases, and 
in others forced the agent out of busi- 
ness. The future for others looks dark. 
“Continuance of the restricted market 





Stanz Hits Moves by Companies to 
Cut Down Agencies and Small Brokers 


for casualty business, and the refusal 
to do business with the small broker, 
will lead to disaster—not only for us as 
agents, but for the companies. The 
supervisory authorities will not stand 
idly by and watch the deterioration of 
the present situation which is growing 
steadily worse. 

“To date no one has come up with 
any answer, or much of an attempt at 
finding one. Why not try out the system 
that works so well in the fire busi- 
ness? Let an agent represent several 
companies in his office. By having sev- 
eral, the volume could be spread and 
each company could be given a_ re- 
stricted amount of premiums, if restric- 
tions are necessary. 

“There are some 55 casualty compa- 
nies operating here. There are at least 
the same number of fire companies which 
have gone into multiple line writing. 
In the fire end, we have some 50 agen- 
cies in Brooklyn and the same number 
operating in Manhattan. Each has rep- 
resented from two to ten fire companies 
and kept them all happy. 

“Why should not the same system 
work with casualty? The average vol- 
ume of casualty would probablv be near 
$250,000 per agency, some smz aller, some 
larger. Two or three companies could 
in my opinion absorb their proportion 
without seriously affecting any of them. : ; 
Those whose volume is larger could have tion has prepared a_ tentative outline 
more companies.” of the program for the 56th annual 

-—— meeting to be held on June 9-13 at the 
ELMIRA AGENCY "NOTICE Hotel Statler in New York City. The 

Arthur Baker and D. Robert Baker opening general session will be held 
are continuing to do business under the Monday, June 9, with the fire marshals 
name of Keefe & Ovgier Insurance Co., section meeting that afternoon and the 
Robinson Building, Elmira, N. Y., ac- electrical section in session that after- 
cording to a business name filed in the noon and evening. 
county clerk’s office. On Tuesday there will be meetings on 
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NFPA CONVENTION PROGRAM 


Tentative Outline Issued of Annual 
Meeting at Hotel Statler in New 
York City on June 9 - 13 


The National Fire Protection Associa- 
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municipal and rural fire protection, build- 
ing codes, aviation and airport fire pro- 
tection, fire marshal section and in the 
evening a motion picture program. On 
Wednesday morning there will be a ses- 
sion on flammable liquids and gases and 
discussion of transportation fire prob- 
lems. A harbor cruise will be taken 
in the afternoon. 

Structural fire safety will be consid- 
ered Thursday morning, also industrial 
fire problems. There will be a forum 
on home fire safety in the afternoon and 
that evening the Society of Fire Protec- 
tion Engineers will meet. The final gen- 
eral session of the convention is sched- 
uled for Friday morning. 


London Assurance Fiebd 


Changes in Miss. and La. 


The ye Assurance and The Man- 
hattan Fire and Marine Insurance Com- 
pany have recently concluded arrange- 
ments whereby a change in the super- 
vision of their affairs in Louisiana and 
Mississippi will take place. 

According to Walter Meiss, chief ex- 
ecutive of the companies, effective April 
1, Henry A. Steckler ‘Company, well 
known Louisiana and Mississippi gen- 
eral agents, will assume representation 
of the two companies for Louisiana and 
of the Manhattan Fire & Marine for 
Mississippi. 

Robert S. Greer, managing general 
agent of Jackson, Miss.. who has rep- 
resented the London for Mississippi with 
the exception of the Coast area, will 
hereafter have supervision of the entire 
state for that company. Douglas Wat- 
son who has heretofore supervised Loui- 
siana for the two companies and the 
Mississippi Coast area for the London, 
will become associated with the Steckler 
General Agency at New Orleans. 


James M. Crosby, Sr.. Dies 


James M. Crosby, Sr., 85, who until 
about a year ago had been active in 
the J. S. Crosby Company agency at 
Grand Rapids, Mich., and who was one 
of the early leaders in the Michigan 
Association of Insurance Agents, died at 
his home in Kent Hills March 8. 

Both Mr. Crosby and his son, James 
M. Crosby, Jr., the active head of the 
agency in recent years, served as presi- 
dents of the Michigan Association, the 
father in 1915 and the son in 1937. The 
agency is one of western Michigan’ s old- 
est, having been founded in 1858. 

Mr. Crosby is survived by his widow; 
by two other sons, Moreay S., Grand 
Rapids, and Willard B., New York; two 
daughters, Mrs. W. Bachmann, 
Grosse Pointe, Mich.. and Mrs. Camp- 
bell H. Steketee, Grand Rapids; 
grandchildren, and one great-grandchild, 
James Crosby III. 
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EBNER DUBUQUE PRESIDENT 


Ernst Chairman a in Board; Schrup, Jr., 

Vice Pres. and Sec’y; Pabst, Handley 

and Land Vice Presidents 

At the Dubuque Fire & Marine’s 69th 
annual meeting, Norman B. Shaffer, 
president of the First National Bank of 
lowa City, Iowa; Milton D. Ebner, and 
Charles J. Schrup, Jr., were added to 
the board of directors. 

At the meeting of directors, the fol- 
lowing officers were elected: chairman 
of the board, Dan W. Ernst; president, 
Milton D. Ebner; vice president and 
secretary, Charles J. Schrup, Jr.; vice 
presidents, John Pabst, F. Earle Handley 
and Neil Lang; treasurer, A. J. Klein- 
schmidt. 

Mr. Ernst, who is president of the 
American Trust & Savings Bank, has 
been a member of the board of the in- 
surance company for a number of years. 
The new president, Milton D. Ebner, 
joined the company in April, 1947 as vice 
president and comptroller. He was later 
advanced to vice president and secretary, 
and in December, 1951, was elected ex- 
ecutive vice president. He is a native of 
Illinois and was educated at the Uni- 
versity of Illinois. Mr. Ebner entered in- 
surance in 1927 as an examiner for the 
Illinois Insurance Department. He was 
with the department for eight years. He 
then became the manager of the Build- 
ers and Manufacturers Casualty of Chi- 
cago. In 1938 he joined the firm of Chase 
Conover & Company of Chicago, as an 
insurance consultant. 

Mr. Schrup, Jr., is a native of Iowa, 
was educated at Loras College in 
Dubuque, Iowa, and is a son of the 
late president, Charles J. Schrup. He 
has been in the company ranks since 
early 1948 and has acted in the capacity 
of special agent in the company’s Kan- 
sas City office and underwriter in the 
inland marine and fire divisions of the 
company. 

Mr. Handley and Mr. Lang have been 
associated with the company for many 
years. Prior to this advancement they 
held the office of second vice president. 


Freedoms Foundation Again 


Honors Fireman’s Fund 

For the third consecutive year, Free- 
doms Foundation at Valley Forge has 
honored Fireman’s Fund Insurance Com- 
pany for its contribution toward a bet- 
ter America. During a regional presen- 
tation ceremony in San Francisco this 
month, 1951 honor medals will be pre- 
sented to the Fireman’s Fund Record, 
company publication, and to Nelson Val- 
jean, its editor “for expression of an un- 
wavering platform—designed to help re- 
vitalize interest in the principles on 
which America was founded—through a 
series of planned editorials on topics of 
concern to every American.” 

Medal awards were the highest given 
in the “company publication” category. 
In 1949, Fireman’s Fund was honored 
with a medal award and in 1950 with 
both a medal and cash award for its 
institutional advertising on free enter- 
prise. 

The Record’s editorials dealt with such 
diverse topics as waste in government, 
the need for good governmental house- 
keeping, the Washington scene in gen- 
eral, inflation, MacArthur’s return and 
the Kefauver hearings. 

Freedoms Foundation at Valley Forge 
is dedicated to the principle that free- 
dom belongs to all the people, and that 
only by the thoughts and acts of their 
everyday lives can the American people 
preserve and extend their freedom. To 
this end, Freedoms Foundation acts to 
encourage all citizens to “speak up for 
freedom” and to reward them for doing 
so. 


LOUIS H. FREDERICK DIES 
Louis H. Frederick, 92, active in the 
real estate and insurance business in 
Pittsburgh for many years, died recent- 
ly in the Masonic Home at Elizabeth- 
town, Pa. He was one of the organizers 


and a former president of the Hill Top 
Bank, 


Exclusion Cases 


(Continued from Page 36) 


no encumbrance and failure to state 
that there is an unpaid balance due does 
not void the policy. 

“There must be an actual mortgage, 
conditional bill of sale or bailment lease 
executed in order to come within the 
meaning of the encumbrance clause. A 
mere credit transaction even though un- 
disclosed to the insurance company does 
not void the policy. 

“We come now to the second impor- 
tant exclusion with reference to secre- 
tion by a bailee, or other person in law- 
ful possession of the automobile. 

“In the case of Williams v. General 
Motors Acceptance Corp., 7 S.E. 2nd 
402 (Ga.) the policy contained the usual 
clause that this policy does not cover 
loss or damage due to wrongful con- 
version, embezzlement, or secretion by 
a mortgagor, vendee or lessee or other 
person in iawful possession of the in- 
sured property under a mortgage, con- 
ditional sale, lease or other contract or 
agreement, whether written or verbal. 

“The car was given to one who was 
to purchase it after trying it out. He 
absconded with it. It was held that this 
does not bar recovery under the policy 
since the contract specified means some- 
thing similar to the words preceding it 
and did not refer to a mere bailee. The 
effect of this decision is that in order 
for the policy not to be effective, the 
person in possession must be one who 
holds under a conditional sales agree- 


ment or bailment lease or similar docu- 
ment. It does not apply to a mere bailee. 

“In the case of American Fire & 
Casualty Co. v. Barfield, 60 S.E. 2nd 
383 (Ga.) Court of Appe: ils, the exclu- 
sion clause provided that no liability en- 
sued if the car was converted, embezzled 
or secreted by an person in lawful pos- 
session under a bailment lease, condi- 
tional sale, mortgage or other encum- 
brance. 

“The car was actually stolen by a 
bigamous husband of the plaintiff who 
procured possession of it with the story 
he was taking it to the garage for re- 
pairs. He later abandoned the plaintiff 
and sold the car to some third party. 
It was held that his possession was not 
stated in the exclusion clause and the 
company was held liable under the com- 
prehensive policy. 

Limited Possession No Bar to Recovery 

“In the case of Allen v. Berkshire 
Mutual: Fire Ins. Co., 168 Atl. 698 (Vt.) 
the purchaser who was trying the car 
out was told to pay or return the car. 
He first gave back the keys and when 
the owner was going to drive it back, 
then and there, he agreed to drive it 
back to the assured’s garage the follow- 
ing Monday. He failed to do this and 
absconded with the car. 

“Tt was held that the person who 
caused this loss held it under a limited 
possession not contemplated under the 
policy provision which I have mentioned 
and that a recovery could be had. It 
seems that where possession is given 
for a bare limited purpose only and it 
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What Atlantic Offers 
Producers In 195 


VA strong mutual company offering 
many forms of participating contracts. 


V A sound stock company with the same management ex- 
perience, writing a general business on a non-participat- 


VA 110 year tradition of claim settlements designed to 
produce satisfied clients for both company and producer. 


¥ A consistent program of nation-wide advertising—featur- 
ing our belief that the public is best served through the 
competent, independent agent or broker. 


Vv 22 branch or service offices from coast to coast, adminis- 
tered through three fully-staffed divisional headquarters. 


HOME OFFICE DIVISION 


49 Wall Street 
Newark 
Richmond 


MIDWEST DIVISION 
141 Jackson Boulevard 


Indianapolis 


PACIFIC DIVISION 
Head Office - 361 California Street - 


Los Angeles 
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is used beyond that purpose, there is 
no voluntary delivery of possession 
which voids the policy. The opinion of 
the court well states this general rule: 

“‘Nor does the provision exempting 
from the risk assumed a w rongful con- 
version, .embezzlement, or secretion by a 


caeaa property under a . mortgage, con- 
ditional sale, lease, or other contract, 
written or verbal, relieve the defendant 
of liability. Under contracts of mort- 
gage, conditional sale, or lease, the 
mortgagee, vendee, or lessee has ob- 
tained a certain interest in, or title to, 
the property itself. 

“*A& naked bailee has no such interest 
or title, and the contract of- bailment 
is not at all of the same nature or char- 
acter as the contracts specifically men- 
tioned. It is a rule of construction that 
when words of a particular description 
are followed by words of generai im- 
port, the latter can be held to include 
only things similar in character to those 
specially named.’ 

Lawful Possession Did Not Pass 

“In the case of Massachusetts Fire & 
Marine Ins. Co. v. Cagle, 214 S.W. 2nd, 
909, there was a comprehensive coverage 
policy. A prospective purchaser got pos- 
session of the car by giving a check 
which was no good. Title was attached 
to the check. The statements made by 
the purchaser were found to be patently 
false. It was held that lawful posses- 
sion never passed because of the pre- 
conceived plan and trickery. The wrong- 
doing vitiated the entire transaction and 
the loss was covered. 

“In the case of McConnell v. Fire- 
man’s Fund Ins. Co., 178 F. 2nd 76, Cert. 
Den. 70 Supreme Court, 840, it was held 
that a dealers’ policy covered a theft 
by a prospective purchaser who abs- 
conded with a car on ground that it was 
covered by the policy while being dem 
onstrated and that the possession did 
not voluntarily go to the wrongdoer. 

“There are, however, contrary deci- 
sions in which the courts have held that 
where the assured voluntarily permits 
someone else to take possession of the 
car even though such possession is ob- 
tained by trickery, the liability is sus- 
pended under the policy. 

Affect Moral Hazards 

“In recapitulation, we might say that 
these two clauses are of great value to 
the insurance comnanys since they affect 
moral hazards. Insurers have a right 
to know whether or not property is 
mortgaged because the less financial in- 
terest an assured has in the property, 
the more prone he is to be careless with 
it and the more possibility there is of 
loss. 

‘By the same token, an insurer might 
not care to assume risks as to the moral 
hazards of conditional vendees and 
others to whom a car is entrusted. It 
may be one thing to insure a known 
person. It may be another to insure a 
conditional vendee or other person to 
whom possession may be given but who 
may be entirely untrustworthy. More- 
over a party in possession of an auto- 
mobile under a valid agreement pos- 
sesses all the exterior evidences of own- 
ership and can readily spirit away the 
car making the risk of loss thereby 
greater. 

“However, as I have pointed out, al- 
though these clauses seem quite unam- 
biguous on their face, each case must be 
examined as to its own facts since it is 
quite possible that despite the express 
verbage in the policy, there may still 
be liability under varied conditions.” 


Big Bill 


(Continued from Page 25) 





state of public order in Egypt to assume 
riot commitments in that country, par- 
ticularly in Cairo, only with great cir- 
cumspection; and what is technically 
called an ‘apprehensive period’ has been 
in operation, so far as tariff companies 
are concerned, for several years. Con- 
sequently, claims under riot covers will 
probably amount in the aggregate to an 
important but not serious figure and the 
loss will, of course, be spread inter- 
nationally by reinsurance.” 
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Auto Claims Assn. Hears Gwertzman 


On Decisions Affecting Exclusions 


New 


reviewed cases 


Max J. Gwertzman, well known 
York insurance attorney, 
bearing on two important exclusions in 
the comprehensive automobile, fire, theft 
and collision policy when he addressed 
Association at 


New 


Automobile Claims 
Miller’s Restaurant, 


the 
its meeting at 


York City, on March 13. President 
Edward D. Meserole presided and it was 
announced that the annual dinner and 


entertainment would be held on Friday 
evening, April 25, at the Downtown Ath- 
letic Club. Attendance be limited 
to 300 persons. The annual meeting and 
election of officers of the association will 
1or 


will 


be held the luncheon session set 
Thursday, April 10. 

Mr. Gwertzman’s address, citing nu- 
merous court decisions bearing on the 


two exclusions, follows: 


‘The exclusions in the auto physical 


damage form under consideration are 
these: 

“1 This policy does not apply: 

‘A. Under any of the coverages, 
while the automobile is subject to any 
bailment lease, conditional sale, mort- 
gage or other encumbrance not specifi- 
cally declared and described in the 
policy. 

“"G. Under coverage & D (compre- 
hensive loss and theft loss) to loss due 
to conversion, embezzlement or secre- 
tion by any person in lawful possession 
of the automobile under a_ bailment 
lease, conditional sale, mortgage or other 


encumbrance.’ 


“I have received several requests for 
definition of bailment lease and _ the 
thought has come to me that there may 


be some ambiguity or misapprehensions 
as to the true meaning of bailment lease 


as used in the policy. It is with that 
thought in mind that I have prepared 
information that might clarify what a 
bailment lease really is. 


“IT was informed about a year ago that 
a company had denied liability to an 
insured under the following facts: 


Bailment Lease 

“It appears that the insured were 
owners of a certain truck; they had no 
interstate commerce rights. However, 
from time to time they transported mes it 
from Cleveland, Ohio, to New York City. 
In order to overcome the lack of inter- 
state commerce rights, they entered into 
an arrangement with an interstate com- 
mon carrier in Cleveland to lease their 
truck to them for the period of the trip 
and to pay 40% of their gross charges 
for the privilege of running the truck un- 
der the rights of the interstate carrier. 

“On the return movement while the 
truck was parked at an overnight diner, 


the driver was told to park further oft 
the road and in doing so, the truck 
slipped over an embankment and was 


completely wrecked. The company which 
carried the fire, theft and collision de- 
nied liability on the. ground that there 
was no. coverage because the truck was 
under a bailment lease at the time this 
occurred. After I explained the situa- 
tion properly to them, they changed 
their stand and paid the loss. 

“Tt should be noted that 
‘bailment lease, conditional 
gage or other encumbrance’ 
together, and as a matter of 


words 
sale, mort- 
are used 
fact they 


the 








are for all practical purposes the same 
type of document. A bailment lease is 
a form or conditional sales agreement 
used in the State of Pennsylvania. It 
provides in effect that possession of an 
automobile is given to the purchaser 
with the provision that he is to pay a 
certain monthly installment amount to 
be credited to the total purchase price. 
When the total purchase price has been 
paid in accordance with the monthly 
installments, the full title shall revert 
to the purchaser. This is the same type 
of transaction which is called the condi- 


tional sale in New York and _ other 
states. 
Conditional Sales Agreement 
“In a conditional sales agreement, the 


goods are sold with the reservation that 
title is to remain in the seller until the 
purchaser has completed the payment 
of the article. If the purchaser defaults 
in the payment of any portion of the 
payments stipulated under the agree- 
ment, the seller has the right to retake 
the article without any further notice. 

“A mortgage transaction is usually an 
arrangement where the mortgagor stipu- 
lates that in consideration of the ac- 
ceptance from the mortgagee of the pay- 
ments stipulated in the mortgage, the 
mortgagee has the right to take the 
property at any time and sell it for the 
purpose of recouping the amount ad- 
vanced under the mortgage, if a default 
is suffered. 

“A bailment or a lease is a different 
transaction. In a bailment, the title of 
the property is never to pass to the 
bailee. The bailee is given custody of 
the goods for some particular purpose 
and for some particular period and at 
the end of that period he must give back 
the property. The same thing applies 
in a lease. The is given to 
the lessee who is to. pay rent but he is 
never to get title but at the end of the 
lease period he is to give back the pos- 
session of the article to the owner 
thereof. 

Insurance Clause Upheld 


“As a general rule in the absence of 
any statutes to the contrary a clause 
in a policy to the effect that there should 
be no liability when the automobile is 
encumbered by a lien not specifically de- 
clared in the policy is a valid and en- 
forceable provision. Sun Insurance Office 
v. Scott, 284 U. S. 177; Hanover Fire In- 
surance Co. of N. Y. v. Salter, 49 So. 
2nd, 193; Industrial Bank of Elizabeth 
City v. Resolute Fire Ins. Co., 26 S.E. 
2nd 862. 

“In the case of Pacific Fire Ins. Co. 
v. Cash, 57 S.E. 2nd, 708 (Ga.) the policy 
carrried an exclusion clause to the effect 
that it did not cover under any of the 
coverages while the automobile is sub- 
ject to any bailment lease, conditional 
sale, mortgage or other encumbrance 
not specifically declared or described in 
the policy. In this particular case there 
was an encumbrance. 

“However, the assured was not asked 
about it by the agent and the words no 
exceptions were placed after the word 
encumbrance in the policy. The court 
on appeal affirmed the holding of the 
lower court to the effect that the failure 
of the agent to inquire waived the en- 
cumbrance provision. 

“In the case of Hanover Fire Ins. Co. 
of N. Y. v. Salter, 49 So. 2nd, 193, it 
appeared that after the policy was issued 
a mortgage was executed but not made 
known to the company. The encum- 
brance or mortgage was in effect at the 
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time of the loss and it was held that 
the failure to disclose this information 
to the insurance company after the 


policy was issued violated the policy. 
Assured Had Two Policies 


“In the case of Badolato v. Common- 
wealth Mutual Life Ins. Co., 62 D & C 
678 (Pa.) the assured had two policies. 
One showed a chattel mortgage and the 
other did not. It was held that the 
latter policy did not cover because of 
the exclusion clause with reference to 
encumbrances and the only policy which 
was in effect was the policy which 
showed the mortgage. 

“Contributing or pro-rata insurance 
did not apply because of the fact that 
the second policy was definitely out of 
the picture by reason of the encum- 
brance clause. 

“In the case of Simpiombato v. Royal 
Insurance Co. 149 N.E. 666 (Mass.) a 
policy was issued to the plaintiff and 
carried a clause to the effect that the 
Willys Overland Co. was payee as its 
interest might appear. There was noth- 
ing in the policy itself to indicate that 
there was any mortgage on the prop- 
erty. It was held, however, that the 
loss payee clause was sufficient to put 
the company on notice that there was 
a mortgagee involved without the spe- 
cific mortgage endorsement being placed 
in the policy itself. 

Where Mortgage Is Not Valid 

“In the case of Beckley v. National 
Fire Ins. Co. of Hartford, 190 N.W. 954, 


the mortgage which was placed on the 
property turned out for some reason to 


be void. The mortgage itself was not 
listed as an encumbrance. It was held 
by the court that the policy was still 


valid because of the fact that the mort- 
gage was not a valid encumbrance. In 
order to take advantage of the encum- 
brance clause, the encumbrance itself if 
not listed on the policy must be a valid 


lien. If for some reason or another it 
is an invalid lien, it. does not vitiate the 
policy. 

“In the case of Ronca v. British & 


Foreign Marine Ins. Co. Ltd. of Liver- 
pool, London, 172 Atl. 475 (Pa.) 214 Pa. 


449, the policy was payable to one 
Ronca, the assured and Monroe Staieffer 
as his interest might appear. No ‘en- 


cumbrances were listed at the point pro- 
vided therefor on the policy but Staief- 
fer was the legal owner under a bail- 
ment lease defined as a conditional sales 
agreement. It was held that the loss 
payable clause overrides the other por- 
tion of the policy and places the com- 
pany on notice of an encumbrance and 
the policy was, therefore, held valid 
although the encumbrance was not spe- 
cifically mentioned in the policy. 

“In the case of Stallings v. Fidelity & 
Phoenix Fire Ins. Co., 28 N. E. 2nd 322, 
306 Ill. App. 235, the assured had pur- 
chased a car under a conditional sales 
agreement supported by notes. He failed 
to list the conditional sales agreement in 
the policy and it was held that this was 
an encumbrance which should be listed 
in the policy and the failure to do so 
provided a good defense to the company. 


Policy Is Held Void 


“In the case of Goldberg v. Knicker- 
bocker Ins. Co. of New York, 82 Pa 
Superior Court 302, we have a good il- 
lustration of the workings of a bailment 
lease. In that case the plaintiff pur- 
chased a car from a dealer for $1,475. 
He made a cash payment and made 10 
notes of $88.50 each in further monthlv 
payments. He signed a bailment lease 
which gave possession to him but re- 





——= 


served title to the dealer until the notes 
were paid. 

“He made no mention of this in the 
policy and it was held that the policy 
was void because he was not the sole 
and unconditional owner and_ because 
the car was encumbered by a bailment 


lease. To the same effect see Schloss y. 
Importers & Exporters Ins. Co., 83 Pa 
Superior Court 426. 5 

“In the case of Cottingham v. Mary- 
land Motor Car Ins. Co., 168 N. C. 259. 
Anno. Cases 1917 B 1237, on June 14 
1913, the defendant issued a policy in- 


suring the plaintiff's automobile. On 
September 19, 1913, a chattel mortgage 
was executed. On September 22, 1913, 
three davs later, the mortgage was satis- 
fied and canceled. On September 26, 
1913, the automobile was destroyed by 
fire. 

was the usual encumbrance 
clause in the policy but the assured at 
no time notified the company of the ex- 
istence of this mortgage. It was held 
that the general rule as followed by this 
case is that when the mortgage without 
permission or endorsement on the policy 
is placed on the automobile, coverage is 
immediately suspended but the coverage 
is revived after the satisfaction or can- 
cellation of the mortgage. If a loss oc- 
curs after the extinction of the mort- 
gage, the loss is covered. 

“In other words, the general rule ap- 
pears to be that a mortgage to operate 
as a proper encumbrance which permits 
a company to deny liability must be in 
effect at the time of loss. If the mort- 
gage is executed during the life of the 
policy but before the loss occurs even 
though it is not endorsed on the policv, 
it will not avail the company as a de- 
tense. 

Credit Transaction Does Not 
Void Policy 

“In the case of Zapputo v. Northern 
Ins. Co. 167 Atl. 298, Pa., it was held 
that if an outright sale of a car is made 
but some of the purchase price is to be 
paid later by the owner based on a 
credit extended to him, there is in fact 
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Cushman Makes Analysis 
Of Wunderlich Opinion 


ADDRESSES SURETY PRODUCERS 


Asks Why Theiscniuiniat Should Make Its 
Agents Both Judge and Jury; Deci- 
sion Harms Contractor and Surety 


Edward H. Cushman, Philadelphia at- 
torney and authority on governmental 
contracts, speaking before the National 
Association of Surety Bond Producers 
at Chicago, March 17, analyzed the de- 
cision of the Supreme Court of the 
United States in me famed Wunderlich 
case, saying in part 

“On November 26, 1951, the Supreme 
Court of the United States (three judges 
dissenting) handed down a decision in 
favor of the Government and agai inst 
a contractor which has had the unique 
distinction of not only arousing the con- 
struction industry, contractors, subcon- 
tractors and surety underwriters, but 
has likewise alarmed the Comptroller 
General of the United States. That case 
was the celebrated case of United States 
vy. Wunderlich, and legislation is now 
pending to change this court-made law. 


Contained Standard Disputes of 
Facts Clause 


“In this case the contractor entered 
into an agreement with the United 
States to construct a dam in Southern 
Colorado. It was to be paid unit prices 
for most items of work. The contract 
contained the standard article 15 Dis- 
putes of Fact clause and also the new 
provision in the specifications which the 
Supreme Court ruled upon in the Moor- 
man case. The Court of Claims held 
that the contractor was entitled to re- 
cover upon contested claims the sum 
of $164,760.83. The largest claim so 
allowed grew out of the provision in 
the contract that when the contractor 
was ordered to perform extra work for 
which no price could be set by agree- 
ment, the work should be paid for at 
actual necessary cost, as determined by 
the contracting officer, plus a_percent- 
age for superintendence, general expense 
and profit. 

“The dispute was with respect to the 
actual cost of the work and the parties 
disagreed with regard to the allowance 
to be made for the use of the contrac- 
tor’s equipment in performing the extra 
work. The Court of Claims found in an 
amount considerably in excess of the 
figure computed by the contracting offi- 
cer and somewhat less than the amount 
claimed by the contractor. 

“The Government appealed, and the 
Supreme Court reversed the decision of 
the Court of Claims. The opinion of the 
majority is by Mr. Justice Minton who 
stated in part: ‘This Court has consist- 
ently upheld the finality of the depart- 
ment thead’s decision unless it was 
founded on fraud, alleged or proved. 
So fraud is in essence the exception. 
By fraud we mean conscious wrong- 
doing, an intention to cheat or be dis- 
honest. The decision of the department 
head, absent fraudulent conduct, must 
Stand under the plain meaning of the 
contract.’ 

Justice Douglas Dissents 

“Mr. Justice Douglas (with 
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DONALD BORDEN SMITH 


The election of Donald Borden Smith 
as a director of the General Reinsurance 
Corporation and North Star Reinsurance 


Corporation, 
announced. 
has been assisting 
vestment iviti 
will continue. 
a general 


its fire affiliate, has been 
For some time Mr. Smith 


the group in its in- 
in which work he 


In wage Mr. Smith became 


of Scudder, Stevens 


& Clark and a eee partner in 1951. 
He is also special financial adviser to 


the trustees 
Prior to his entry 


the Ford Foundation. 


into the investment 


field, he taught at the Harvard Graduate 
School of Business. 


KELLY 


IS ELECTED PRESIDENT 


Was Acting Head of Lumber Mutual; 
Lovejoy Is Director; Dowling Execu- 


tive Vice Pres.; 


Wiberg Secretary 


D. Theodore Kelly, who has served as 


acting 


Casualty 


cember, 
Silver 
annuz il 


same meeting, 


Mutual 


of Lumber 


Insurance Co., since last De- 
ong TF the late Thomas H. 
a president at the 
of 
"Phowas E. 


the board. At the 
Lovejoy, Jr., 


president of the Manhattan Life Insur- 


ance Co., 
F. Dowling, 
manager, 
president, 
has been 


was elected a director; William 
vice president and general 
elected 
and Herbert G. Wiberg, who 
Lumber Mutual for 29 


executive vice 


years, was named secretary. 


Mr. Kelly, 


who is also vice president 


and general counsel of the Manhattan 
Life, will continue in that position. 


Mr. 


of the 


who became president 


Life in August, 1950, 


152 trustee of a Manhattan Savings 


Bank, chairman of 
of the Mortgage 
America, 


the clinic committee 


3ankers Association of 
Director of the Grand 


Jury Association of New York County. 
Mr. Dowling joined the Lumber Mu- 


tual in 


with the New 
Compensation 


Mr. Wiberg was formerly 
York State Workmen’s 
Rating Board. 


H. PHELPS SMITH 

H. Phelps Smith, Nashville, Tenn. 
was reelected president, National Asso- 
ciation of Surety Bond Producers, at the 
annual meeting, Chicago, March 18. 
With him were reelected all other of- 
ficers: S. Hammond Story, Atlanta, 
first vice president; Carl Dauksch, Co- 
lumbus, Ohio, second vice president; A. 
L. Carr, New York, third vice president; 
James B. McKee, Nashville, secretary- 
treasurer; Edward H. Cushman, Phila- 
delphia, general counsel. 

The executive committee was. en- 
larged to 18 members. The new members 


are: M. L. Taylor, Los Angeles; R. 
Lewis Patton, Charlotte, N. C.; L. Wen- 
dell Phillips, Houston, Tex.; Victor S. 


Risley, Portland, Ore.; Robert F. Olson, 
Chicago; Glen E. Wilkenson, Detroit; 
Mrs. W. H. Moore, Wichita, Kans.; 
Robert W. Thompson, Jr., Dallas, Tex.; 
Jack East, Jr., Little Rock, Ark. 

Holdover members of the executive 
committee are: H. F. Warner, Kansas 
City, Mo.; Erlon M. Dunlap, Auburn, 
Me.; Travis Bailey, cng Antonio, Tex.; 
William Ames, Jr., San Francisco; Wil- 
liam R. Phillips, "Birmingham, Ala. ; 
Henry C. Young, Washington, D. C.; 
James J. Lucy, New York; T. C. Field, 
III, St. Paul, Minn., and Charles H. Rit- 
ter, Denver, Colo. 


United States Guarantee 
Elects Magrath Secretary 


United States Guarantee board of 
directors elected Joseph J. Magrath sec- 
retary of the company at their meeting 
March 10. Mr. Magrath is also secretary 
of the Federal Insurance Co., both com- 
panies being members of the Chubb & 
Son Group. 


JONES GOES TO MINNEAPOLIS 

General Accident Fire & Life Assur- 
ance Corp., Ltd., and the Potomac In- 
surance Co. announce the appointment 
of Robert E. Jones as manager of the 
companies’ branch office in Minneapolis. 
Mr. Jones is a graduate of Lehigh Uni- 
versity in Pennsylvz ania. He joined the 
General Accident organization in Au- 
gust, 1946. Kenneth J. Grant, who since 
1945 has served as manager of the com- 
panies’ branch office in Minneapolis, has 
tendered his resignation. 





Tuchbreiter Announces 
NAIC Meeting Plans 


WILL BE HELD IN CHICAGO 





In Response to Commissioners’ Desires, 
Only Business Facilities Are Arranged 
by Industry Committee 


As general chairman of the insurance 
industry committee of the National As- 
sociation of Insurance Commissioriers, 
Roy Tuchbreiter, president of Conti- 
nental Casualty and Assurance Cos., has 
announced all preliminary arrangements 
for the &3rd annual meeting of the 
association, to be held in Chicago June 
22 through 25. Scene of the meeting is 
the Conrad Hilton Hotel. 

Director J. Edward Day of Illinois is 
honorary chairman and host Commis- 
sioner for the meeting. Neil C. Russell, 
manager of the _ Inter- Insurance Ex- 
change of the Chicago Motor Club, acts 
as co-chairman of the insurance industry 
committee; and Chase M. Smith, gen- 
eral counsel of Lumbermens Mutual 
Casualty Co., is the committee treasurer. 

Arranges Business Facilities 

Because of the large number of items 
on the agenda, the Commissioners are 
in general accord that the convention 
should be modeled after the recent New 
York meeting and the industry commit- 
tee is merely arranging facilities for 
business meetings and planning no 
activities other than a luncheon as part 
of the arranged convention program. A 
tea and style show is planned for wives 
attending. 

_Under the circumstances, representa- 
tives who will attend the meeting are 
asked to arrange for their own reserva- 
tions at the convention hotel or such 
other quarters as they desire. Early 
registration is urged, inasmuch as the 
meeting coincides with the second week 
of the furniture convention and accom- 
modations will be limited. 

Industry Committee Members 

The following are members of the 
honorary industry committees: 

Fred B. Ahara, president, Benefit As- 
sociation of Railway Employes; Richard 
F. Babcock, attorney; Charles E. Beck- 
er, president, Franklin Life Insurance 
Co.; S. Alexander Bell, manager, Illinois 
Bureau of Casualty Insurers; J. J. 
Cavanagh, executive vice president, In- 
ter-Insurance Exchange, Chicago Motor 
Club; L. D. Cavanaugh, president, Fed- 
eral Life Insurance Co.; H. Cleave- 
land, Jr., pres., Bituminous Casualty Corp. 

Also: Isaac H. Curtis, president, In- 
surance Brokers Association of Illinois; 
William D. Davidson, president, Chicago 
Association of Life ‘Underwriters; Roy 
L. Davis, Chicago manager, Association 
of Casualty & Surety Companies; Calvin 
Fentress, Jr., president, Allstate Insur- 
ance Co.; J. M. Fitzsimmons, treasurer, 
Modern Woodmen of America; William 
W. Hamilton, manager, Chicago Board 
of Underwriters; Thomas R. Heaney, 
high chief ranger, Catholic Order of 
Forestors; Eldridge H. Henning, vice 
chairman of the board of directors, Cen- 
tral Standard Life Insurance Co. 

Iso: Newell R. Johnson, associate 
general manager, American Mutual 
Alliance; David J. Kadyk, Lord, Bissell 
and Kadyk; Joseph L. Kania, .president, 
Polish Roman Catholic Union of 
America; Ralph H. Kastner, associate 
general counsel, American Life Conven- 
tion; James S. Kemper, chairman, Lum- 
bermens Mutual Casualty Co.; Lendon 
A. Knight, general attorney, Royal 
Neighbors of America; Paul McNamara, 
president, North American Life Insur- 
ance Co. of Chicago; George F. Manzel- 
mann, president, North American Ac- 
cident Insurance Co.; Russell H. 
(Continued on Page 49) 
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One Aetna Life American Fideli iler < achinery 
ne hundred and sixty-four companies Py a PR at asia 268,838 79,768  Wistuii's Cemmenention idelity $9 $ Boiler and Machinery..... 298 ae 
licensed in New Jersey produced a total ei 4°40? ¢ : tees See eee 
i Perr eerie 24,492 3,305 Liability Other Than Auto 18 TOTAI 0 > 
of $194,095,581 in net premiums last year Group A. & H. .......... 3,844,877 3,182,112. Auto Liability ........... 42 es peg ak ore genet = $260,205 ] 
in the casualty, surety and A. & H. Non-cance. A. & H. ...... 715 4,046 Auto Property Damage ... 29 16 American Sure 
y, t z t 
lines, c ympared with about $176,700,000 Workmen’s Compensation. A SR Dail led 5,134 Auto Physical Damage ... : 32 Svlere a MAVENE og 0G bass $1,231 $21 | 
in 1950 and with $162,800,000 in 1949. | $4,138,922 $3,274,365 Ie ical $16 ~=COGS  Warkeec’s Capen. oes ean 
This represents a gain of about 10% in Liability Other Than Auto 223/022 “cae ( 
1951 as compared with 1950, which com- Allstate American Guarantee & Liability Auto Liability ........... 578,331 225,646 
pares with an increase of over 8% regis- Asie TY on o3s shoes ay $2,230,753 $645,443 Maher See —_$9 “ — Shas f es gen 153,320 
tered in 1950 over the 1949 figures. This peed Physical eng a 595,288 387,162 Workmen’s Compensation . 68,416 42, 139 PD: Other es: “40.797 "ase 
figure for 1951 is not a complete total ~ E is atin Sha ne SI lac sseney eee Than Auto 49,773 21,615 PAGEY oils Kish terse 148,195 15°81 
for New Jersey as writings of one or TOTAG Sos 60 0cea 08 $4,258,210 $1,483,060 ‘a ag Re ie 127,865 98,641 Surety .............e eee. 196,047 43,459 ; 
; $e) I ) Auto Property Damage .. 83, or 48,728 Sr ee 37,555 23 I 
more companies are not included but it Auto Physical Damage ... -.-» Burglary and Theft...... 80,073 Pret ‘ 
is not far under the complete total. — American Automobile FP pamed Than Auto.. 5522 wae peed ee ! 
sapse hee clare Aas ery Cat ip Gee 45 Satis ee ee ees 21,055 r TAL 7 J 
Total net losses by these companies Workmen’  ienien 96 My oieaaa pte Cae 6063 ry TOTAL..........+. $2,237,861 $884,456 f 
last year are estimated at $100,133,275, Liability Other Than Auto 199/163 81,361 Burglary and Theft ...... 42,771 13,463 Arex Indemnity 
compared with the 1950 total of $83,- Auto Liability ........... 839,552 535,848 Boiler and Machinery .... 87,314 20,494 Workmen’s Compensation . $32,204 $32,486 
068,210 and with the 1949 total of $70,- Auto Property Damage .. 474,474 283,055 aaa a | | ality (Other than Arto; 34/620 "185 
I > 
: 4 . : Auto Physical Damage ... eee — 649 DEALS 52.5 vis oh ewes $492,543 $255,315 Atta CG DMItG 5 o5 600s ces 2,211 1,7 
604,384. The 1951 loss ratio, based on pp. Other Than Auto .. 69,107 18,507 Auto Property Damage ... 1,222 734 : 
net premiums to losses paid, was 51% Fidelity ................ 9,578 4,164 Abnevican “aieuh P. D. Other Than Auto.. "469 "7 I 
ee aR ce 7% j 5 i BUMP cku ine soosG es eee ees 1,603 Sides : Boiler < Machi i 
. with 47% in 1950 and with — Gurety + +-+sseeeee eee ee es 32°93) —so-ov.iia Accident & Health........ pa” Meare OO ee Oe ee 
Burglar i Dheft . 2... 80,165 52,40: pane —-—-- TO DATS cons ‘ 5 
Individual company results, which ap- ee eo » S.A65 ys 32,405 DO TAN iodide ~ $150, 794 $63,078 seats $09, 044 $35,162 
PS TOTAL. ccsnuces ons SB 0C148 ,250,15 ~ 
pear on this and following pages, point $2,081,481 $1,250,151 ‘ American Indemnity Group A. & pe me 2 A 
to continuance of keen competition TET RE ee i wh Os $8,823 $. Wawients cnainaitios See uae $12,410 
which prevails each year in New Jersey. American Casualty ghp..s Extended Coverage ....... 2,333 -+++ Liability Other Than Auto "24,798 “20194 
Production gains are spread among large romnony . — PEEPS reed ane eae on <3 Damage 2 fez: Auto Liability ........... 4,412 4,000 
and small companies Workmen’s Compensation . 586,558 332,645 Auto Lisbility. ~ ORK ere 111°703 30848 an Sesh ao “ a pat A 
The $3,000,000 mark in production was Liability Other Than Auto 282,956 91,569 Auto Property Damage .. 73,375 28416 Pp. D Ghee When Rate 12.004 = k 
reached and surpassed last year by 19 ame casas ees Sein coast 326,278 — Physical Damage ... 33,771 13.318 : : cares, aaa 
companies. The New Jersey Manufac- Auto Patel Vegaee 2. 073 10018 Giase sae hee —— 19803 10,724 Sp ere genes een > ee \ 
turers Casualty took the lead away from P. D, Other Than Auto .. 27,964 4.604 Burglary and Theft ...... 95456 4,492 Atlantic Casualt A 
the Travelers by a slight margin. The Fidelity 10,024 —293 — ——— Accident ............... $170 085 $21,779 A 
Aetna Affiliated Companies have moved Sufetv 30,856 28,966 See ee $329,876 $146,673 Auto Liability Seseorsccce SERS | SRE 4 
ila sa 1,2 31,886 Auto Property Damage... 946,702 333,451 : 
ne Renag + pseysel aoe Pag ge Burglary and Theft 65,080 18,071 American Mutual Liability —_ Physical Damage.... 897,431 358,492 : 
olitan L h post in 1951. Th ——— aircraft Physical Ds five & Whilts ci ossaccs. 298,711 ‘141,871 
Liberty — a ‘' fifth posi- TOTAL............ $3,014,793 $1,275,032 Accident hic pate potest 9.896 Sab TOTAI $4,046,097 $1,372,419 i 
tion with the ontinenta Companies, ‘ icitbinis Cian Indemnity ‘psy Ne aepeoaseneo Pi +4 11,051 BGS vase scecias ,046, 372, 
fat a i. & FRG hei Raat-. Qiedit gai. eee eee $88,818 06172 Warkeen’s Coumenmiion “Sa0eets 1 ep thd Bankers Indemnity 
entia nite ates retaining — ae ty} ReTneD ADHERE cg oko so asp ses 
c tec tat & G O50 WWOTAT crc, $88 818 $6.172 Liability Other Than Auto 209,249 31,923 soe k reginennene ws se $8, el “a 
the same positions in 1951 as in 195 , , Asto Taability 6.505.665 571,205 245,755 ; : Pheieeele: es 
I Auto P if D: 352'92 ec Workmen’s Compensation 741,304 416,784 A 
J uto roper om 352,227 77.6 Bad carps ~ + ge 5 fo oat 
The American Mutual Liability has ad r Diitiiin Maciaat ‘Ace Physical Damage 21 rr 343 ee Liability Other Than Auto 385,081 171,502 
vanced in rank and several other com- Baie = ra ee $7,925 $13 P. D. Other Than Auto. 104.451 25°163 ato Laetality .6..s ss occ 957,822 463,659 
panies have changed their relative posi- Exteniied Coverage 1001. “Yate 3880 Fidelity woos erne sn noes 1935 “y'4p3 Auto Property “Damage:.! 577,364 355,087 
‘ Sprinkler anc ater Dam. iE oe FE EE Pe ee eee 3.16 5s Auto lysica amage... D458 O15 S 
tions. The full list of leaders follows: meet. Civ. Co. ant a 14 sine se ile and Theft.... 21197 ‘1° HH a a Other Than Auto.. wg A 
nland Marine ........... 923 570 : pre n ee e es SS a 4,1 , I 
N. J. Manufacturers Casualty .$13,806,310 Accident ......2.2121221! 4,525 1.526 2. ee $4,400,024 $2,560,146 GIASS -»- +s aa eae ee eee 307 aa G 
Travelers Companies ee 13,564,487 OS Tak eee eh eee 8,054 5,847 = Burgl: ary and Theft...... 33; 747 42,324 V 
2 ‘ ST See 19,749 7,443 , 534,157 
Aetna Affiliated Companies... 9,949,566 Ww orkmen’s Compensafon 198,255 1126694 itens American ang 4 ee TOPAZ. ccreesun ss $2,969,160 $1,534,157 K 
i. A Aabilit the t 10! 357 4 38 SACCIGETE cee eeesecseeee 5, +) 
Metropolitan Life ........... 9,449,347 Kite Liability... es. 240°074 sv'o39 «Group A. & H. ...... ons  MOMSD. . BBSIS Bankers Life ; 
Liberty Mutual .............. 9,003,816 Auto Property Damage .. 146.785 64.579 Leg s Compensation . 136,642 39,968 Group A. | nee $71,725 $71,792 Pp 
° ° Auto Physical Damage ... 46,284 16.745 siability Other Than Auto —1,006 1,675 Leas ee Fi 
Continental Companies ...... 7,134,329 Pp D. Other Than Auto .. 15,264 2'0Rs ato Liability a. 66,429 25,851 TOTAL. 355:5c $71,725 $71,792 SI 
: : SeRister ea te ean sor 3.067 = Auto Property Damage .. 52,574 19,428 ( 
Hartford Accident & Indemnity 6,241,942 CINE NY «+--+ -sserec sess Sate oe Anes Chisel Daneae ... 267198 82°60 ee ee ee pe ee . 
Pigbithel @ Bccccsa eukmck ound GRPOB  Wlaks cc oes eee css 14.564 12056 P- D. Other Than Auto.. 473 78 Seve A. Ane vette eee es 7. + a 
a Burglar d Theft ..... 26.216 69 ’ —_—— —— Accident Only .......... 6, ’ 
United States F. & G......... 4,830,977 Boiler CAE og A nial iu S 22,858 3193 BO Dae siete oem $507,705 $218,527 Accident and Health...... 9,131 3,689 
Royal-Liverpool Ins. Group... 4,784,592 Rs chee Wee ee Sad Hosp. and Med. Expense 8,275 3,184 
icin Manel Liability 4,400,024 ere ess con eeGeckcs $890,556 $354,068 American Re-Insurance TOTAT s $23,776 rats $8,363 G 
+++ 4,400, re [ct gee a a $786 $3, 912 ae are wns : : A 
Se ana een aoe eer 4,258,210 American Fidelity & Casualty BRAN, ot saga, sauce cos 680 95 A 
Atlantic C It 4.046.097 Aircraft Physical Damage $2,261 $315 Workmen’s Compensation . 62,662 21, 037 Pegs oor of naiwe pare a N 
amtsc Casualty ............ 046, Workmen’s Compensation . 419 .... Liability Other Than Auto —_77,901 Accident and Health...... 78;386 44,432 
Indemnity of North America.. 3,884,500 Liability Other Than Auto 9,000 200 Auto TARO. 2.0 3s<...%..5 210,098 204,587 Hosp. and Med. Expense 11,452 5,378 
: « Attilio DARVNUT: 53 ds 5 02000 897,076 479,047 Auto Property Damage. 44,236 ie ae ls sdeaebi ————e 
Fidelity & Casualty........... 3,694,256 Auto Evaerty ppamage es 277,963 201,383 -P. D. Other Than Auto. 36,426 Ge MOT A Se enescncecn $90,626 $52,851 
Maryland Casualty Lo ceeees 3,380,972 Auto Physica amage ... 168,530 53,841 PT sae aonss eaea ees 34,583 16,515 
L f C Cc eae ot parent P. D. Other Than Auto.. 954 271 EON Sibson swe ates eis 131,468 13,378 Car & General 
oyalty Group Companies ... 3,251, ————  —————— Glass... 2.22. eeeeeee 141 pits AOU ONE Liebe oc chee $.... 
5 NST ASs, onc aes see $1,356,203 $735,057 Burlary and Theft....... 5,163 381 Workmen’s Compensation . $126,746 $82,642 
General Accident ............ 3,177,964 
" ‘spite Liability Other Than Auto 39,690 10,888 
American Casualty .......... 3,014,793 Auto Liability .......... 192/988 65,108 
| - Y gored Property eeaeer<- a 57,090 
’remiums and losses by stock and . Auto Physical Damage.... 1,26 sees 
2 Established 1925 P. D. Other Than Auto.. 5,803 772 
mutual carriers, line by line, are listed Fidelity 505 —/1 
alphabetically, as follows: SEE SN ot eaeea IR 3,123 sees 
Net Net Losses NEW JERSEY CLAIM SERVICE BUREAU on gti eegse aeapaie 5/517 288i 
Premiums P. aid ] | Commerce St. Newark 2 N J Burglary and DME cuss 10,487 1,600 
Aetna Casualty & Sarety Z pea aa “4 7 220,910 
seer and Water Dam. ae oo $27,204 Phone: Mltchell 2-7080 Seen e TaPseN tens eer = 
Workmen’s Compensation. 2,255,752 884,060 Fire crantioneniia a $ At 
Liability Otl r 587 ae __ NRO er tome wae 
Auto Liability” eee a ee 573.008 c . - Woteee omens 2,197 769 x 
on A c tT, O96 249,79 9- orkmen’s Compensation . . ¥ 
pote oe .- es ae saeas2 omplete Workmen's Compensation - Casualty Liability Other Than Auto ‘ 963 = 
an / - 27,284 629 ° ° ° Atito Liability ......5005-'s 4 
rE idelity SRN eee 128,327 21,427 Facilities — Investigations — Hearings — Payments Auto Property Damage... 1,151 895 
"IR gt Coen 62.096 36950 Auto Physical Damage. . 437 seer 
Bur lary ‘and Thi ft wi eae 227405 335 P. D. Other Than Auto... 4 163 see Gr 
g DEE ss 5s05 7,405 63,321 ‘ Rinks hme tices oh ala gon, 64 288 N 
Boiler and Machinery’: :. 813 810 BRANCHES: Sergey sok Wace. 88 ‘ H, 
: iaeencnenneon ited ee ATLANTIC CITY JERSEY CITY Ce, Tees + 
(uty | Ceereeeenep ry: $5,810, 644 $2,103,966 pec REESE aS F $2,515 
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Net Net Losses 
Premiums Paid 
Central Surety & Ins. Corp. 
ee SF ae $11,840 $27 
Extended COVETORE vv'cx =. 3,185 63 
Inland Marine .......... 1,764 321 
Aircraft Physical Damage. 406 448 
Accident Ee? ee PN 780 138 
Workmen’s Compensation . 116,659 86,479 
Liability Other Than Auto 90,568 46,120 
Auto Liability ........... 261,813 113,874 
‘Auto Property Damage. 154,776 70,722 
Auto Physical Damage.. 109,675 62,315 
p, D. Other Than Auto.. 8,898 3,094 
Fidelity 1,762 —555 
Surety 12,267 4,200 
Glass 15,638 17,733 
Burglary and Theft...... 21,744 8,656 
TODAS san cn aces $811,775 $413,635 
Century Indemnity 
MEPMOTIE  «3;-4:0.9ancae.S e acealoe 7465 $3,851 
Mth. .< aimee 1,258 
Geep A. & Bo... csecce 4,665 12 
Workmen’s Compensation . 433,357 249,861 
Liability Other Than Auto 295,704 75,854 
to Liability... ccs vecee 616,175 232,365 
Auto Property Damage... 351,109 170,743 
Auto Physical Damage... 6,582 335 
Pp. DP. Other Than Auto.. 41,392 7,148 
Fidelity 39,392 7,628 
Surety 54,132 9,649 
Glass 41,484 28,833 
Burglary 142,101 47,542 
TOCA sacs cee ee $2,035,816 $834,214 
Citizens Casualty 
Workmen’s Compensation . $32,192 $35,331 
Liability Other Than Auto 23,929 29,312 
Mito LARDIHIEY. 5:0's:6 wx<'0's 6/02 7,364 76,714 
Auto property damage.... 27,754 40,937 
Auto Physical Damage... 131 105 
Pp. D. Other Than Auto.. 2,610 497 
TOPAG coos scenery $143,980 $182,896 
Coal Operators Casualty 
Workmen’s Compensation . $81,563 $375,598 
Liability Other Than Auto 3,899 69,188 
P. D. Other Than Auto.. , 2,804 8,426 
POT AN sch eee esse $88,266 $453,212 
Colonial Surety 
Auto Physical Damage.... $4, $1,956 
TOTABR is icevov ews $4,838 $1,956 
Columbia Casualty 
RE vc claga bun sses ss $2,876 $1,170 
MRD i.ssolecdmhinta lad re srethukints-s 360 319 
Workmen’s Compensation . 34,717 14,150 
Liability Other Than Auto 21,706 6,455 
POD LAGUBICY. .c.ossnss veo 47,715 29,687 
Auto Property Damage. . 26,611 13,982 
Auto Physical Damage. . 34 sas 
P. D. Other Than Auto. 1,846 79 
BEB coooca cae eek 5,676 186 
Re re 6,210 dale 
DOE << ic eenge ene news vie 2,753 3,511 
Burglary and Theft....... 9,907 1,469 
Boiler and Machinery.... 36,488 759 
TOTAL ain 0¥eee ts $196,899 $71,767 
Columbus Mutual Life 
MR ORIE. {5 sda5 wiesaca' sone $15,734 $3,458 
(AC). ull, LAP erry $15,734 $3,458 
Commercial Insurance Co. of Newark 
Sprinkler and Water Dam. $430 $792 
ES ESE ate 42,335 31,423 
IE. se OR Son eo ake 34,617 15,984 
Ren) IK We eas’ v0 5 0.8 963,593 567,746 
Workmen’s Compensation . 77,564 55,816 
Liability Other Than Auto 211,576 64,282 
tO: LIGBURY. ois 5 5\0.0'e-0.0 8% 669,275 297,865 
Auto Property Damage... 392,353 180,992 
Auto Physical Damage.... 3,052 1,332 
P. D. Other Than Auto.. 11,230 1,090 
SE i545 cash heme «Sle 4,396 7,667 
UES. cexcvavealucas be eeisemas 55,601 6,420 
SS arr 42,618 11,602 
Burglary and Theft....... 47,907 13,628 
WADE os hk ick soe $2,606,547 $1,256,639 
Connecticut General Life 
REO: A Me ER, sh avere oscviave 2,084,582 $1,609,475 
Mocigent Oy ie deicsc ess 6 136,164 32,790 
Accident and Health...... 25,803 5,377 
Non-Cancellable A. & H... 4,714 2,323 
TOAD iig sits cosets $2,251,263 $1,649,965 
s Connecticut Indemnity 
BES soos ana tescek cole $17,426 $4,041 
Extended Coverage ...... 4,117 37,221 
Sprinkler and Water Dam. 31 32 
Inland Marine .......... 4,055 635 
Workmen’s Compensation . 10,071 7,715 
Liability Other Than Auto 6,553 10,412 
Auto Liability .....5.0.5+ 25,968 11,592 
Auto Property Damage.. 13,916 8,778 
Auto Physical Damage.. 6,325 4,318 
D, Other Than Auto. 582 81 
Fidelity Stade tata eater oie 321 elaine 
ENE io oe asia sien erases 1,842 E7f2 
Burglary and Theft...... 2,578 317 
TOPAL ios keds sees $93,785 $86,914 
Consolidated Underwriters 
Rito Liability .4..20<...6 $2,234 | Pe 
Auto Property Damage... 1,240 609 
Auto Physical Damage... 1,714 280 
DEERE es oes eass $5,188 $889 
Continental Assurance 
top: Al Bo) oe ac $1,895,096 $1,478,291 
Non-Cancellable A. & H.. 7,591 665 
Hosp, and Med. Expense. 1,115 316 
Sy Sy, Sa eae ee eee $1,903,803 $1,479,273 











Continental Casualty 





Inland Marine .........0. 517 $11,143 
pS I Ea Fe 585,402 112,769 
DE Satis shaded aiveeeree 1,497,140 632,972 
Group A. & Thee ecees ss 1,229,947 675,430 
Non-cancellable A. & H... 6,634 25,866 
Workmen’s Compensation . 426,920 386,667 
Liability Other Than Auto 343,974 139,244 
Auto Liability °..6.3c06..% 518,503 234,335 
Auto Property Damage... 291,657 199,260 
Auto Physical Damage.... 51,566 43,900 
P. D. Other Than Auto. . 29,657 6,146 
a. RT rer 11,364 3,247 
a) are ria 76,292 —493 
GET ENIES aa oe aer 30,301 35,616 
Burglary and Theft....... 88,652 29,839 

MORES > Skea ens $5,230,526 $2,535,941 


Cosmopolitan Mutual Casualt 





y 
$159,153 


























Workmen’s Compensation . $251,264 
Liability Other Than Auto 30,229 8,428 
Ashe TAN sos cccciires 24,633 5,644 
Auto Property Damage.... 17,193 6,565 
Auto Physical Damage.... 621 »832 
P. D. Other Than Auto.. 9,307 464 
ONES ar ea > eS yaaa 2,435 1,487 
Burglary and Theft...... 5,170 220 
1 8 2 9, | Se Pee $340,852 $183,793 
Electric Mutual Liability 
Workmen’s Compensation . $92,558 $43,546 
Liability Other Than Auto 282 pene 
FS FE a a $700 1,125 
Auto Property Damage.... 4,193 3,080 
P. D. Other Than Auto.. 153 10 
TART Aas sp ekiesc ne. $102,886 $47,761 
Employers’ Liability 
PI pei ci eh wabd-een 6 ece $10,539 $976 
Extended Coverage ...... 2:068 3,822 
Sprinkler and Water Dam. 24 ae 
Riot, Civ. Co, and Ex.... 35 oi 
Inldad Marie ....s:0s%, 1,228 708 
Aircraft Physical Damage. 84 rire 
PIE Rin V Rica ake sees 16,106 3,940 
BRR oracrk vibd ck sche aes 16,132 1,451 
re a eee 24,556 7,230 
Workmen’s Compensation . 698,621 317,185 
Liability Other Than Auto 290,301 119,614 
Auto Limbility 2. cccccsss 403,184 143,931 
Auto Property Damage... 221,009 79,632 
Auto Physical Damage.... 55,213 15,065 
P. D. Other Than Auto.. 60,370 10,959 
PIRGHEE .,0 6 Cece hewn 0ceee s 7,440 985 
MENINGES 2 Sa. ave blade 6.0 o-o-t10d Simcoe 24,035 1,650 
NN os Gc bh medion eeaees 15,610 13,943 
Burglary and Theft...... 42,640 12,622 
Boiler and Machinery.... 79,433 12,807 
i gt bi) ae $1,978,628 $746,520 
Employers Mutual Casualty 
PE cic vaccines ne amas $2,638 $937 
Extended Coverage ...... 2 25 
Tornado, Wind., Cyc., etc. 1 aa 
Sprinkler and Water Dam. 16 aa 
Inland Marine .......... 44 Me 
Liability Other Than Auto 130 ate 
Auto Liability .......e2- 127 oes 
Auto Property Damage... 65 72 
Auto Physical Damage.... 31 ess 
HEED oa a sieticepwmigemes. ses 57 
Burglary and Theft...... 140 
TOT Riis s chin cencns $3,530 $1,034 
Employers Mutual Liability 
Group Ai ©) Bie. c.. vices $81,813 $48,793 
Workmen’s Compensation . 1,489,078 1,234,009 
Liability Other Than Auto 126,075 144,740 
yO RS aes 113,302 82,650 
Auto Physical Damage. . 17,343 11,233 
Auto Property Damage.. 78,274 51,723 
P. D. Other Than Auto. . 69,756 22,305 
PUY civcsasteccerscnes 16,884 14,902 
CARER 3X cielnaheiicn.ciaene dele o's 5,848 3,563 
Burglary and Theft....... 332 —95 
OPT Ra i 6 cksalonres0 ok $1,998,705 $1, 613,823 
Employers Reinsurance 
POPE Dine ce asia dies. ace ee $8,733 $342 
Extended Coverage ...... 1,931 1,841 
Inland Marine 389 296 
Accident ....... 14,222 9,038 
DEUS Fa site vaio cece Rawins 7,458 1,038 
Non-cancellable A. & H... 1,320 5 
Workmen’s Compensation . 85,691 23,910 
Liability Other Than Auto 41,835 25,000 
Auto Liability .......... 239,228 195,205 
Auto Property Damage... 19,163 
Auto Physical Damage... 400 iad 
P. D. Other Than Auto.. 5,449 wees 
Fidelity 5,450 3,297 
Surety 65,002 3,282 
CER pac aradeveneress ees 1,505 Sia i 
Burglary and Theft....... 12,341 774 
COME ok 5VEds wdee ce ve wen 17,377 5,380 
PGs ig 8 CoD ere age $527,494 $269,903 
Eureka Casualty 
Workmen’s Compensation . $333,398 $208,374 
Liability Other Than Auto 166,861 83,195 
Auto Liability ........... 394,330 202,624 
Auto Property Damage.. 237,488 127,859 
Auto Physical Damage... 76,070 23,906 
P. D. Other Than Auto. 17,987 5,003 
re Rie Be tea Ay Sara 31,701 27,082 
Burglary and Theft...... 31,091 14,174 
ag ol | AE Rae pe $1,288, 3,926 $692,217 
Excess of America 
MUN i faa ol eth ices sie pia (ocala nue 66 $70,303 $26,407 
Workmen’s Compensation . 8,562 1,902 
Liability Other Than Auto 942 nes 
FARG Liaaity, 66-7 5.000.05 191,942 47,260 
Auto Property Damage... 1,261 Bites 
P. D. Other Than Auto.. 5 ane 
RS hx cag Gs vaiemy oni 1,144 77 
WIRING Tate aoa Sie ccs dere 432 Sorbie 
Burglary and Theft....... —24 103 
Boiler and Machinery..... —19 have 
Rasaacna pe $75,749 











Exchange Mutual Indemnity 














Workmen’s Compensation . $10,065 $22,481 
Liability Other Than Auto 1,864 see 
ate MODMY © 655 oo. ec cee 7,359 13,671 
Auto Property Damage... 5,418 3,208 
P. D. Other Than Auto.. 30 see. 
OP Av eccc athe $24,736 $39,360 
Factory Mutual Liability 
Liability Other Than Auto $7,140 $830 
Auto Lishbility ..... 66643. 223,768 77,449 
Auto Property Damage... 126,012 51,914 
Auto Physical Damage.... 145,622 41,957 
Burglary and Theft...... 11,093 815 
BOTAR Sy osc vidas $513,635 $172,96 
Federal Life 
Greaec. Be Toi ciscccec $13,166 $7,452 
Acorent Only ee ics cae s 3,564 2,022 
Accident and Health...... 5,542 1,848 
Non-cancellable A. & H... 11,764 1,994 
Hosp. and Med. Expense. . 6,925 1,684 
pds 6) RV ae rey $40,962 $15,001 
Federal Life & Casualty 
Ce ee ae, Ee a $10,576 $4,663 
Accident Only joints ss ideas 1,273 605 
Accident and Health...... 160,461 40,732 
Hosp. and Med. Expense.. 433,935 131,562 
Fare Mebsviwe Coe cea $606,245 $177, 562 
Fidelity & Casualty 
MREONE iis i Foes hk Se: $102,556 $27,248 
BROMO i 6 tstae Chae eats 3,058 1,780 
Workmen’s Compensation . 1,032,493 752,372 
Liability Other Than Auto 502,459 160,963 
PGS RAIMI so 5S 0a's 6 6-0. 931,252 411,137 
Auto Property Damage... 522,700 235,097 
P. D. Other Than Auto.. 63,836 15,544 
Pes vain Och eon teak as 89,065 23,082 
a 67,431 —60 
a ae ornare wane 46,730 35,865 
Burglary and Theft...... 162,139 71,835 
Boiler and Machinery... 170,537 34,509 
by | CA are pee $3,694,256 $1,769,372 
Fidelity & Deposit 
Personal Property Floater $61,511 $51,420 
Liability Other Than Auto 9,515 1,236 
DMEM ogee dinele 6k 8,0 159,366 42,164 
PUREE Sich beats oke ok ee 175,170 24,680 
UME ee 68,172 54,031 
Burglary and Theft....... 147,378 63,420 
WORN s60 wa swece $621,112 $236,951 
Fireman’s Fund Indemnity 
PROMISE aos cc cla tes agin diosr ei $18,377 $5,549 
WOMMMNE Pie cig tdi faiavetorcrela ace 06 10,176 4,934 
Le a OD : en en rere 2,732 
Workmen’s Compensation . 337,001 172,204 
Liability Other Than Auto 132, 106 90,137 
PIO: SE AMIMIES oo 06h a'n 0.5.9: 32 108,815 
Auto Property Damage... 83,282 
Auto Physical Damage.... 59,108 
P. D. Other Than Auto.. 6,346 
i 3,385 
ME bain k ovine gninch aie’ —31 
RMN iceldatmb ie odie caicea ad 11,338 
Burglary and Theft....... 18,224 
Unemployment Comp. Dis. 46, 984 27,989 
WUC iish « Kédesee $1, 284,7 763 $594,012 
General Accident 
I iain dk Ch bale ce wed cet o-c $61,823 $808 
Extended Coverage ...... 15,006 223 
Sprinkler and Water Dam. —10 warea 
Riot. Civ. Co. and Ex.... 21 me 
Enfand  Misrine ....cssces. 1,685 1,515 
PAAR ONNE oi. 6 3 oh cries, cook: 4 47,672 11,300 
RNGUIRIN 9 irs anid waa ea als dace 59,511 28,651 
Groty AG oes. ss cress 8,535 8,224 
Workmen’s Compensation . 788,852 377,015 
Liability Other Than Auto 275,674 68,613 
Bay RO ee 44,485 276,037 
Auto Property Damage... 570,608 226,146 
Auto Physical Damage... 252,761 66,329 
P. D. Other Than Auto.. 42,615 8,531 
IONE Nia nasddeceda bisaa cn 98 alee 
EE Pe SE ie eae a 26,882 24,299 
Burglary and Theft....... 76,737 25,955 
Boiler and Machinery.... 5,009 Setar 
pi gy ) ee $3,177,964 $1,123,646 


General Casualty 
Workmen’s Compensation. $47,695 $47,271 








Liability Other Than Auto 35,945 18,948 
Auto Liability .......... 93,663 24,668 
Auto Property Damage.. 49,555 20,448 
P. D. Other Than Auto. 5,549 1,403 
PN ns Kaa Ba nice sen pes 1,632 39 
ROE Fa Ae re 4,288 pon 
yer re ee ree 4,113 4,085 
Burglary and Theft...... 3,894 290 
Boiler and Machinery.... 21 

POPE Pes 0 ls te aan cs $246,355 $123,222 

General Reinsurance 

EE Fi es bdas on dekodvn $9,713 $3,300 
ME «oad tayine «slot sida es 2,182 200 
el ee Tae Ep: ER ey 996 177 
Workmen’s Compensation. 52,349 16,448 
Liability Other Than Auto 3,870 10,595 
Auto Liability .......... 5,479 128,135 
Auto Property Damage... 2,656 55 
P. D. Other Than Auto.. 1,118 sete 
Fidelity 48,914 9,625 
Surety 87,286 14,766 
BILD sicpihaia arg ¥0c6 3,0. Sake 221 32,444 
Burglary 10,331 3,583 
Boiler and Machinery.... —1,387 35,251 


Credit Insurance ......... 4,712 53 





$228,440 


General Transportation Casualty & Surety 


Workmen’s Compensation. $138,793 $70,293 
Liability Other Than Auto 28,728 12,690 
Auto Liahility:..<- <5 cece 375,379 226,963 














Auto Property Damage... 140,393 65,268 
P. D, Other Than Auto.. 2,465 363 
MPR s ¢ anne atte $685,758 $375,577 
Glens Falls Indemnity 
Den MESS TS nk tea $33,133 $6,392 
Ae OP ree ee 2,821 1,066 
de ial me, eee ee 800 542 
Workmen’s Compensation . 464,256 253,034 
L wre Other Than Auto 294,241 89,011 
Auto Liability .......... 38,204 213,609 
Auto Property Damage... 371,779 170,217 
Auto Physical Damage... 1,443 414 
P. D. Other Than Auto.. 31,258 4,856 
Fidelity eV ebebreee egies 28,410 5,429 
POE Nica peddldwca ce aws 84,815 15,505 
Cc bac anietealle oses xa 42,351 30,426 
Burglary and Theft...... 67,706 16,224 
WOME ohicidse Cains os $2,061,217 $806,725 
; Globe Indemnity 
Aircraft Phys. Damage... $67 Beats 
DL ks kee c ae wee ed 41,117 8,617 
DG cc dze cadwencna 29,909 5,229 
Groam Ai Be occ sscce 11,420 4,013 
Workmen’s Compensation. 646,100 422,493 
Liability Other Than Auto 269,098 103,659 
Auto Liability .......... 280,246 
Auto Property Damage... 191.736 
Auto Physical Damage... 22,930 
P. D. Other Than Auto.. 12,073 
PUNE sec odeaweaccccis 5,099 
SMR aida nis care oad oe os —339 
eR o'na a oa ca te eco atal 28,665 
Burglary and Theft...... 42,549 
Boiler and Machinery. 2,335 
21 dg | Are ae $2,605,837 $1,129,305 
Government Employes 
Auto Ligeiy si cicsceis $138,483 $54,269 
Auto Property Damage... 69,371 29,185 
Auto Physical Damage... 104,679 69,075 
POPP AR a. ss icecneec $312,533 $152,529 
f Great American indamalay 
BPMN os se arapteek wee $19,705 $4,588 
REGEN Sd'ae's huh camnearalt 356 
Groep Ay ® Wi eciaccs 3,436 
Workmen’s Compensation. 313,545 
Liability Other Than Auto 46,755 
Auto Liability .......... 121,338 
Auto Property Damage... 105,187 
Auto Physical Damage.. 31,184 
P. D. Other Than Auto.. 9,729 
Fidelity ae Bs 7,926 
SMGONIN Yad i slata ts vice Sopa 133,387 
VO EES ee ae 11,960 
Burglary and Theft...... 7,037 
Water Damage .......... ea 
RRP ce aca cae. $1,319,545 $796,419 
Great-West Life 
Giom ML Ge Be foci cues $33,267 $68,707 
PE rao as ara ee aiaik 283 OR eS 
ROOMIDE , As So dc Get conskers 638 
Fees edeneéaase $34,189 $68,707 
Guarantee Co. of North America 
IE on a cobateene tenn $5,960 $386 
DONNIE! hitewccdatonewas 23 SOF 2,902 
bigs | CA ee $29,367 $3,288 
Hardware Mutual — 
REPMGUE 54.68.03 ma nilesen $1, ae 
DS ae ara i7'a77 7.165 
Group A. & H 114.575 62.718 
Workmen’s Comnensation. 256.935 171,446 
Tiability Other Than Auto 45,422 31,108 
Paths = CAI 55 6: 5cce Kee 291,248 120,270 
Auto Property Damage... 166,424 85,283 
Auto Physical Damage... 170,802 85,585 
P D. Other Than Auto.. 11,986 4,993 
Se Pee rene 4,004 13,707 
Burglary and Theft...... 7,843 3,408 
a Tt 3 || > Ser eae $1,101,362 $585,683 
Harleysville Mutual Casualty 
Liability Other Than Auto $10,203 $270 
Auto Wiability .......... 502,310 199,064 
Auto Property Damage... 265,985 110,127 
P. D, Other Than Auto.. 1,901 983 
CHS Oct ale dawiedinn cook 146 
Burglary and Theft...... 679 
FOR ASc vicise es $781,224 $310,444 
Hartford Accident & od 
pS ORS EY ee en $65,262 $ 
WR idk diet ie aiaccre 


Group A. & H 
Workmen’s Compensation. 
Liability Other Than Auto 

Auto LCiability 17 
Auto Property Damage... 
Auto Physical Damage... 
P. D. Other Than Auto.. 











i A Ne a 
SON iss dior dae ckeeuee 
Ce ata we oa) are guare 
Burglary and Theft...... 
TOTAL, ......- 000+ -$6,241,942 
Hartford Live Stock 
Rae BOE cv seavceecass $6,057 $479 
TOTAL............ $6057 $479 
Hartford Steam Roiler 
Boiler and Machinery.... $787,997 $233,599 
ROUME Es 5 21k soe $787,997 $233,599 
Hearthstone of Massachusetts 
ee | a aN eee $7,529 $285 
DROUIN ais sa ciocnedsews $31 rT 
Sui y. | eee we $7,560 $285 


(Continued on Page 42) 














March 21, 1952 








General Re. Names Cathcart President 


Braddock Elected Executive Vice President; Lowry as Board 


Chairman Remains Chief Executive Officer; Greene 
to Continue Active as Vice President 


The elections of James A. Cathcart, Jr. 
as president of the General Reinsurance 
Corp. and of Robert L. Braddock as 
executive vice president was announced 
last week by Edward G. Lowry, Jr., 
eeenenn of the board. Prior to Mr. 
Cathceart’s elevation, Mr. Lowry held the 
office of both president and chairman, 
As chairman, he remains the chief ex- 
ecutive officer of the company. 

Mr. Cathcart rejoined the General Re- 
insurance Corp. two years ago as vice 





Fabian Bachrach 
EDWARD G. LOWRY, JR. 


president, coming from the Peerless 
Casualty Co. Between 1930 and 1942 Mr. 
Catheart was associated with the General 
Reinsurance Corp. 


Mr. Braddock, who as executive vice 





Windmann Studios 


GREENE 


W. W. 


president succeeds Winfield W. Greene, 
came to the company as vice president 
a year ago from the New York office of 
Travelers. 

Under the General’s normal procedure, 
Mr. Greene, who is one of the country’s 
leading casualty actuaries, will reach re- 
tirement age in May, 1952, but at the 
request of the company has agreed to 
continue active as a vice president after 
that date to handle special matters for 





Fabian Bachrach 
JAMES A. CATHCART, JR. 
the company. At his request, Mr, Greene 
will now be relieved of much of the 
administrative burden which he formerly 
carried. Mr. Greene joined the company 
in 1925, became a vice president in 1930 
and executive vice president in 1945. “His 
contribution to the company over a long 
period of years has been outstanding,” 






























ROBERT L. BRADDOCK 


Mr. Lowry stated. “We are happy that 
the company will continue to have the 
benefit of his services and wide ex- 
perience. 

“The promotions of Mr. Cathcart and 
Mr. Braddock provide the casualty op- 
erations of the General Reinsurance 
Group with a full senior executive or- 
ganization, This fulfills a program to 
give each of the group’s two major op- 
erating companies a full senior manage- 
ment complement, with a single coor- 
dinating chief executive for the group 
as a whole. This program was initiated 
with the election in 1950 of John W. 
Lamble as president of the North Star 
Reinsurance Corp., fire affiliate of the 
group, and the subsequent election in 
1951 of Fred A. Carnell as that com- 
pany’s executive vice president.” 





America. 


cess for any live wire agent. 


benefits? It's a dandy! 


J. B. TREUSCH, Vice President 











DON'T PASS UP 
A BIG OPPORTUNITY 


To make more money and represent one of the fastest 
growing and most progressive A & H companies in 


The National’s comprehensive disability portfolio in- 
cludes the most liberal and most competitive contracts ever 
offered combined with liberal underwriting that spell suc- 


Have you seen our new Hospital Contract— 


sold with or without miscellaneous and surgical 


GENERAL AGENCIES AVAILABLE — WRITE TO 


NATIONAL ACCIDENT & HEALTH 
INSURANCE COMPANY 


OF PHILADELPHIA 


Philadelphia 7, Pa. 





244 So. 8th Street 














American Auto Plans to 
Double Capital Stock 


SCHLEYER EXPLAINS PROPOSAL 





New Shares To Be Offered to Present 
Stockholders; Unexercised _ Rights 
Handled Through Investment Brokers 





The American Automobile Insurance 
Co. has called a special meeting of stock- 
holders to be held at St. Louis, March 
26, to vote on an amendment to the 
company’s articles of incorporation to 
increase the authorized capital stock 
from the present 500,000 shares of $4 
par value each to 1,000,000 shares, also 
at $4 par value each. It is proposed that 
all of this increase shall be subscribed 
for and paid up in cash at a price of 
not less than $10 per share. 

In a letter accompanying the notice 
to stockholders, President O. L. Schleyer 
said: 

“If the amendment is approved by the 
stockholders, it is expected, subject to 
registration of the additional shares un- 
der the Securities Act of 1933 and to 
market conditions, that such shares will 
be offered to the stockholders under 
transferable subscription rights on a 
share for share basis. It is presently 
contemplated that the subscription price 
will be $10 per share, which, it will be 
noted, is very low in relation to the 
current market price of the stock. It is 
anticipated that an appropriate adjust- 
ment will be made in the present divi- 
dend rate to reflect the change in the 
number of shares and the additional 
capital to be secured. 


Will Increase Capital Funds 


“The sale of the additional shares 
will enable the company to obtain a 
desirable increase in its capital funds. 

“Full details of the offering of such 
shares will be supplied to stockholders 
in due course. No offering thereof can 
be made until a registration statement 
is effective under the Securities Act and 
any required regulatory approval has 
been obtained. 

“The management of the company be- 
lieves_ that adoption of the proposed 
amendment to the articles of incorpora- 
tion is in the best interests of the stock- 
holders and the company. Accordingly, 
you are urged to indicate your approval 
promptly on the enclosed proxy.” 

Mr. Schleyer concluded his letter with 
the following paragraph: 

“The management understands that 
certain of the larger stockholders of the 
company presently expect to sell, rather 
than to exercise, their subscription rights. 
This contemplated action is solely for 
the purpose of diversifying their in- 
vestments. Such stockholders will retain 
a very substantial interest in the com- 
pany and the management and policies 
of the company will remain unchanged. 
Arrangements are being made for the 
purchase of such rights and the distribu- 
tion of the stock represented thereby 
by a nationwide group of investment 
bankers to be headed by the First Bos- 
ton Corporation.’ 


Surety Association Elects 
Industrial Indemnity Co. 


The Industrial Indemnity Co. of San 
Francisco has been elected to member- 
ship in the Surety Association of Amer- 
ica, Martin W. Lewis, general manager 
of the association, announces. The asso- 
ciation now has a membership of 69 
capital stock companies, a record total. 

Kenneth K. Bechtel is president of the 
Industrial Indemnity Co., and Thomas 
G. McGuire executive vice president. 
R. Lynn Colomb, vice president, who 
was formerly Pacific Coast manager for 
the Glens Falls Group, has supervision 
over the newly established fidelity-surety 
division of the company. Among. the 
company’s directors are S. D. Bechtel 
and Edgar F. Kaiser. ; 

The Industrial Indemnity Co. was 1n- 
corporated under the laws of California 
in 1920 as Contractors Insurance Agency. 
Its present title was adopted in 1939. 
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Lewis Addresses Surety Bond Producers 


Says Survey Shows Experience Far More Unfavorable in 1951 
Than in Prior Years; Defaults on Construction Contracts 
Resembled an Avalanche in Volume 


“Current Developments in Contract 
Bond Underwriting” was the subject of 
Martin W. Lewis, general manager, 


Surety Association of America, who was 
the lead-off speaker at the annual meet- 
ing of the National Association of Surety 
Bond Producers at Chicago, March 17- 18. 

Mr. Lewis devoted considerable atten- 
tion to the recent meeting of the Associ- 
ated General Contractors of America. He 
quoted Lieutenant General Lewis A. 
Pick, chief of engineers, Department of 
the Army, at that meeting, who said that 
contract awards for the Army and Air 
Forces are expected to hit a peak in the 
late summer of this year, but the Corps 
of Engineers has definite plans to place 
the work in increments so that the con- 
struction market will not be flooded with 
work in one period and be without work 
in a subsequent period; that is in line 
with the Government’s policy to spread 
the work and still accomplish the mili- 
tary mission of having the needed facili- 
ties available. Army construction will 
be about 80% permanent type, while 
the Air Force does not contemplate 
any construction of strictly emergency 
type. 

According to the General, the Corps 
of Engineers will continue the present 
nlan of formal, public advertising for 
bids but in some cases the urgencies 
of a particular job may require sitting 
around a table with individual contrac- 
tors selected because of their special- 
ized capacities and negotiating a con- 
tract. The General had expressed the 
hope that such cases will be rare and 
said the justification for such a proce- 
dure must be complete. 


Will Award Cost-Plus Contracts 


Except for overseas construction proj- 
ects, where the risk is an unknown quan- 
tity, Mr. Lewis, said, the Corps of Engi- 
neers will generally avoid awarding the 
cost-plus-a-fixed-fee contract; there are 
this procedure will 


cases where only 
permit a contractor to take a job. but 
again, General Pick stressed, the justi- 


fication for such a contract will be care- 
fully scrutinized. 

Mr. Lewis said that as for the Navy, 
while it has awarded a good many con- 
tracts from its new appropriations, the 
largest volume of awards will be made in 
the next few months and the Navy will 
continue to award these contracts on 
a lump sum competitive bid basis. 

Mr. Lewis pointed out that if 1952 
should see a change of pace, a relaxing 
of rearmament pressure, there is still a 
terrific backlog of business waiting for 
the present emergency to pass. “These 
projects are not boondoggles,” he said. 
“They are needed facilities that have 
been postponed for 10 to 20 years be- 
cause of depression, war, postwar infla- 
tion and now the arms program. But 
whatever the year 1952 brings, one thing 
is certain—that the construction industry 
has the capacity and the organization 
to do any job set before it. The 1951 
ot -breaking performance proved 
that 


Consider Recent Developments 


Turning to recent developments with- 
in the surety field, Mr. Lewis spoke as 
follows : 

“Considering surety classifications 
only, the contract bond premium volume 
of 1946 to 1950 was 60% of the total 
Surety premium volume, whereas con- 
tract bond defaults during this period 
accounted for 91% of all surety losses. 

“The results of a survey we have 

made of recent experience indicate that 
the surety experience was far more un- 
favorable i in 1951 than in the immediately 
Prior years. The survey shows that the 
ratio of defaults jumped 75% in 1951 
over 1950. The conclusions one can draw 
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as to contract bond experience in 1951, 
therefore, will be neither satisfying nor 
comforting. 


Construction Failures Increase 


“Another aspect of the contract bond 
situation which is not encouraging will 
be found in Dun & Bradstreet statistics 
which point out that the number of con- 
struction failures reported by them, as 


well as the total liabilities involved, have 
been steadily increasing. In 1951, for 
example, they showed an increase of 


about 5% in the number of failures and 
an increase of 46% in the amount of cur- 
rent liabilities over 1950. It is even 
more interesting to note that more than 
80% of this increase in liabilities has 
occurred in cases where the liabilities 
at the time of failure were between 
$100,000 and $1,000,000. 


“While defaults on construction con- 
tract bonds in 1951 resembled an ava- 
lanche in volume, the supply contract 
situation also was extremely bad. De- 
faults under these contracts are in- 
creasing. 

“In our everyday dealings with pro- 
ducers and insureds, as well as with 


the Government we have endeavored 
to maintain sound business relationships. 
In turn, you and we have enjoyed an 
increasing degree of confidence and co- 
operation on the part of Government 
officials. Most particularly has this mu- 
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CASUALTY COMPANY 


spirit of cooperation manifested 
itself in connection with the defense 
program, with the Director of Insur- 
ance of the Department of Defense, Mr. 
Thomas L. Kane, and with the able and 
competent insurance chiefs of the armed 
services. This mutuality of interest and 
cooperative endeavor holds much prom- 
ise for the future. 

“There is nothing in the foregoing 
which implies any criticism of the con- 
tracting industry for whose skill, integ- 
rity and responsibility we all have the 
highest regard, as evidenced by the huge 
surety credit extended in support of its 
obligations. 

“Our business faces 


tual 


a challenge which 


must be properly evaluated. The imme- 
diate future will be a period in which 
decisions must be 
will 


and wise 


which 


prompt 
made; in business-as-usual 
have become a dead issue for the dura- 
tion; and in which unselfish, whole- 
hearted cooperation, high calibre of serv- 
ice, and responsible and accurate think- 
ing will be hallmarks of our profession. 
What we do now, in this crtical hour 
in history and economics, will determine 
to a great extent the value of our serv- 
ice and of our business, and it stands to 
reason that we shall rise or fall in 
accordance with the way in which we 
perform.” 





Reeder Urges Bond Agents to Sell 


Key Man Insurance to Contractors 


Howard C. Reeder, executive vice 
president, Continental Assurance Co., 
speaking before the annual meeting of 
the National Association of Surety Bond 
Producers at Chicago, March 17, said 
that his topic, “Security in Business” 
was assigned to him with special em- 
phasis on life insurance. He was par- 
ticularly concerned with the ability of 
the surety bond producer to sell key 
man life insurance to the contractors 
whom they bond. 

He said that, like the bond business, 
the life company must evaluate a man’s 
or firm’s ability to fulfill the commit- 
ments undertaken and apply yardsticks 
to ascertain how much coverage is justi- 
fied under present and future conditions. 
For example, he said, a rather flexible 
rule of thumb used is that life insurance 
taken by a firm on an executive should 


seldom exceed five times the man’s 
salary. 
Key Man Insurance Is Indemnity 
“Key man insurance of this type,” he 


said, “is not life insurance as most life 
insurance men think of it. It 1s indem- 
nity. The loss suffered by the death of 
a man with ‘know how’ is just as real 
as from the destruction of an uninsured 
building. Fire insurance premiums are 
purely expense but, life insurance on 
key men not only protects against direct 
loss, it is a guaranteed investment against 
depreciation of these men through the 


years. When they reach retirement age, 
they should, so to speak, be written off 
the books, the fund in the key man 


insurance furnishing retirement funds or 
if necessary, a fund to be used for their 
replacement. Like other contracts of 
indemnity, key man life insurance pro- 
ceeds are free from income tax. A loss 
has been suffered and money must be 
spent to replace the man.” 

Declaring that the contracting business 
is a key man business, Mr. Reeder con- 
tinued: 


“Suffice it to say that if any contract- 
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ing firm has one or more valuable fore- 
men, superintendents or the like, they 
are good markets for key man insurance. 


Particularly during these times in the 
construction industry, it is and will be 
difficult to replace a key man without 
loss to. the organization. Life insurance 


on such key men is a painless way to 
cushion the shock of any such loss. 
Improves Bond Underwriting 


“A contracting firm purchasing key 
man insurance on the men with the 
‘know how’ not only improves the bond 


underwriting but from the standpoint of 
the banker with whom you are working 
improves his loan security and his ability 
to finance those in whom he has confi- 
dence. The cash values of this key man 
insurance are included in the financial 
statement of the contractor and are not 
frozen assets but quick assets. 

“To sell key man insurance does not 
require the services of a Chartered Life 
Underwriter. The surety man with the 
helpful cooperation of the financial offi- 
cer of the bank can and should sell key 


man insurance to every contractor and 
his top men. If he doesn’t, he is not 
only —onee some important commission 


dollars and driving business to someone 


else who may also write other forms of 
coverage, but more important he is not 
giving the service to his contractor, his 
own surety company, or the financing 
institution, which he should be doing. 

“As an illustration of what can be 
done with very little training in the 
life insurance business or little extra 


effort, we have a man representing the 
Continental Casualty Co., who produces 
$400,000 of surety bond premiums annu- 
ally. As an adjunct to this, he has been 
selling key man life insurance to the 
contractors with whom he is doing busi- 
ness, and for the last two years his 
production has averaged $800,000 of busi- 
ness life insurance per year. He has 
increased his premium writings by 7%, 
and his commission dollars by 15% by 
using key man insurance. : ; 
Equipped to Sell Key Man Insurance 
“You men are better equipped to sell 
key man insurance than is the average 
life insurance agent. It is a contract of 
indemnity. The proceeds go to the con- 
tracting firm tax free. The policies build 
liquid assets in their cash values, and 
in the protection they furnish an intangi- 
ble asset, both very material in the con- 
sideration given to an application for 
bond or in securing the financial assist- 
ance that every contractor needs. 
“Key man insurance is the simplest 
type of life insurance to sell—no com- 
plicated programs, no complicated bene- 
ficiaries, little need for specia! policies— 
and it is a very lucrative and desirable 
field for the general lines or casualty 
agent to develop.” ; 





EMPIRE L. & A. OPEN HOUSE 

President James M. Drake and the 
other officers of the Empire Life & 
Accident Co., have issued invitations to 
an informal open house on the occ asion 
of the opening of the company’s new 
home office building in Indianapolis, 
March 27. 
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(Continued from Page 
Net 

Premiums 
Home Indemnity 


Sprinkler & Water Damage $182 
Se eee yy ee ee er 9,796 
Workmen’s Compensation. 201,239 
Liability Other Than Auto 209,880 
Auto Liability BNE SEE 604,571 
Auto Property Damage... 339,443 
Auto Physical Damage... 2 
P, D, Other Than Auto.. 13,792 
oe oo re ec aon ere) 19,287 
PAID © © ari'ess tab desk acs ad 29,635 
PR Soha ie sek saeoes 30,770 
Burglary and Theit...... 76,100 

Ly iy RRS ws $1, 534 697 

Home Life 

prone: By Be Tasos xa $10,487 

SRO EEisieSscac hens $10,487 

Hoosier Casualty 

Accident & Health....... $124,229 
eg. ae oa | OR ea eee 941 

RD a tks sia swe mvs nh oe $125,170 


Workmen’s Compensation. 
liability Other Than Auto 
Auto Tisbitty 2.0... 
Auto Property Damage... 
P. D. Other Than Auto.. 








TOTAL. occ cnccccss. SISA 
Indemnity Co. of North America 

Inland Marine .......0.. 8,651 

Aircraft Physical Damage 1,054 

REN Sc usceheces so ens 172,832 

OO eae errr 3,914 

ee ee Se | ee 25,297 


Workmen’s Compensation. 781,223 
Viability Other Than Auto 655,826 











Rate LAR... 26 sssc0ss 887,175 
Auto Property Damage... 499,500 
Auto Physical Damage... 139,588 
P. D. Other Than Auto.. 196,922 
Fidelity piehe sae ae eae ete 152,574 
DE. wsoakdes oheen arr 101,484 
See ee eae es 34,519 
Burglary and Theft...... 222,947 
Fire—Excess of Loss.... 994 
TAPE dss oc, shusseane $3,884,500 
Independence of Kentucky 

IRE So ag ach ow bie es $96,160 
(is bee $96,160 


Interboro Mutual Indemnity 


Workmen’s Compensation. $58,998 


Liability Other Than Auto 2,588 
Asto Listy. cicccs acc 116,247 
Auto Property Damage... 36,352 
Auto Physical Damage... 6,749 
P. D. Other Than Auto.. 27 
cut if. grey Sania $221,061 
International Fidelity 
4 eee Ser err $101,851 
OE NS vden ke kbanewns © 7,172 
kt) 0. AEs $109,023 
Jamestown Mutual 
Workmen’s Compensation. $25,593 
Liability Other Than Auto 5,294 
Auto Liability .......... 7 
A 


Auto Property Damage... 
P. D. Other Than Auto.. 





i: Serre 

Keystone Automobile Club Casualty 
an AGU iee cashes hae e hae $26,150 
Extended Coverage ...... 9/183 
On Pay CPT L CTE 16,297 
Liability Other Than Auto 1,660 
Aste TAswty ....0 260 se $15,537 
Auto Property Damage... 247,065 
Auto Physical Damage... 402,960 
P. D. Other Than Auto.. 415 
Burglary and Theft...... 1,155 

eit; ¥. Pope ve esse $1,220,422 

Liberty Mutual 

aS ee $6,025 
Extended Coverage ...... 1,186 
Tornado, Windstorm, etc. ara 
Spri nkler & Water Damage 50 
Riot, Civ. Co. and Ex... pee 
E arthquake ps sorla alee wide wieie 4 
Inland Marine .......... 1,474 
Aircraft Physical Damage 141 
SS Oe See 25,314 
Goud A. ©... .sssxaes 1,579,869 


Workmen’s Compensation. 4,296,369 
Liability Other Than Auto 443,410 


Auto Liability .......... 1,025,038 
Auto Property Damage... 608,599 
Auto Phyhical Damage... 698,745 
P. D. Other Than Auto.. 242,489 
SS. - bi rkkeaecernnes 25,473 
NS ey Co es oe ou aus 371 
BLA RSS ene ae 11,329 
Burglary and Theft...... 37,930 
5, 6 i i, \ SRR Pa $9, 003,816 
Life Insurance Company of Va. 

ASROUD AS BE EE see iccp eck $100,399 
Wie es Pi bev ursae's $100,399 
Lincoln Mutual Casualty 

Auto Liability .......... 187,193 
Auto Property Damage... 140,325 


hspradeeset $327,518 





Lincoln Nationnal Life 





Group Ao @& Oh. woes oss $311,471 
SAP Bons evoke nave $311,471 
London & Lancashire 
Rae eT pe 5 $18,761 
RNR 5d 9:8» bio be wea Ss 1,818 
Workmen’s Compensation. 109,514 
Liability Other Than Auto 69,632 
Auto TASbility .....,..05+. 161,843 
Auto Property Damage... 88,412 
Auto Physical Damage... 4,088 
P. D. Other Than Auto.. 3,887 
PU ec acckoskas aan 1,366 
Surety x 3,015 
Glass 11,715 
Burglary and Theft...... 19,556 


TOTAL. 00x n0% 555051 Pear 


London Guarantee & Accident 


Sprinkler & Water Damage $250 
PPCMEME sco sxe VER ane es 97,905 
ROUEN Sessa in bows eke we 217 
Workmen’s Compensation . 82,761 
Liability Other Than Auto 90,190 
Auto Tarability .......... 123.975 
Auto Property Damage... 71,113 
Auto Physical Damage... 42,354 
P_ YD. Other Than Auto.. 4,238 
RIE ye ea 615 
Se eee eter rare 5.378 
ARES. “Guba conbach coher. 8.463 
Burglary and Theft...... 16.696 
Roiler and Machinery.... 4.572 
ERLE. Koken dieh aves ty 35.964 

x it Penns pein a $584,691 

Loyal Protective Life 

Groun A. & H.. pe Gis am $57 
Accident & Health....... 3.131 
Non-canc. A. & H....... 104,945 
Hospital and Medical Exp. 3.011 

hc i. \ aed Seep ~ $111,145 


Lumber Mutual Casualty 


Workmen’s Compensation. $337,300 
Liability Other Than Auto 32,179 





Established 1925 
NEW JERSEY CLAIM SERVICE BUREAU 


11 Commerce St. 
Mitchell 2-7080 





Complete Workmen's Compensation — Casualty 
Facilities — Investigations — Hearings — Payments 


BRANCHES: 
ATLANTIC CITY 


Newark 2, N. J. 











Massachusetts i 
Accident & Health 
& 


Massachusetts Plate Glass 
$79, 





Massachusetts Protective Association 
Accident & Health aces kate 3 
H 








Auto Taabjlity .......... 43,151 
Auto Property Damage... 27,463 
Auto Physical Damage... 47 
P. D. Other Than Auto.. 13,952 
TOTATS Goss oct $454,092 
Manufacturers & Merchants Indemnity 
Liability Other Than Auto $87 
Anto Taabillty ..45..20.06 72 
Auto Property Damage... 39 
Auto Physical Damage... 4,726 
P. D. Other Than Auto.. —1 
(ge | Ie eee $4,923 
Manufacturers Casualty 
Personal Property Floater $590 
PRCMOEE Sercenosweces chs 4,404 
SEL: os bachavikiomcs 66 2,958 


Workmen’s Compensation . 203,205 
Liability Other Than Auto 101,170 
Auto Liability .....<.... 330,349 
Auto Property Damage... 187,673 
Auto Physical Damage... 148,886 


P. D. Other Than Auto.. 24,800 
PROEUEY 5 ans swine kanes 0% 22°495 
PME soi renGu bak k bi 99,530 
SNE 36 ia ee vanes cae = 11,630 
Burglary and Theft...... 53,397 





TOTAL............$1,191,087 


Maryland Casualty 











PRS cned ee pheakecseene cr $15,820 
Extended Coverage ...... 4,943 
Sprinkler & Water Damage 4,553 
Inland Marine ........... 799 
BECUASE nig sou tice sucess ose 56,945 
area ee ee 13,136 
Group A. & H 13,616 
Workmen’s Compensation. 767,575 
Liability Other Than Auto 325,766 
Auto Tisbility «2... 4: 798,869 
Auto Property Damage... 482,352 
Auto Physical Damage... 175,291 
P. D. Other Than Auto.. 59,325 
PE -Lc dn bewh vos atone 110.276 
MI otk eka ade 247,318 
oe RE et eed 50.117 
Rurglary and Theft...... 150.859 
3oiler and Machinery.... 103,412 
BAIT ANG. 55h55orus ee $3,380,972 
Massachusetts Bonding 

Cn OE Re $32,370 
SOON Sea eG poe 28,495 
Group A. & H rare 
Workmen’s Compensation. 409.561 
Liability Other than Auto 140,557 





Merchants Indemnity 
$15 


Auto Property Damage 
Auto Physical Damage... 











, Merchants oe eer 
70 


Auto Physical Damage... 





Metropolitan Casualty 
ames & Water Damage 


& 
Ww orkmen’ s © ompensation ‘ 


Metropolitan Life 
$7,751,846 $6,515,011 


Accident & Health 
A. & H 





$9,449,347 $7,374,885 
Michigan Mutual Liability 


Liability Other Than Auto 











Established 1923 


Confer 


with us 
FIRE 


casuatty A. W. MARSHALL & CO. 
BONDS 


A One of New Jersey’s Leading General Agencies 
INLAND 744 BROAD STREET, NEWARK 2, N. J. 


UTO 
MARINE 


Tel.: Mitchell 2-0963-4-5 


New Jersey 





111 John St., N.Y.C. 

















JERSEY CITY TRENTON 
Auto Physical Damage... 16,585 15,409 
P. D, Other Than Auto.. 60,473 9°695 
Auto Medical Payments.. 1,524 "684 
pis | re Serene $1,003,856 : $489,186 
Monarch Life 
erp AL OEE os sa seas $1,283 $1,323 
IORUMERY nh essa kkk 1,186 Sl 
Accident & Health. , 2,486 860 
Non-canc. A. H.. whee 469,533 201,371 
Hospital & Medical Exp.. 16,172 7,777 
| CEE $490,661 $211,382 
s Mutual Boiler and “og eagle 
Boiler and Machinery.... $577,296 70,316 
OPA ci sccasck $577,296 = 170,316 
National Accident & Health 
Accident & Health...... $523,330 $172,222 
PODAD Looe: $523,330 $172,222 
National Casualty 
Accident & Health...... $992,818 $245,686 
Workmen’s Compensation. 27,421 21,607 
Liability Other Than Auto 39,088 9,720 
Pe eT rere 93,028 16,026 
Auto Property Damage.. 55,271 15,325 
Auto Physical Damage. . 20,299 4,258 
P, D, Other Than Auto.. 984 129 
WE bas bocce viata —228 245 
EIS svete aaa pe ehas 254 aia 
ao eres 3,136 1,346 
Burglary and Theft...... 8,720 2,969 
ii: ¢ | Se reer $1,240,785 $317,311 
National Grange Mutual Liability 
Workmen’s Compensation. $17,480 $13,424 
liability Other Than Auto 2,790 150 
Auto DAsbitity— cco. s5< 68,712 30,514 
Auto Property Damage.. 37,797 22,312 
Auto Physical Damage... 28,956 6,883 
P. D, Other Than Auto.. 213 45 
POTRE 6. cuis $155,948 $73,328 
National Surety Corp. 
Workmen’s Compensation. $42,614 $36,168 
Liability Other Than Auto 57,718 4.717 
Auto Dipbity 6.455% 635 123,656 58,733 
Auto Property Damage.. 71,151 34,591 
P. D,. Other Than Auto.. 3,069 512 
Rae 111,128 5,980 
AE eS ne ease kes 44% 179,480 2,924 
NNO Fava iim atanucs Sows 15,748 15,375 
Burglary and Theft...... 112,935 31,619 


TOTAL............ $717,499 $190,619 


National Union Indemnity 
Liability Other Than Auto $37,578 $10,962 





AUR. TAGWUIOY sbi seiko ss 109,799 43,799 
Auto Property Damage.. 61,012 32,899 
Auto Physical Damage... 154 11,965 
P. D. Other Than Auto.. 1,329 296 
AEN 52S Weseluba stains 70 cae 
DO sp auth nae waee caae 1,071 : 
RNS, ) cee aen ws nie 7.038 3,517 
Burglary and Theft...... 9,846 1,887 

ub Gh: ND Seg eae $227,907 $105,325 

New Amsterdam Casualty 

Enigand Marine... 6.66055 $1,187 $585 
ROMEO © 1h 5'50:045.53- 8000 k's 15,080 2,971 
Serre rae 1,882 1,972 


Workmen’s Comnensation. $670.285 $456,995 
Liability Other Than Auto 574,935 147,757 


Auto TAésbility. .....5.... 699,587 216,914 
Auto Property Damage... 378.902 177.519 
Auto Physical Damage... 25.266 18.798 
P. D. Other Than Auto.. 86,948 18,199 
ere ree 45.050 16,932 
ns Ae PRO SOUS SE Sa Ra Te arte 112,900 11,569 
OT NRE SS ane egos are ore 62.3200 28,058 
Burglary and Theft...... 121,360 47,882 

PARAS «Sis sales oh $2,806,282 $1,145,651 


New Jersey Manufacturers Casualty 
Workmen’s Compensation $11,653,417 $6,227,399 


Tiability Other Than Auto 445,902 72 401 
Auto Liability .......... 1,455.730 521. et 
Auto Propertv Damage.. 8.931 434 
P. D. Other Than Auto.. 242,330 74,843 
TOTAL isc. esas $13,806,310 $6,900,116 
New York Printers & Bookbinders Mutual 
Workmen’s Compensation. $751 $...- 
Auto Liability .......... 822 = 
Auto Property Damage.. 450 
$30 
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9,695 
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$170,316 
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$317,311 
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1952 





March 21, 











Net Net Losses 
Paid 




















Premiums aic 
North American Accident 
MMAORE oes cckecoesasase $61,407 $12,398 
Accident & Health ...... 224,880 99,115 
Hospital & Medical Exp. 5,725 1,443 
Shi C's SR aes $292,012 $112,956 
North American Casualty & Surety 
Personal Property Floater Mi iets $15,967 
ES SE a Ea 3 67,138 25,706 
Health 5,403 535 
Group A. & H 2,436 347 
Non-cane. 16,206 bso 
Workmen’s Compensation . 36,121 9,541 
Liability Other Than Auto 88,448 15,818 
MG EARBUNY esc e esease 342,607 192,920 
Auto Property Damage.. 115,142 41,021 
Auto Physical Damage... 1,423 ones 
P. D. Other Than <Auto.. 21,602 394 
EAR esrraresi es 85,545 25,277 
DY su pesked mwas aes 193,069 34,172 
SHEGS so Wie ccewccnsecerisec 301 panies 
Burglary and Theft...... 73,635 17,606 
Boiler and Machinery .... 9,440 whee 
Oya te rece acne 11,108 —656 
TOTAL, 6. oc cvs s «oe Sl OG9,624 $378,648 
North American Life 
OEE SoS Ser PaaS peng $58 $9 
Accident & Health........ 1,071 118 
Hospital & Medical Exp. 2,683 604 
fi ig $3,811 $731 
Ocean Accident & Guarantee 
Sprinkler & Water Damage eae $260 
IONE © 5 5-0 oC i's os 6 bik Gia's 18,404 75085 
CE SPOR Reon nar r eeiey ac 39,140 17,208 
Workmen’s Compensation. 193,835 139,489 
Liability Other Than Auto 81,357 28,617 
Mato Laaeaity. sax csaes 126,369 28,885 
Auto Property Damage... Jigse 31,758 
Auto Physical Damage... 953 82 
P, D. Other Than Auto.. 6,429 1,661 
BENE Ge vice hese ee a 6,401 5,583 
MME. ised ondscas arses 4,263 . gen 
Cer er renee oat 9,343 var 
Burglary and 29,804 8,779 
Boiler and Machinery.... 161,605 65,579 
WROD ra eee. ee $749,638 $342,933 


POPUMONE 26 ccd diecancsaens $138 $49 























Workmen’s Compensation. 70,071 26,645 
Liability Other Than Auto 44,225 14,470 
Beto TAGDRY  o.nk sp owecesc 181,901 57,267 
Auto Property Damage.. 113,408 55,925 
P, D. Other Than Auto.. 13,078 3,667 
DROME sic co gicce a alee wishes 3,029 42 
MNOS. | NGatio seuss anes 4,839 coe 
SURG 5 cise ardinse:6 wink m a 44.989) 6 5,285 2,567 
Burglary and Theft...... 21,321 3,569 
Auto Medical ......002. 15,335 3,889 
bg 2 ie. a ee $472,630 $168,090 
Pacific Employers 
Workmen's Compensation. $163,145 baer et 
Liability Other than Auto 65,990 3,856 
AMO AIADIEY os occ ews 119,996 19,807 
Auto Property Damage.. 69,059 32,376 
Auto Physical Damage... $8,645 18,231 
P, D, Other Than Auto.. 2,994 67U 
SS MI ee ee ee et a are 10,218 
MRED” 55 osicid path ee oie isis 5,130 1,317 
Burglary and Theft. 8,343 4,501 
RCHED MUNG. 664 S00 ee seas 13,492 6,681 
Ailes Sot Ganceeo* $490,394 $210,304 
Pacific Indemnity 
Workmen’s Compensation. $19,926 $818 
Liability Other than Auto 6 
PIO RABY | sic ascicecs 928 
Auto Property Damage... 833 pane 
Auto Physical Damage... 165 100 
TOT ARai occ scseees $21,858 $918 
Pacific Mutual Life 
Ce, ae ae. Se $168,696 $128,157 
PROCIMNNG! Ga ae ny aca 64.6816 v8 15,535 13,375 
Accident & — eee 89,737 36,851 
Non-canc. A. & H....... 19,518 13,349 
Hospital & Medical Exp. 4,429 6,085 
ELC 7 Soa Pe 298,415 $197,817 
Patrons Mutual Casualty 
Workmen’s Compensation. $10,500 $13,488 
Auto Listy 2.66. cccus 9,661 5,148 
OO DNs sh sieeda bined . $20,161 $18,636 
Paul Revere Life 
MSRP: NS Re EN ia ore vcr ale 0's $3,888 $2,773 
Non-canc. A. & H........ 262,282 120,841 
iy y SAA ee $266,170 $123,614 
Peerless Casualty 
Accident & Health....... $3,929 $1,477 
Workmen’s Compensation . 4 eae 
Liability Other Than Auto —405 
Muto Lisbity 5 o605 sss 48,539 
Auto Property rs al 66 acea 
Auto Physical Damage. . 55 900 
RUEHEY, in ccawes cane hu aes 3,807 wate 
DMEEH conics Bod aiorweeratns 43,112 
WO UNs ek cSicaa aces $99,107 $2,377 


Pennsylvania Manufacturers Ass’n Casualty 


Liability Other Than Auto $2,722 $11 
AUG TARDE ones. 015s < tvs 24,383 24,317 
Auto Property Damage. . 12,365 3,814 
Auto Physical Damage.... 15,533 2,903 
P. D. Other Than Auto.. 3,418 284 


$58,421 $31,329 





Pennsylvania Threshermen & Farmers 




















Workmen’s Compensation . $13,386 $8,346 
Liability Other Than Auto 909 veka . 
Auto liability ............ 2,172 a Established 1925 
Auto Property Damage... 1,909 645 
P. D. Other Than Auto.. 1,044 nay 
oF cre AOE NEW JERSEY CLAIM SERVICE BUREAU 
EMP S ise paneer wane $19,420 $8,991 
11 Commerce St. Newark 2, N. J. 
Phoenix Indemnity Ph 
Sprinkler and Water Dam. $298 5 are one: Mitchell 2-7080 
PIOGMAE. 5 Gs gxcu oss dais’ 45,991 34,336 
BO 6 bok dag nod 2 Kd-0 2,642 104 
Workmen’s Compensation . 69,603 28,050 c | Ww k . 
Liability Other Than Auto 46,900 8,858 omplete orkm i — 
Be ge 95,827 12,769 P os Compensation Casualty 
Auto Property Damage... 52,701 19,592 ilities —_ j i j 
prong on dP mens -gqgeammme go an Facilities — Investigations — Hearings — Payments 
P. D. Other Than Auto.. 2,609 824 
eae ee 1,259 paw 
UNE oa aiaiacieladereiecs bh cis. 3 6,989 dae BRANCHES: 
Ce os Vocals Noes 8,119 5,694 
Burglary and Theft. d 18,503 3,372 ATLANTIC CITY JERSEY CITY TRENTON 
Boiler and Machinery. es 3,884 1,515 
DOVE MMi os 6 oces oe $382,011 $122,154 Provident Life & Accident Royal Indemnity 
Premier yee: A A. & a el $390,659 $293,078 Aircraft Physical Damage. $12,313 eee 
ite peter ee cecident anc * ee 95,989 44,914 ME oe 6k hsccawes 34,82 
Aute Physical Damage.... $—114 $364 Non-cancellable A. & H.. 1,698 493 Ni eaI re crc ok eS age ap 
fag Te re ee a a, ae ae 14319 9'694 
TOP RE ee $—114 $364 Bee aide cede os $488,346 $338,485 Workmen’s Compensation . 497,439 317,738 
o _ Liability Other Than Aut 285,431 122,034 
! Progressive Life : Prudential of America Auto Lighilits eae Tiwana : 585,158 230°943 
pric Ae Dosey °C) AUR R pe ee ee $182,991 $90,384 Group A. & H............$5,932,098 $4,075,679 Auto Property Damage.... 316.435 132.981 
ey eee 15,104 4,396 ae Auto Physical Damage.... 93,529 33,252 
Accident and Health...... 703,244 270,161 |.) wi, RE ee pe $5,932,098 $4,075,679 P. D. Other Than Auto 45.706 19°15] 
Non-cancellable A. & H.. 16,494 10,596 F idelity = : . as 04° 9¢ 0 2’ 13 
Hosp. and Med. Expense.. 700,147 418,660 Public Service Mutual Surety . : Roa ep ee te 323 D7 ae 
ane ——— — Workmen’s Compensation . $4,348 $2,130 CR oo 55 ho i aw a 39/459 2g 22g 
igo | Serer $1,617,980 $794,197 Liability Other Than Auto 26 ree Burglary and Theft rae 118,088 34.976 
De en  eeere re 53 750 Boiler ; Sateen so aay "4000 
: Providence Washington 7 wel Auto Property Damage.... 27 = Se Se ees — wane 
PUNO are cwterdcc etic euscets 653 . oa P. D. Other Than Auto.. 108 AS 5 ¢. | ne $2,178,755 $946,165 
PPI iia 5a as +n $1,653 5. PPM fo bss's: $4,562 $2,880 ne 
- cury Indemnity 
DONNIE Sa kedes ees se ees $1,943 $208 
PIO tnx nicalddcce¢axars 2,750 142 
pe ae he ee 1,655 350 
Workmen’s Compensation . 178,07¢ 123,987 
Liability Other Than Auto 185,941 59,231 
Auto Liability .......... 236,976 69,87€ 
Auto Property Damage... 143,762 65,479 
P D. Other Than Auto.. 34,932 5,409 
PUR Ss cos addakss 402 be 9,734 2.544 
ay Oke hbwae ceed KyaS 28,731 12 
CAO 6 sida ig eucatnd eae 12,227 7,929 
Burglary and Theft...... 39,694 11,677 
TOTAL. $876,421 $346,844 
Seaboard Surety 
Workmen’s Compensation . $2,582 $714 
ni PAGO as vpekas cacnaeena 23,172 3,798 
SN AS ose n ihdlde ReKmbeS 138,249 nee 
| ] : | on S Burglary and Theft....... 2,662 2,010 
9 en re $166,665 $6,522 
Seacoast Fisherman's Mutual Liability 
Workmen’s Compensation . $10,322 $7,831 
UN Aad 43-4 da kweias $10,322 $7,831 
Security Mutual Casualty 
ON hes ciara a ue eiaieis wacacbes $88 Susie 
Extended Coverage ...... 253 
Inland Marine .......... 107 oe 
Group A. & Tun sccceccos 25,151 112,539 
Workmen’s Compensation . 190,398 107,719 
Liability Other Than Auto 201 1,500 
Auto Liability .......... 12,210 1,93 
Auto Property Damage... 6,851 1,270 
Auto Physical Damage... 6,05¢€ 2,41¢ 
Boiler and Machinery 4) 


O. March 25, 1952, 





Lumbermens Mutual Casualty 


Company, and its nationwide network of representatives, join 


the insurance industry and the nation in commemorating the 


birth of mutual insurance in the United States. The principles of 


mutual insurance, as conceived by Benjamin Franklin, have stood the 


test of time in ever expanding fields of service. Industries and 


individuals have prospered through the sound protection, 


safety engineering practices, loss prevention activities 





James S. Kemper, chairman 


and policyholder dividends of mutual insurance. 


bermens MU CUL CY 


Operating in New York state as (American) Lumbermens Mutual Casvalty Company of Illinois 


H. G. Kemper, president 
Mutual Insurance Building, Chicago 40 





ty) 


$241,900 


Security Mutual Life 


Group A. & H.. 


Accident. and Health. 
Non-cancellable A. & H... 
Hosp. and Med. Expense 


TOT ARs sicd since 


Selected Risks Indemnity 


$379,760 


30,774 
3,757 


33,405 


$447,697 


$224,359 


$1,395,949 


Workmen’s Compensation . $445,663 $249,674 
Liability Other Than Auto 72,906 9,685 
ee 990,220 386,868 
Auto Property Damage... 645,876 313,139 
Auto Physical Damage 478,337 204,742 
P. D. Other Than Auto.. 16,513 6,611 
3) Serr $2,649,515 $1,170,720 
Service Casualty of New York 
Auto Physical Damage.... $451,800 $290,175 
pidge | SMe sere $451,800 $290,175 
Shelby Mutual Casualty 
ES et eee ey CoE $27,607 $10,937 
Burglary and Theft...... 38 


Standard Accident 


Accident 
i A PPPeere rere cree. 
Group A. & I 
Workmen’s Compensation 





Liability Other Than Auto 
Auto Liability .......¢0.. 
Auto Property Damage... 
Auto Physical Damage... 
P. D. Other Than Auto.. 
PIGMEN io. cnet scene netces en 
SOrGty cow sc ccvccsessse 
COM vance cees 4s eqedes 
Burglary and Theft...... 
Auto Medical .........0+. 


TOTAL 


$20,203 
4,588 
45,214 
317,992 
168,200 
359,343 


$10,937 


$6,596 
141 
42,478 
191,214 
45,414 
154,409 
106,407 
55,981 
42,391 
4,682 
196 
20,537 
9,451 
10,256 


$690,153 
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Liability Other Than Auto 


Auto Property Damage.... 
P D Other Than Auto.. 


PN i as ak ntale is ws 
DUPETY 2 ccccscccvssees 
SEES: 5a sob k eee cs an ses ee 
Burglary and Theft. 
Boiler and Machinery.. 





Group A. & H.. 
RGR Rae toe eos Ke 
Group A. & 


Accident and ‘ 
Non-cancellable 





corona Ay BRE... a0. sas 

Aecusent AOU 5.620 s sea 
Accident and Health..... 
Non-cancellable A. & H... 
Hosp. and Med, Expense 


BAPE AG: ic0ek se 


United Life & 
Non-cancellable A. & H... 


(tC) ¢,\ See 


RST rere 

E xtendec 1 Coverage ....<. 
Sprinkler and Water Dam. 
Inland Marine ...... : 
W orkmen’s Compensation ; 
Liability Other Than Auto 
ee LAMY, aoa sk sec 0s 
Auto Property Damage... 
Auto Physical Damage... 
P. dD. } Than Auto.. 





PG ec aa cue ias seh eee s 

a Ee ee 

OT ai siaa ess 

Burglary and Theft...... 
RUPE des orb bs pe hs a 


Personal Property Floater 
OT 8 ee 
Auto Property Damage. 

Auto Physical Damage... 


pigs | Fees 
Personal Property Floater 


fo eS Oe |. Se er 
Workmen’s Compensation . 
Liability Other Than Auto 
Auto Liability ....... 

Auto Property Damage.... 
Auto Physical Damage.... 
P. D. Other Than Auto.. 


Fidelity ...22... aT OP 
EEN tect ees cssnesese® 
De are4o Sab als ka wn oe 
Burglary and Theft...... 
id | Pn .$ 


Sprinkler and Water Dam. 
oO er ee 
US See eee 
Group A. & H....... ae 
Non-cancellahle A. & H.. 
Workmen’s Compensation . 
Liability Other Than Auto 
Auto Liability ..... 
Auto Property Damage. 


Auto Physical Damage.... 
P. D. Other Than Auto.. 
MEN cacatriwit wanes ae 
SE EE aie RE 
ee ee ee ee 









Net 


Premiums 


$35 


$10 


United Benefit Life _ 


$ 


$206 


Acci 


os 





State Mutual Life 


8,492 


Summit Fidelity & Surety of 
$1 


8,545 


een dae Pare te) ery ee $4,493 
PE: cceansheayesscses 1,795 
Workmen’s Compensation . 122,933 
Liability Other Than Auto 31,839 
Auto Lanbility. ..... 22-2. 147,627 
Auto Property Damage... 80,921 
Auto Physical Damage... 23,420 
P. D. Other Than Auto. . 2,067 
PEE 4 464 444400 905 3,442 
Surety 2,622 
Glass ee 7,782 
L urglary and Theft 22,019 

oy ee es $450,960 

STAVEIETS 

Ree. |) Co nae eeu sense 22,331 
Health TRS Py A 68,903 
ee ee ae: Eee 4,884,048 
Non-cancellable A. & H... 583 
Weskunen’ s Compensation . 3,277,454 


5,497 


2,604 


Avto. Liability: ....0.2.. 
ik fie. Pa er . .$9,81 
Travelers Indemnity 
Liability Other Than Auto $17 
Auto Liability ..... cen oe 





4516 


1,862 


dent 
.850 


SS 250 


Indemnity 


$4,608 

S4 
14¢ 
3,381 








United Services Automobile 


United States F. & 


12,547 


United States Casualty 


Association 
- 7 


Net Losses 
Paid 





Pare 

















$121,155 





$8,795 760 
37.599 1,521 
8,633 6,701 
59,085 26,612 
$154,112 $35,594 
$689 SUS 
4,744 832 
1,205 ; 
oe 104 
485.781 289,353 
250.986 74.387 
467,200 201,577 
258,986 140,761 
27,890 16,197 
18,778 4,286 
8,349 1,455 
15,411 3,08¢ 
28,385 20,061 
49,143 14,461 
1,617,547 $/66,698 
G. 
yo $584 
45,334 8,812 
11,681 1,422 
6,123 1,053 
43 pres 
1,181,925 590,493 
768,953 386,586 
1,292,247 806,301 
718,619 392,680 
9,469 5,381 
71,714 12,114 
136,763 35,619 
293,729 65,439 
77,967 58,807 






































Burglary and Theft...... me 50,768 
Boiler and Machinery.... 1,893 a. ; 
ES ee Established 1925 
TOTAL. ss sece nnd’ $4, 830, 977 $2,416,059 
United States Guarantee ile NEW JERSEY CLAIM SERVICE BUREAU 
Sprinkler and ater Dam $485 
Inland Marine .......--. 3,097 oe 11 Commerce St. Newark 2, N. J. 
Accident: ..+..% Res 6,849 tees 
Workmen’s Compensation ‘ 31,511 Phone: Mltchell 2-7080 
Liability Other Than Auto 16,865 
Auto Liability 37,080 
Auto Property 17,124 
Auto Physical oes 7,268 s z 
P. D. Other Than Auto. 112 Complete Workmen's Compensation — Casualty 
Els SS A er Se 17,454 ae 
Sisoty es «25 — Facilities — Investigations — Hearings — Payments 
isaNS. Ga sutes »36¢ 
Burglary and 36,851 
a ee $165,422 BRANCHES: 
ATLANTIC CITY JERSEY CITY TRENTON 
United States Life 
Group Ad Tie. scans orn $259,745 $180,358 
ACCENT AORNY os i6:05.5sh556% 4,875 4.898 a 
Accident and) Uealth °°) “088 3.075 Fredericks Ass’t Counsel Harvard Economists Oppose 
Osp. ane ed, “xpense. ) / df , 
Sain est ae ao er meer eer For American Surety Co. Compulsory Health Plans 
Alanson R. Fredericks has been ap- The current issue of the Quarterly 
Universal begs TA . pointed assistant general counsel of the Journal of Economics published by the 
Auto Liability .. $172,146 $44,982 : : : : ; ep i Being: 
Auto Property 109,820 46.345 American Surety Co. Mr. Fredericks Department of Economics at Harvard 
TOTAI $281.966  $01327. Joined the company in October of 1936 University, publishes an article on the 
is after several years of private practice ps pa dri how tog to the adoption of 
: Universal Underwriters in Syracuse, N. Y. Prior to his recent United Sty health insurance in the 
EREP ica cetaen esate teens $1,2 ee a Per Ee ket pines ‘ nited States. ‘ 
Extended Coverage ...... 159 7 appointment he has principally given at- The authors are Rita Ricardo ( Camp- 
Workmen's Comnensation . 6,507 247 tention to trust matters and special as- bell, who until recently was a member of 
Liability Other Than Auto 40 es ‘ | . ie 
Auto Liability 21.320 2.288  signments. 1e€ a ee ea ~ Saag Col- 
Auto Property Damage... 12,979 1.511 # ee 6 ner : Seat iad ege, anc Glen umpbe ot the 
Auto Physical Damage.... 140,003 33.516 A graduate of Amherst College and economics department of Harvard Uni- 
P. D. Other Than Auto.. 14 --+. the Syracuse University College of Law, versity. Mr Campbell is now an 
PLY LN Dee $182,320 $37,569 he is admitted to practice in the state of | economist with the Chamber of Com- 
- * New York and in the Federal courts. merce of the United States at Wash- 
tica tual * : . P y ing’ 
Resa p lf Jonee sib ibacaed rey T- ¢2903 Mr. Fredericks is a member of the New ee pias ieee. gb sty 
Workmen’s Comnensation . 373.715 184,795 7 eeociati : c- re study minds 1€ Majority argu- 
Liability Other Than Auto 46,427 19,517 York Bar Association, International A ments against Government insurance to 
Ants Tantalite 204.132 44.400 Sociation of Insurance Counsel, and is on pe these: 
Auto Property age... 121.320 44.081 the fidelity and surety standing com- Wa. Pie ' : . 
Auto Physical Damage... 46,532 14,182 mittee of the Insurance Section of the 1. The Government should not com- 
P. D. Other Than Auto.. 9.591 \ B hea Dancap pel people to spend money on any par- 
Gate ra ete Seep eerie 4,872 American Bar Association. ticular service unless that service can- 
Burglary and Theft...... 3,663 eet me not be obtained in any other way or 
TOTAL. ........... $810.977 $318,693 unless the Government can provide the 


Changes at National Surety 


Utilities Mut] 











Workmen’s Compensation . $66,175 $34,069 National Surety Corp. announces the 
WOTAC. cos vec $66,175 $34.0,9 Promotion of Henry E. Meador, who has 
been manager of the New Orleans of- 
inst emerican fice, to the newly created position of 
Workmen’s Compensation . $1,980 $54 assistant manager of the southwestern 
TOTAI $1,500 aca department under Vice President R. W. 
ren aaa ie ~ Harvey, Jr. Mr. Meador will make his 
Western Casualty & Surety hez vdqua irters at Dallas, Tex 
a ‘ 
Health .............+.5-. $13 $.... G. Earl Williams, who has been as- 
Workmen’s Compensation . Sites 670 : f- 
Liability Other Than Auto 42 *"  sociate manager of the Los Angeles o 
P. D. Other Than Auto.. 32 ‘... fice, has been transferred to New 
Fidelity ................. 24 ---» Orleans as manager effective March 10. 
pi i. ae ene ee $111 $670 
i PER. oso 64 5 bm 588 rae 
‘ Western National Ca en es 11,927 6,715 
Fire $87,444 $51,675 urglary and Theft...... 34,478 6,521 
Extended 13,476 56,204 = eg Snes ee 
Tornado, etc. 513 22 TOTAL... .0....2453 $402,420. $132;423 
Sprinkl- r and Water Sane. 692 122 
Riot, Civ. Co. and Ex.... 132 1,808 Zurich General Accident & LAability 
Inland Marine .......... 22 142 PONE, esis ks wane eeu $16 
Auto Physical Damage.... 3,939 1,876 “FY ARE EES ites ae Ree +30 228 
eee reas Fe = ey CO Ee Wie a : Seer 575,828 337,222 
Gy i \ eae en a oe $106,174 $111,849 Workmen’s Compensation . 829,160 616,421 
Liability Other Than Auto 291,910 159,593 
Yorkshire Indemnity Auto Liability .......... 661,589 586,176 
Workmen’s Compensation . $74,377 $33.785 Auto Property Damage... 379,056 251,756 
Liability Other Than Auto 49.772 14.817 Auto Physical Damage... 901 277 
Awto. TASDUNY: 65.55.5000: 119,742 24,378 P. D. Other Than Auto.. 77.273 17,590 
Auto Property Damage... 65.435 27,792 pleas: Oc, bes cao s oenisceeas 28.764 24,003 
Auto Physical Damage.... 39,484 17,144 Burglary and Theft...... 84,214 34,161 
P. D. Other Than Auto:. 5,701 1,302 _ —— 
IN eh sg ne ek 916 31 RAPT Stu scncsee $2,929,655 $2,027,443 





BUILD YOUR BUSINESS WITH “HOOSIER” 
UNDER A CONTRACT FOR ONE OF THE 
BEST LINES OF POLICIES ON THE MARKET! 
Founded in 1907 A Stock Company Best's A-Plus Rating 
RECENT GROWTH IN ACCIDENT AND HEALTH VOLUME 
1951 1947 — $1,563.665.00 $2,904,889.00 
1948 — $1,993,000.00 


1949 — $2,278,000.00 
1950 — $2,553,545.00 


WE HAVE THE RIGHT COVERAGE FOR: 


Business Men Families (Hospital) Athletic Teams 
Professional Men Individuals (Hospital) Farmers 
Business Women Employee Groups Housewives 
Professional Women Special Groups Children 
Industrial Workers Volunteer Firemen Polio Insurance 


THE HOOSIER CASUALTY COMPANY 


333 N. PENNSYLVANIA ST., INDIANAPOLIS 











service more efficiently than private en- 
terprise. 

2. Costs are too high. 

The quality of medical care de- 
teriorates under a compulsory insurance 
scheme. 

Doctors will not accept it. 

The authors stress the points that 
those who want health insurance can 
buy it as they buy any other goods or 
services; voluntary insurance plans are 
expanding in areas where there is de- 
mand for them; the experiences of all 
countries which have adopted compul- 
sory health insurance show that the 
costs of medical care increase greatly. 

“Tt would be interesting to know,” say 
the authors, “how large a_ percentage 
of the population — favor compul- 
sory health insurance they were told 
that it would cost ci a payroll de- 
duction of from 6% to 8%.” 


MARYLAND WRITES BIG BONDS 


Originates Bonds on U. S. Army Troop 
Facilities Plant for Del E. Webb, 
Co-owner of New York Yankees 

One of the largest Contract Bonds 
ever executed by Maryland Casualty Co. 
on behalf of a single contractor recently 
was written for the Del E. Webb Con- 
struction Co., Phoenix, Ariz. 

The contract, awarded by the Corps 
of Engineers, U. S. Army, in the amount 
of $12,614,832, calls for the construction 
of permanent troop facilities to be com- 
pleted within 500 days at Fort Ord, Cal. 
A performance bond of $6,307,416 and a 
payment bond of $2,500,000 were orig- 
inated by Maryland Casualty and exe- 
cuted in conjunction with other compa- 
nies on a co-surety basis. 

Del E. Webb, who is well known not 
only in the construction world but like- 
wise in sports circles, is a co-owner 
with Dan Topping of the New York 
Yankees, 1951 baseball champions. 


HANSEN WILL SPEAK IN N. Y. 

An address, “Collecting Facts for De- 
veloping a Control Program,” will be 
presented by Arthur A. Hansen, super- 
vising engineer of the Hartford Accident 
& Indemnity Co., before the commercial 
vehicle section of the 22nd annual safety 
convention in New York City, April 2. 
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Judge McNally Talks on 
Accident Case Problem 


ADDRESSES N. Y. CLAIM MEN 





Screening of New Cases, Pre-trial Meth- 
od and Waiver of Jury Trial Help 
to Break Supreme Court Log Jam 


Judge James B. M. McNally of the 
New York Supreme Court, First De- 
partment, spoke before the New York 
Claim Managers Council March 11, out- 
lining what has been done to date to 
break the log jam of negligence cases 
in the courts of the First Department, 
which is composed of New York County 
and the Bronx. 

Judge McNally said that in 1948 and 
1949, in order to relieve this pressure, 
three methods were adopted. 

The first step, he said, is to screen 
the new negligence cases to see that they 
are brought into the proper court; if it 
is determined that they are not, they 
are placed on city or municipal court 
calendars. Through this system, the 
Judge said, 400 or 500 a year intake 
has been transferred to the lower courts. 

The second step to relieve the con- 
gestion in the First Department is con- 
cerned with cases which already are on 
the calendar, and for these cases the 
pre-trial method has produced invaluable 
results. 





Urge Jury Trial Waiver 


Finally, Judge McNally said, the mem- 
bers of the court are urging jury trial 
waiver, and where this is accepted, there 
is an appreciable saving in time. He 
said that 25% to 26% of the cases are 
now tried without jury; that defendants 
as a rule are entirely willing to waive 
jury trial but in some instances plain- 
tiffs are not. 

The claim men present at the meeting 
were deeply interested in hearing this 
report on what is actually being done 
to relieve the congestion in the F irst De- 
partment. Many of them had been pres- 
ent at the January meeting in the Bar 

suilding when Justice David W. Peck, 
Appellate Division, First Department, 
warned that unless an immediate effort 
is made by the members of the bar to 
break the log jam of negligence cases 
in the Tesi Court, they ee the 
establisment of an administrative agen- 
cy which will take the cases out of the 
courts and make arbitrary awards. 

Following Justice Peck’s address, a 
joint committee of judges, lawyers and 
insurance company executives was ap- 
pointed to take further steps to relieve 
the situation, Judge McNally being a 
prominent member of this committee. 


Mutuals Seek to Reduce 
Rates on Auto Liability 


An intensified drive to reduce the auto 
property damage and bodily injury lia- 
bility rates will be one of the main 
objectives of the Mutual Insurance 200th 
Anniversary Committee this year. 

“Although permission for rate increases 
averaging 17% has been granted in 41 
states in the past 12 months, the mutual 
companies are determined to supply the 
full force of our leadership and the full 
resources of our safety engineering and 
loss-prevention activities in 1952 to effect 
reductions this year,” says John Train, 
president of the National Association of 
Automotive Mutual Insurance Companies. 


To Entertain at Open House 
_ The American Fire & Casualty Co. has 
issued invitations to an open house at 
its home office in Orlando, Fla., to cele- 
brate its 25th anniversary, March 24. 


New York Secretaries 


Honor C. H. Pritchard 





Left to right—John C. Kemp and 
Charles H. Pritchard. 


Charles H. Pritchard, president, 
Pritchard & Baird, Inc., reinsurance con- 
sultants and intermediaries was elected 
“Boss of the Year” at the annual dinner 
meeting of the New York City Chapter 
of the National Secretaries Association, 
March 11. The dinner was held in the 
Della Robbia Room of the Vanderbilt 
Hotel, and John C. Kemp, president of 
John C. Kemp, Inc., who was similarly 
honored last year, made the presentation. 

Mr. Pritchard was born in East Hart- 
ford, Conn. He observed his 35th an- 
niversary in the insurance business in 


William T. Whelen, 75, Dies 
William T. Whelen, 
insurance brokerage business at 20 Pine 
Street, New York City, died March 10 
at the age of 75. at St. Albans, 
Vt.. Mr. Whelen was a graduate of the 
University of Vermont, 1898, 
and a past president of the New York 
Alumni Association of the University. 
Mr. Whelen the 
ance 50 years, was at 
time resident manager in New York of 
the American Casualty Co. He is 
Helen; a 


who had his own 


3orn 


class of 


who was in insur- 


business for one 
sur- 
Rich- 
Reulbach, 


his wife, 
Mrs. 


grandchildren and 


vived by son, 


ard, a_ sister, Edward 


three grand- 


child. 


a great 


General Transportation 


Changes Corporate Name 
The board of directors of the General 
& Surety Co., 
New York, announces that the corporate 


Transportation Casualty 


name has been changed to General Fire 


& Casualty Co., in keeping with the 





broadening of the company’s charter 
powers to include multiple line under- 
writing. 

1951. He began his career with the Travel- 
ers Insurance Co. in 1916. He was ex- 


ecutive vice president of the General 
Reinsurance Corp., and the North Star 
Reinsurance Corp., its fire affiliate, until 
1946 when he resigned to form Pritchard 
& Baird. 


Mr. Pritchard is a member of the 


Drug and Chemical Club of New York, 
Bankers Club of America, Plainfield 
Country Club and is vice commodore of 
the Little Egg Harbor Yacht Club in 


Beach Haven, N. J. 


J. DOUGLAS GRAY DIES AT 55 
Comptroller in New York for Aetna Life 
Affiliated Cos., Dies Suddenly in 
Office; Native of Hartford 
J. Douglas Gray, 55, comptroller of the 
New York office of the Aetna Life Af- 
filiated Cos., died suddenly in his office, 
March 11. Mr. Gray, a native of Hart- 
ford, joined the Aetna organization there 
in 1917. He was assistant comptroller 
of the New York office in 1937 and for 
the past four years has been comptroller 
Mr. Gray was a former president of 
the Insurance Accountants Association 
of Philadelphia and a member of the 
Insurance Society of New York, Insur- 
ance Federation of New York and Cas- 

ualty & Surety Club of New York 
Funeral services for Mr. Gray, who 
resided at Mamaroneck, N. Y., were held 
in his native Hartford, M< irch 14. Sur- 
viving are his wife, Mrs. Ella Sherman 
Gray, two brothers, and two sisters 


Marshall to Address Buyers 


“Administrative Policies and Problems 
of the Workmen’s Compensation Board 


in Handling Claimants” will be the sub- 
ject of an address to be given by Robert 
kX. Marshall, administrative deputy, New 
York State Workmen’s Compensation 
Board, at a closed meeting of the New 
York Chapter, National Insurance Buy- 
ers Associz ition, to be held at New York 


March 27. 


ASSOCIATION REVIVED IN TEXAS 

The Corpus Christi (Tex.) Association 
of <Acci dent & Health Underwriters, 
March 7, reorganized with 45 members 
and elected the following officers: Sid 
Murray, Washington National, presi- 
dent; Pope C. Sapp, American Hospital 
& Life, vice president; and Walter H 
McKenzie, Paul Life, secretary- 
treasurer. 


Revere 





THE 





ACCIDENT 
pice Potomac 


ASSURANCE Insurance 
CORPORATION 
a Company 


OF THE 
DISTRICT OF 
COLUMBIA 
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Es, 1085 


We of the insurance industry should at every 
opportunity remind the public that in the 10 
years ending with 1950, including the period 
of gasoline rationing during the last war, stock 
companies suffered a statutory underwriting 
loss on bodily injury and property damage lines 
of more than $150,000,000. 
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Are You on the Right Track? 


Are You Heading inthe Right Direction? 


You Will 
HEARTHSTONE INSURANCE 6. OF MASS. 


Be....1#f You Represent — 


ton 16, Mass. 5316 Sheridan Road 





COMBINED INSURANCE CO. OF AMERICA 


Chicago 40, Ill. 


COMBINED AMERICAN INSURANCE co. 
2817 Maple Avenue 


W. CLEMENT STONE, President 
of the Combined Group 


lias 4, Tex. 
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Continental Casualty Promotes Five 


In Accident & Health Department 


In a move to f $100 
million in accident and health premiums 
Continental Casualty 


achieve a goal o 


in the early future, 


Co. announces five functional changes 


and has elevated key executives to fur- 
ther strengthen the organizational struc- 


ture of its accident and health depart- 


ment at the home office in Chicago. 
The new organizational alignment in 

the A. & H. actuarial department, an- 

nounced by Vice President Louis 





A. B. HVALE 
Morrell, advances A. B. Hvale to the 
position of consulting actuary and 
Walter M. Foody, Jr., becomes chief 
actuary, the position formerly held by 
Mr. Hvale. In the A, & H. advertising 
and sales education department, under 


the direction of Norman FE. Anderson, 
John W. Harpham has been named man- 
ager. In the wholesale division, Executive 





WALTER M. 


FOODY, JR. 


Armand Som- 
super- 


Assistant Vice President 
mer appointed M. F. Bradley as 
intendent. 

The appointment of Mr. 
chief actuary of Continental’s 


Foody as 


A. & 


department stems from his development 


NORMAN E,. ANDERSON 

of a new formula that figures in actu- 
arial rate and risk calculations of recent 
and coming A. & H. innovations. In as- 
suming direction of the actuarial depart- 
ment, thereby enabling Mr. Hvale to 
apply his experience to the fullest ex- 
tent in a consulting capacity, Mr. Foody 
will make use of careful analysis and 
research in a program of continuous ex- 
pansion. 

Taught at Loyola 


Mr. 
in August, 


Foody, before joining Continental 
1950, taught mathematics for 
six years at Loyola University in Chi- 
cago. He holds a master’s degree in 
mathematics from Loyola and did post- 
graduate work at Northwestern Uni- 
versity and University of Chicago. Dur- 
ing World War II, he served as an 
officer in the U. S. Air Corps for four 
years. 

The appointment of Mr. Hvale as con- 
sulting actuary was in recognition of his 
unique knowledge and experience gained 


in his 36 years of service with Con- 
tinental. Mr, Hvale is a_ recognized 
pioneer among A. & H. actuaries and is 


widely respected throughout the indus- 
try. Freed from many of the administra- 


tive details required in his former posi- 
tion as chief actuary,’ Mr. Hvale will 
now devote his time to strengthening 








JOHN W. HARPHAM 
Continental’s cordial relations within the 
insurance industry and with State In- 
surance Commissioners. In demand as a 
speaker and consultant for insurance 
meetings, Mr. Hvale will be able to make 
more readily available Continental’s fund 
of accident and health underwriting and 
statistical information. 
Mr. Hvale has been 
large part for Continental’s variety of 
coverages in its nine divisions of the 
accident and health department. For a 


responsible in 


M. F. BRADLEY 
number of years he has served as as- 
sistant secretary of the company and 


will continue to hold that position. Be- 
fore assuming full responsibilities of the 





45 John Street 


his own plan of protection. 


whom we represent exclusively. 





A. & H. SPECIALISTS SINCE 1921 





JAMES R. GARRETT, 


Phone: REctor 2-4567 


Are you making use of our newest contract which gives hospital- 
surgical-nurse expense protection on both an individual and family 
basis? The policy is making a hit because the insured can choose 


We'll gladly supply you with literature on this NEW way of 
paying for hospital bills. Just call our office with the assurance that 
you'll receive the best facilities of National Casualty Co. of Detroit 


INC. 


New York 38, N. Y. 

















actuarial deparment, he served in the 
claim department and later as manager 
of the A. & H. underwriting department, 
In his new capacity as consulting actu- 
ary, Mr. Hvale will guide and assist 
in formulating new coverages and de- 
termining feasible rates. 


Advertising Department Alignment 

The naming of Mr. Harpham as man- 
ager of A. & H. advertising and sales 
education department by Mr. Anderson, 
director of that department, is an im- 
portant functional change. Mr. Harpham 
will have full responsibility for the ex- 
ecution, scheduling and production of ad- 
vertising literature and promotional ma- 
terials. He will have charge of the pres- 


ent staff of 12 copywriters, editorial 
assistants, art and production super- 
visors. He will edit the “Continental 
A. & H. & H. News,” the company’s 


monthly publication for agents, and man- 
age the department under the direction 
of Mr. Anderson. 

In the development of advertising and 
promotion programs, creating of new or 
experimental plans that originate in con- 
ference or through suggestions from 
agents, shaping decisions, initiating as- 
signments and final editing, Mr. Ander- 
son will have executive responsibility in 
directing the over-all & H. advertis- 
ing and sales education activities of the 
company. 

Mr. Harpham joined Continental in 
March, 1945. He served as editorial as- 
sistant for two years before advancing to 
assistant director of the A. & H. adver- 
tising and sales education department. 
Formerly he was editor of a professional 
magazine and for two years was asso- 
ciated with a Chicago advertising agency. 
Prior to that he spent three and half 
years as an officer in the U. S. Navy. 
Mr. Harpham is a graduate of North- 
western University, with a degree in 
English. 

Anderson’s Background With Company 

Mr. Anderson’s background with Con- 
tinental extends back 10 years to August, 
1941, when the company’s A. & H. pre- 
miums were approaching $10 million. 
For a year he was manager of the newly 
created A. & H. conservation and policy 
holder’s service department, In Decem- 
ber, 1942, he was named director of A. & 
H. advertising and sales education. Since 
then, direct mail and mass circularizing 
has spread across the country, hospital- 
ization boomed, five new divisions were 
launched, Continental’s low cost polio 
policy was inaugurated, and the com- 
pany’s A. & H. premiums in 1951 rose to 
nearly $66 million. 

For eight years, prior to his associa- 
tion with Continental, Mr. Anderson 
conducted his own midwestern advertis- 
ing and direct mail service agency where 
he served among other accounts, large 
publishing firms, Mutual of Omaha and 
Washington National. Earlier he was 
connected with Chicago advertising 
agencies, Marshall Field, Sears & Roe- 
buck and the Herald & Examiner. Mr. 
Anderson, was graduated in business 
administration at the University of 
Nebraska in 1928, with majors in adver- 
tising and journalism. 

Wholesale Superintendent Named 

Mr. Bradley, ase superintendent 
of the wholesale A. & H. division, has 
22 years of insurance experience behind 
him. Before joining Continental recently, 
he was a partner in an insurance brok- 
erage firm at Seattle for three years. _ 

Prior to that he managed a non-profit 
hospitalization program in the state ol 
Washington for three years, then as- 
sumed management of the medical-hospi- 
tal division of an insurance company for 
a like period. 

During the war he was a pilot and 
served as a civilian instructor under 
Army contract. In 1936, Mr. Bradley 
operated his own brokerage office at 
Portland, Ore., writing general casualty, 
group and workmen's compensation. 
Earlier he spent six years as cashier and 


field auditor, covering 12 states, for a 
large eastern life insurance company. 
Mr. Bradley was graduated from Reed 


College, Portland, Ore., and spent a 
year of graduate work at Duke Uni- 
versity, Durham, N. C, 
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Provident L. & A. Names 
Colhoun at Roanoke, Va. 





















statement shows that of the total assets 
$3,013,168 was invested in U. S. Govern- 
ment bonds; $5,862,119 in municipal and 


Security Life & Accident 
Points to 1951 Progress 


Security Life & Accident of Denver, 
Colo., made healthy progress in 1951 
and closed the year with life insurance 
in force of nearly $190 million and in- 
creased its assets by $2,609,711 to a total 
of $25,902,476. In addition the company 
paid over $2,220,000 to  policyowners, 
bringing the total thus paid to over Under liabilities the company set up 
$15,400,000. In outstanding life insurance total reserves for all purposes of $24,- 
produced during the year the gain was 052,476 including investment fluctuation 
33% and in A. & H. premiums collected reserve of $250,000 and voluntary con- 
the gain was 39%. tingency reserve of $827,383. Its total 

Security Life & Accident’s year-end surplus to policyholders was $1,850,000. 


other bonds; $3,722,792 in FHA and 
other Government insured or guaran- 
teed mortgage loans, and $9,448,322 in 
other first mortgage loans. No bonds 
were in default as to principal or inter- 
est, stocks were valued at market values, 
and bonds as prescribed by the NAIC. 





Substantial Gains Made 
By Universal L. & A. 


The annual ois of the stockhold- 
ers of the Universal Life & Accident 
Insurance Co. was held at the company’s 
home office in Dallas, Tex., March 11. 

President Harry Brodnax reported 
substantial gains in the company’s op- 
erations during 1951, when assets in- 
creased by $1,034,195 to $7,821,700 and 
insurance in force increased by $3,- 
191,378 to $72,772,903. 

Immediately following the stockhold- 
ers’ meeting, the board elected R. V. 
Haney assistant secretary. 















E. DUDLEY COLHOUN 


E. Dudley Colhoun has been appointed 
general agent for Roanoke, Va., by .the 
Provident Life & Accident Insurance Co. 
He has been in the life insurance busi- 
ness for more than 28 years, and for- 
merly was director of agencies for Shen- 
andoah Life Insurance Co. 

Prior to these home office duties, he 
represented Shenandoah as manager of 
the company’s home office agency. He is 
a past president of the Roanoke Asso- 
ciation of Life Underwriters, the Virginia 
association, and served two terms as 
trustee of the National Association of 
Life Underwriters. 


LIAMA ANNOUNCES SPEAKERS 





Wallace, Dunning and McConachie on 
First A. & H. Session; Knight Will 
Moderate Combined Training Panel 


Travis T. Wallace, president, Great 
American Reserve, and James _ D. 
Dunning, assistant vice president of New 
York Life, will be the principal speakers 
at the first session of accident and health 
spring meeting of the Life Insurance 
Agency Management Association, April 
7-9 at Chicago. 

Both are repeat performers this year, 
Frank Vesser, chairman of the A. & H 
committee said. Mr. Wallace will ex- 
pand his comments made at LIAMA’s 
last annual meeting on accident and 
health insurance as a partner of life 
insurance, with equal status in agency 
department planning. Mr. Dunning, 
whose speech last year told of New 
York Life’s entry in A. & H., will report 
at the coming meeting what happened 
during his company’s first year in the 
accident and health field. 

Mr. Vesser, vice president of General 
American, announces that the third 
gee) Monday morning will be Harry 
S. McConachie, president of the Agency 
Management Association and vice presi- 
dent and superintendent of agents of the 
American Mutual. He will present a 
message from the board of directors of 
LIAMA. 

The Monday afternoon program will 
feature a panel on combined training for 
life and accident and health sales, Har- 
land L. Knight, agency vice president of 
Paul Revere Life, will moderate. Partici- 
pants will include: Wesley J. A. Jones, 
director of accident and sickness sales, 
Mutual Life of New York; Roswell C. 
Laub, vice president and director of 
agencies, Monarch Life; J. E. Rawles, 
assistant superintendent of agencies and 
director of training, Reliance Life. Pre- 
siding Monday afternoon will be N. 
Murray Longworth, vice president, 
United Benefit. 


NORTH AMERICAN 
CASUALTY and SURETY 
REINSURANCE CORPORATION V 
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Admitted Assets 


U. S. Govern- 


ment Bonds .. $40,528,379.11 Reserve for Loss 
Canadian Govern- 

ment Bonds 100,559.70 
Railroad Bonds. . 526,404.36 


Public Utility 


Industrial and Miscel- 


$52,593,178.49 


as required by law. 




















FINANCIAL STATEMENT AS OF DECEMBER 31, 1951 


Liabilities 


Reserve for Outstanding Losses $20,422,302.76 

Adjustment 

BDepeneese’ <t5oG.t we cncdart coe < 

Reserve for Unearned Premiums 

Reserve for Contingent Com- 
MISSIONS. 8. s. 5.6.65 0% 


Re ccs 53s. 330,534.03 $41,485,877.20 Recerve for Funds held under 
Reinsurance Treaties ....... 3,608 .576.36 
Reserv i 2 
Railroad Stocks. 273,600.00 eserve for Retirement 
WnAGS Sd oe es es 
Public Utility wisiliadih siaat i ne 
Stocks ....... 1,750,375.00 ee eee 


Liabilities ....... 


Reserve for Non-Admitted Re- 





laneous Stocks.  4,857,644.00 6,881,619.00 ; Es 

WIGIITONOE Fi 255 he es wa a's 213,551.17 
Excess of Schedules P and K 

Mortgage Loans ...........+. 100,443.75 Formula over Case Estimates 376,106.77 

Cash in Banks and Office ...... 2,502 ,822.83 $40,685,180.58 
Reinsurance Balances in Course S05 Coe Re $4,000,000.00 
of Collection (Net) ......... 1,519,493.10 Surplus ........ 7,907 ,997.91 
Interest: Acerued® 0. 6.0... 0s 102,922.61 | : ere 

Surplus to Policyholders....... 11,907,997.91 

$52,593,178.49 


Valuation of securities on National Association of Insurance Commissioners’ basis. 


Securities carried at $919,190.23 in the above statement are deposited with State Departments 


cial 








1,433,981.36 
13,781,252.14 


423,817.36 


340,869.30 


84,723.36 
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W. J. McGettigan of Denver Warns on 
Danger of A. & H. Complacency 


W. J. McGettigan, vice president, 
Security Life & Accident of Denver, 
urged that both the insurance industry 
_ the medical profession do some 

alistic thinking on the danger of com- 
cake ry health insurance and _ socialized 
medicine in his recent address before 
the Denver Accident & Health Asso 
ciation. His point was that while both 
groups may be bitterly opposed to the 


program and to proposed 
amendments in the Social Security law 
which would mean prepaid personal 
health insurance benefits for the 

“their opposition alone is not going to 
be sufficient to prevent the enactment 
of the program into law. Unless the 
realistic side of the ‘attractive picture’ 
is placed before the people of our coun- 
will be saddled with socialized 
compulsory health insur- 


socialization 


masses, 


try, we 
medicine and 
ance.” 

Mr. MecGettigan advoca 
ance people get busy at once in their 
own localities in a determined effort to 
state the facts to those who probably 
will not be reached otherwise. “We will 
have to meet with the re as 
well unorganized wor ker. We will 
have to talk with veterans’ associations 
and other groups—particularly low in- 
come people to whom the promise of 
something for nothing is always appeal- 
ing. We will have to show these groups 
that the Government may give to the 
people only that which it first 
from them, less the heavy cost of 
lecting and disbursing it.” 

Deplores Tendency to Sit Back 

nd Relax 

Mr. MeGettigan deplored the tendency 
0 sit back and relax, and to point to 
the fact that private industry is provid- 
ing income insurance protection to an 
increasing number of the population 


ted that insur- 


1 
as the 


takes 
col- 





each year. He thought it was wishful 
inking that “if and when a change 
in the administration at Washingto1 
takes places, all our troubles will be 
ver and we will no longer be faced 
with governmental threats to our busi 
ness.” On this point the speaker said: 
“Those of us whose oughts lean in 
hat direction are practicing self-decep- 
tion. In at least four of our states, upon 
convening of the 1951 legislative ses- 
sions, the governors’ message recom- 


passage of laws providing 
income during temporary disability. Fur- 
thermore, at least 100 bills were intro- 
duced last year in various legislatures 
to provide sickness benefits. \ 
large number of such bills would set 
up a state monopoly and exclude private 
insurance companies from furnishing 
the benefits.” 

Mr. McGettigan’s advice 
“we should stop patting 


mended the 





cash 





was that 
ourselves on 


the back and stop telling each othe 
what a wonderful job the A. & H. in 
dustry has done.” He said: “Sure we've 
done a magnificent job and are doing 
a magnificent job but, there still re- 
mains much to be done. There remain 
millions of men and women, working 
every day in gainful employment = 
other millions of women and little chil- 
dren dependent upon them for food, 
clothing and shelter) who must have 


income protection 


However, our. pri 
vate insurance companies 


refuse to in- 


sure them. Why? Maybe it’s a heart 
murmur, perhaps a stomach ulcer or a 
kidney condition, or any one of those 


numerous physical conditions that ren- 
der such an applicant ineligible for 
accident and health insurance at the 
present time. Those people need income 
protection and they are going to get it 
If private insurance refuses to furnish 
it, can we blame them for agitating for 
compulsory health insurance? The labor 
unions, who are among the leading ad- 
vocates of compulsory health insurance, 
admit that we do a pretty good job for 
that we insure but, they charge 
that we don’t reach enough ri lg 

“Let us admit that there are a lot of 


those 





people we haven't been insuring; but 
let us do something to change that situ 
ation. Let us at every opportunity, bring 
home to our companies the need foi 
accident and health insurance for sub- 
standard risks. By doing so we can 
expect to see in the very near future 
a policy of income protection that will 
be available to every person who by the 
sweat of his brow must earn his bread. 
you be saying to yourselves: ‘Why 
doesn’t he practice what he preaches, 
for your information my company has 
an accident and health policy for em- 
ployed blind people and before too long 
we expect to have a policy of income 


ct 
Lest 


insurance for every person who has to 
earn a living, even though he may be 
suffering from a health impairment.” 


A. & H. Policyowners on the 
Whole Are Happy 


Further along Mr. MeGettigan said 
it was a fair statement that, on the 
whole, A. & H. policyowners are happy 


with their policies and in their relations 
with their insurers, and that they are 
not seeking compulsory health insur- 


ance. nigtgg 1 despite this wong rela- 
tionship, he does not think that A. & H. 
public avons are as good as they 
should be. In this connection he warned: 

“There is a vociferous minority which 
constantly complains that the A. & H. 
industry lacks both the ability and the 


willingness to provide income protection 
working population. While such 
statements have no basis in fact and 
are misleading, we must take action to 
improve our public relations and_ to 
ecure for our business that degree of 
public confidence that our service to our 
policvholders has earned. With the ex- 


for our 


ception of a few concerns that operate 
on the wie ah that ours is a business 
for the collection and retention of pre- 


miums, our companies all are rendering 
an excellent public service and are dis- 
charging their policy liabilities promptly 

] who are putting out 
and failing to 
being taken care 
Commission is 


and fully. The few 
nusleading 
pav honest 

The Federal 


advertising 
claims are 
Trade 









































Individual or Family-group 


HOSPITAL EXPENSE 
PLAN 


featuring 











24-Hour Coverage 

* Surgery Up to $300 
Payments Up to 365 Days per 
Policy Year 

* 15 Times Daily Room Rate for 
Adult Incidentals (each conf.) 


Operating in Pa., Ohio, Del., Maryland, 
W. Va.,N.C., Fla. and Washington, D.C. 


Educators 


MUTUAL INSURANCE COMPANY 
LANCASTER, PA 




















MUTUAL OF OMAHA CHANGES 





Maginn, Howe, Farlee and Hasenjager 
Promoted at Home Office; An- 
nouncement Made by Skutt 


Mutual of Omaha 
are announced by V. J. Skutt, 
president. The include: 
Walter J. Maginn, secretary to 
troller; Edgar Howe, 


Promotions of four 
executives 
promotions 
comp- 
promotion 
Jim Far- 
to special 


agency 


supervisor to agency secretary; 


lee, sales promotion director 


assistant; and Edward E. Hasenjager, 





enforcing regulations which make it 
most difficult to publish misleading copy. 


The State Insurance Departments are 
withholding approval of poor policy 
forms and preventing their issuance. 


The insurance-buying public is becom- 
ing better informed all the time.” 

As to what can we do about returning 
to the policyowner a larger percentage 
of his premium dollar, the speaker said: 

“That is an objective the industry must 
constantly seek to accomplish but it 
presents many difficulties. Costs of op- 
eration are rising; premium taxes are 
being increased and in spite of wide- 
spread employment at high wages, claim 
ratios are not being reduced. 





assistant purchasing agent to purchasing 
agent. 

Mr. Maginn, Creighton University 
alumnus, joined Mutual Benefit in 1931, 
He was promoted to assistant secretary 
in 1948. Two years later he was named 
secretary. He is a member of National 
Insurance Accounting & Statistical Asso- 
ciation. 

Mr. Howe joined Mutual Benefit in 
1938 after his graduation from Omaha 
University and a year’s study at the 
University of Chicago. Mr. Howe is 
current president of the Omaha Univer- 
sity Alumni Association. He is a member 
of the Omaha Advertising Club, Lions 
Club, Omaha Health & Accident Under- 
writers Association, and the Life Adver- 
tisers Association. 

Mr. Farlee, a Creighton University 
graduate, joined Mutual Benefit in 1946, 
He is editor of the agency publications, 
Mr. Farlee is active in Junior Chamber 
of Commerce affairs and a member of 
the Exchange Club, Omaha Advertising 
Club, and Life Advertisers Association. 

Mr. Hasenjager, alumnus of Omaha 
University, joined Mutual Benefit in 
1938. He has been active in the Junior 
Chamber of Commerce and the Com- 
munity Chest. He is a member of Omaha 
Post No. 1 of the American Legion. 














Working For You 





LURICH- 


AMBRICANS 


INSURANCE COMPANIES 





The Zurich-American group department is ready to 
help you round out your business with profitable group 
disability lines. Courteous, capable men—specially trained 
and thoroughly experienced—will not only assist you in 


F selling your group prospects, but will also follow through 


with enrollment, installation, and 
servicing. 

With the group department work- 
ing for you—handling all techni- 
cal details—you will find the sales 
possibilities in this profitable field 


well worth exploring. 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 


135 S$. LA SALLE ST., CHICAGO 3, 


ILLINOIS 
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Sullivan Favors Bill 
For State Rate Bureau 


APPEARS AT MASS. HEARING 


Would Establish Auto Rating Bureau 
Under Insurance Department; States 
Federation Opposes Measures 


30ston—Massachusetts automobile in- 
surance rates will take “a fairly high 
jump next year,” State Insurance Com- 
missioner Dennis E. Sullivan predicted 
at a recent State House hearing. 

Mr. Sullivan said 1952 rates were based 
on a formula using a three-year period 
from 1948 through 1949 to determine 
what would be a fair rate, “thus we 
came up with a 10% boost.” He said 
the inflationary trend of the past year, 
particularly higher hospital costs, will 
mean a big jump in the 1953 auto rates. 

Mr. Sullivan appeared before the leg- 
islative ways and means committee to 
favor legislation establishing a state bu- 
reau to compile statistics on which rates 
are based. The rating bureau now is op- 
erated by the insurance companies which 
handle auto insurance. He said the bu- 
reau would cost about $213,000 annually. 


Sullivan Defends Proposal 


Commissioner Sullivan defended his 
proposal by saying that now the public 
thinks insurance companies set the rates. 
“This is not so,” he declared. “The only 
wav this attitude can be eliminated is 
by putting the rating bureau under the 
Insurance Commissioner.” 

Arthur C. Conley, counsel for the In- 
surance Federation of Massachusetts 
vigorously opposed the bill, asserting it 
would saddle the auto owners of Massa- 
chusetts with $200,000 more a vear which 
would have to be added to the cost of 
insurance policies. 

At the same time the legislative com- 
mittee on insurance heard a proposal to 
assess the cost of the administration 
of the workmen’s compensation law by 
the Industrial Accident Board on insur- 
ance companies doing business in 
Massachusetts. Commissioner Sullivan 
opposed this bill along with insurance 
company representatives. Kenneth J. 
Kelley, legislative agent of the Massa- 
chusetts Federation of Labor, was 
recorded in favor of the bill but no 
proponents appeared at the hearing. 





DAY SUPPORTS BOHLINGER 


Illinois Director Urges Companies to 
Give Auto Liability Rate Discounts 
to Careful Drivers 

Director of Insurance J. Edward Day 
of Illinois has urged companies writing 
automobile insurance to work out a plan 
for giving rate discounts to careful 
drivers. He expressed the opinion that 
lower rates for drivers with accident 
free records would stimulate safe driv- 
ing, bringing about a possible reduction 
in frequency and severity of accidents 
and therefore in automobile insurance 
rates generally. 

His views were contained in a letter 
to Alfred J. Bohlinger, Superintendent 
of Insurance of New York, expressing 
support for an appeal made by Mr. 
sohlinger at Pittsburgh Insurance Day 
last week on this subject. 

In his letter to Mr. Bohlinger, Mr. 
Day pointed out that the Illinois Insur- 
ance Department has been exploring the 
“safe driver award” problem for some 
months in order to appraise the many 
arguments of the insurance companies 
against this approach to the high rate 
problem. He pointed out that for some 
years one small group of companies had 
had a safe driver award plan for auto- 
mobile insurance in effect in Hlinois and 
that the material supplied to the Depart- 
ment by the company indicates that the 
Plan is operated fairly and successfully. 

lhe Illinois Department’s study shows 
that a number of plans which have been 
tried by other companies in the past to 
give safe drivers special discounts have 
been abandoned because it was thought 
that they were misused for improper 
rate cutting. 





R. R. HUME’S NEW POSITION 


Joins Seaboard Surety as Attorney; For- 
merly on American Surety’s Legal 
Staff; His Career 

Robert R. Hume, formerly with Amer- 
ican Surety’s home office legal staff, has 
joined the Seaboard Surety of New York 
as an attorney in its home office legal 
department. ; 

A graduate of St. Joln’s University, 
Brooklyn, with business administration 
degree, Mr. Hume later obtained his 
bachelor of law degree at St. Lawrence 
University Law School. He is a member 
of the New York State Bar and Federal 


Bar. 

In 1933 Mr. Hume joined the American 
Surety in its home office claim depart- 
ment, and several years thereafter he 
was promoted to manager of the fidel- 
ity salvage department. In 1945 he was 
transferred to American Surety’s legal 
department and appointed an attorney 
for the company. In this capacity he 
has served on various committees of the 
Association of Casualty & Surety Com- 
panies —representing American Surety. 
Among them were the Federal bonding 
fund legislation committee, the surety 
law committee and several subcommit- 
tees. He also did considerable work in 
connection with the 1951 merger of New 
York Casualty into the American Surety. 

In 1949-50 Mr. Hume was president 


of the Employe Association of American 
Surety. He is a member of the New 
York State Bar Association and the 
American Bar Association, and_ their 
respective insurance sections. 


Lunch to Robert N. Rose 


A luncheon in honor of Robert N. 
Rose, former executive vice president of 
Health Service, Inc., national Blue Cross 
service agency, was given by officers of 
Associated Hospital Service at Gram- 
ercy Park Hotel, New York, a few days 
ago. Mr. Rose resigned March 1. Mr. 
Rose’s work with Health Service, Inc., 
was highly praised at the lunch by Louis 
H. Pink, chairman of Associated Hos- 
pital Service. 


COMP. BILL IN KENTUCKY 

A bill increasing workmen’s compen- 
sation benefits has been given final 
passage by the Kentucky Legislature 
and sent to the Governor for signature. 


NAIC Meeting Plans 


(Continued from Page 37) 





Matthias, attorney; C. L. Morris, secre- 
tary and general manager, Illinois Na- 
tional Casualty Co. 
Other Committee Members 
Also: Henry S. Moser, attorney; Ray- 





mond Olson, president and counsel, Mu- 
tual Trust Life Insurance Co.; C. O. 
Pauley, managing director, Health & Ac- 
cident Underwriters Conference; Neville 
Pilling, United States manager, Zurich 
General Accident & Liability Insurance 
Ca;+ Lik Wik 
[Illinois Association of Insurance Agents; 
Robert R. Reno, Jr., chairman, state law 
and legislation, National Association of 
Life Underwriters; Charles Rozmarek, 
president, Polish National Alliance of 
the U. S. of North America; Adlai H. 
Rust, executive vice president and 
treasurer, State Farm Mutual Automo 
bile Insurance Co.; Hermon -D. Smith, 
executive vice president, Marsh & Mc- 
Lennan. 

Also: Edgar O. Stoffels, president, 
Chicago Board of Underwriters; W. 
Clement Stone, president, Combined In- 
surance Co. of America; Donald A. 
Tripp, secretary, Illinois Association of 
Mutual Insurance Companies; John Eliot 
Warner, president, officers of attorney- 
in-fact, Canners Exchange Suscribers at 
Warner Inter-Insurance Bureau: R. J. 
Wetterlund, president and general coun- 
sel, Washington National Insurance Co.: 
W. S. Whitford, president, Millers Na- 
tional Insurance Co.; Kenney E. Wil- 
liamson, CLU, Massachusetts Mutual 
Life Insurance Co.; Frank V. Wilcox, 
manager, Country Mutual Casualty Co. 


Redicker, president, 
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Palmer Discusses Value 


Of Good Specifications 


The value of specifications to contrac- 
tor and surety was discussed by Ger rald 
H. Palmer, executive secretary, American 
Specification Institute, Chicago, at the 
annual meeting of the National Associa- 
tion of Surety Bond Producers at Chi- 
cago, March 17. ‘ 

Mr. Palmer said that the purpose of 
the specification is to enable competitive 
serve to record restrictions, co- 
ordinate agencies and provide for the 
accomplishment of the desired result. 
With respect to the importance to the 
surety of good specifications, the speaker 
said: 

“The place 


bids, 


and value of the surety 
in any project, no matter how small, is 
of the greatest importance. It is the 
assurance to the owner his work will be 
accomplished in a manner in which he 
and his architect have decided upon and 
as shown in the plans and described in 
the specifications. The contractor who 
can furnish a surety must have standing 
both in his work and financially. 

‘Both the terms of the general condi- 
tions of the contract as well as the plans 
and specifications are available to the 
surety and while many small bonds may 
be made on merely a dollar value con- 
sideration, when work of greater size is 
involved, more study is given to the 
contractor's ability and the owner may 
have the satisfied feeling his objective 
will be accomplished. 

“It should be of great interest to the 
surety to know whether or not the 
architect, who draws the plans and writes 
the specifications, is actually acting in 
the true fiduciary capacity of an architect 


or whether he is employed | V the con- 
tractor. In ck a case the settlement 
of differences between what the owner 


claims and the contractor offers can 
only be settled by long drawn out argu- 
ments without the benefit of arbitration 


before an impartial man in the position 
the architect should have in the picture. 
“The surety, as a group, can make 


demands for better specifications and can 
hold power over the owner and architect. 
It is unthinkable that any job of conse- 


quence would be done without surety 
bonds and when large enough they are 
sometimes shared among a number of 


firms. By showing an interest in the 
specifications as well as the drawings, 
the surety would do a tremendous job 
in bringing up to a higher standard this 


part of the work which is of equal value 


and which, unfortunately, only achieves 
this position in a law suit. 
“Good plans and good specifications 


are important to all 
building construction.” 


Newark Chapter of CLU’s 
Entertains N. J. CPCU’s 


The members of the New Jersey Chap- 
ter of the Society of Chartered Property 
& Casualty Underwriters were invited 


concerned with 


by the Newark Chapter of Chartered 
Life Underwriters to attend its regular 
luncheon meeting March 12. Mildred 
Stone, CLU seer of the Newark 


Chapter, introduced W. V. Winslow, Ir.. 
CLU, regional weet of Prudential’s 
ordinary agencies department, who pre- 


sented the guest speaker, Ardell T. 
Everett, second vice president of Pru- 
dential in charge of sickness and acci- 
dent. 


Mr. Everett 
life insurance 


spoke on the interest of 
companies in the sickness 


and accident field. “It is not the result 
of any pressure,” he stated, “but has 
come about through their social con- 


sciousness and desire to serve the public.’ 
Garret W. Roerink, analyst of the 
American Insurance Group, Newark, and 
president of the CPCU, was among those 
seated at the head table. 
St eae 
<2 BROKERS’ DIRECTORY 
[he California Department of Insur 
ance has just issued a complete list of 
persons, partnerships, and corporations 
licensed as insurance brokers in the 
state including surplus line brokers for 
the license period ending July 1, 1952. 





JONES ARRIVES FROM LONDON 
Becomes Manager of Agency Manage- 
ment Limited; Has 30 Years Experi- 
ence as Lloyd’s Broker in London 
Richard H. Jones, of London, has 
arrived in New York to become manager 
of Agency Managers Limited, it is an- 
nounced by Ben D. Cooke, managing 

director of the company. 

Mr. Jones, who has had many years 
of experience in reinsurance of American 
risks in London, will be responsible for 
the underwriting of the company under 
the direction of Mr. Cooke. 

With time out during World War II 





in which he served as a lieutenant in 
the Royal Artillery in Norway, Gibraltar, 
and India, Mr. Jones has had almost 30 
years of experience as a Lloyd’s broker 
in London. For two years prior to join- 
ing Agency Managers Limited as its 
New York manager, Mr. Jones was 
broker for Harris & Graham, Lloyd’s 
insurance brokers, of London. Previous 
to that, for 25 years, he was broker 
for Bevington, Vaizey & Foster, also 
Lloyd’s insurance brokers, of London, 
Mr. Jones will return to England for 
a brief visit in May, for the purpose of 
bringing his wife and two daughters to 
the United States, to settle in New York. 





It’s hard to prevent these from happening... 





... but your insurance agent 


can save you from the consequences! 


Your American Surety agent has a 
single policy that reimburses you 
for loss of money and securities due 
to Dishonesty, Destruction or Dis- 
appearance...on or off your prem- 


And, he can fit this “3—D” 


Policy to the exact needs of your 


ises. 


business. 





For the best in protection— 





call your American Surety Agent. 


Planned to help agents, this is one of a series 


appearing in business and consumer magazines 


HIMERICAN SURETY 


onennmomanaemem COMPANY 


100 Broadway, New York 5, N. Y. 
+ ACCOUNTANTS LIABILITY 


FIDELITY - SURETY - CASUALTY INLAND MARINE 





AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC. 





Analyzes Wunderlich Opinion 


(Continued from Page 37) 


Mr. Justice Reed concurred) dissented, 
He stated: ‘Law has reached its finest 
moments when it has freed man from the 
unlimited discretion of some ruler, some 
civil or military official, some bureau- 
crat. Where discretion is absolute, man 
has always suffered. The rule we 
announce makes a tyrant out of every 
contracting officer. He is granted the 
power of a tyrant even though he js 
stubborn, perverse or captious. He js 
allowed the power of a tyrant though he 
is incompetent or negligent. He has the 
power of life and death over a private 


business even though his decision is 
grossly erroneous. Power granted js 
seldom neglected. 


“*An official who is accountable will 
act more prudently. A citizen who has 
an appeal to a_ body independently of 
the controversy has protection against 
passion, obstinacy, irrational conduct 
and incompetency, of an official. . . . 
We should allow the Court of Claims, 
the agency closest to these disputes, 
to reverse an official whose conduct is 
plainly out of bounds whether it is 
fraudulent, perverse, captious, incom- 
petent, or just palpably wrong. The rule 
the Court of Claims espouses gives a 
citizen justice even against his Govern- 
ment.’ 

“Mr. Justice Jackson wrote a sepa- 
rate but equally ringing dissenting opin- 
ion:—‘Men are more often bribed by 
their loyalties and ambitions than by 
money. I still believe one should be al- 
lowed to have a judicial hearing before 
his business can be destroyed by ad- 
ministrative action.’ 

Points Out Fundamental Question 

“As Mr. Justice Jackson pointed out, 
the fundamental question is not whether 
the contractual provision is legal, but 
whether it is right and in the public 
interest. He stated: ‘Granted that these 
contracts are legal, it should not follow 
that one who takes a_ public contract 
puts himself wholly in the power of con- 
tracting officers and department heads.’ 

“Why should Government insist that 
its representatives be both judge and 
jury? It is essential that the contract 
provide that the project proceed with the 
work as directed by the contracting offi- 
cer notwithstanding any disagreement 


between him and the contractor. If the 
Government’s cause is just, it need not 
fear the decision of an independent, 


experienced, understanding tribunal, such 
as the Court of Claims. 

“T have always believed that many 
decisions, harsh from the point of view 
of the contractor, are bottomed on the 
erroneous assumption that the prospec- 
tive bidder on public work is a free 
agent who can induce the public body 
to alter the general or special condi- 
tions, in advance of the opening of bids, 
by demonstrating the unfairness of a 
proposed contractual provision. This is 
not the case. Occasionally a corrective 
bulletin will be issued but as a general 
rule the specifications stand as published 
and the responsible contractor must 
either risk a bid or refrain from bidding. 

“There is no substitute for the skill, 
integrity and ability of a responsible 
contractor. The low bidder, if irrespon- 
sible, cannot be policed 24 hours a day 
all over the project. 

“The specification writers who delight 
in self-exonerating provisions and ex- 
culpatory clauses fail to recognize that, 
in normal times, the competent, respon- 
sible contractor loads his bid to protect 
himself against the possible risk of an 
onerous condition. 

“Many departmental heads in our 
Federal Government and many state 
officials now understand that the elimi- 
nation of a one-sided provision and 
the substitution of a provision for a 
fair hearing and an equitable adjustment 
of price, not only induces a better grade 
of contractors to continue to bid but 
results in the reduction of the bid price. 

“As surety bond producers, you ap- 
preciate how a court decision, preju- 
dicial to the contractor you service, 
may likewise subject to loss the surety 
who has written the contractor’s bond.” 
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Balance Sheet 


December 31, 
ADMITTED ASSETS 1951 
United States Government Bonds. . . . . . « $ 94,712,097.11 
Other Bonds ... . eee ee arene 





Preferred and Common Stocks ... . . . . 137,331,389.75 
Cash in Office, Banks and Trust Companies . . .  34,525,001.17 
tha | Ca Nl N 0 t Investment in The Home Indemnity Company. .  16,775,982.44 
RU Us oy ee tain ae ek Tee 6,804,977.76 
Agents’ Balances or Uncollected Premiums . . .  19,562,958.04 


he measured. sa Other Admitted Assets... . . 2... - + 4,154,929.80 


Total Admitted Assets . . . . « « « + $374,933,359.90 


LIABILITIES ann CAPITAL 
Reserve for Unearned Premiums. . . . . « ~ $163,843,315.15 


5 ame is the time of year when The Home Insur- Unpaid Losses and Loss Expenses . . . . . . 33,259,160.83 
ance Company reports on its operations and fe oe ee eal ee ee a 7,500,000.00 
progress for the previous year. In so doing, as Reserves for EI a car) gc aoe em ek 1,783,086.36 
you will note, we list the physical assets of the Dividends Declared . ..... +++ + +  3,600,000.00 
company. Other Tiabalities< 9.03 6 ss 6 8 ee 4,596,351.05 

One of our most fundamental assets, however, Total Liabilities . . . . . - - « © «© $214,581,913.39 


Comat Diy on ck es ce eo oe oe 
Samed dato gle os ee ea owt ia. ola a. 6 ee 
Surplus as Regards Policyholders . . . . $160,351,446.51 
Saree aera 


cannot be listed and evaluated in dollars. That 
asset is the close bond of personal interest and 
friendship that has always existed between The 


Home and the policyholders it serves. 


i i NOTES: Bonds carried at $5,514,759 Amortized Value and Cash $80,000 in the above 
This asset has . threefold ae In part, it balance sheet are deposited as required by law. All securities have been valued in 


springs from the very nature of the business in accordance with the requirements of the National Association of Insurance Commis- 
sioners, Based on December 31, 1951 market quotations for all bonds and stocks 
which The Home is engaged. No field of activity owned, the Total Admitted Assets would be $37,808,657 and the Surplus as Regards 
* Policyholders would be $157,226,744. 

is more deeply personal than the field of property 


insurance ... the protection of a man’s home, his 












business, his cherished possessions. Another un- 
derlying stimulus of this friendly relationship is 











the natural concern any policyholder feels re- 
garding the company which provides him protec- 


; ; : Directors 

tion, and his loyalty to a company which proves 

i * . . Lewis L. Clarke Percy C. Mapetra, Jr. Leroy A. Lincotn 

itself worthy of loyalty. The third source lies in "hae President, Chairman of Board, 

. . d Title t 

the whole business philosophy of The Home and Groncr McANENy ae ‘Tract i Press vetesal 

‘ ‘ Trustee, r 

its more than 40,000 agents and representatives Title Guarantee & Eant. G. Harrison zoemee?. Ross 
2 ° "rust C Schnader, Harrison, Senior Partner, 

...@ warm and human way of doing business on aoe peu Segal & Lewis Ivy Lee and T. J. Ross 

AROLD . OMITH , ~ 

i > i i i Cuampion McDowett Davis Henry C. Von Etm 
the directly personal level; a relationship of President Rest Héworass Chaar 
people with people—people supplying service to SS — Atlantic Coast Line 1 of Boerd, 

; z p chairman of ailroad Co. anufacturers Trus 

people with a need for that service. Eascasioe Committee, Wiss G? Temtaose Conaane 
Atlante “oast Vice Chairman, OBN M. FRANKLIN 

To the stockholders who own The Home, no Railroad Co. Peoples Savings President, 

: a fe 7 a Co. United States Lines Co. 
asset is of greater value. Every premium pay- Lo yp hr diconal iy ad “ee . sane 
ment, every policy, every claim and every benefit City Investing Co. Rocer W. Basson President, 

h r a Grorce GunD Chairman of Board, George A. Fuller Co. 

that make up the story of The Home for 1951 President, Babson’s Reports, Inc. Scania) Mera 

j ; . Cleveland Trust Co. Henry C. Bruni Vice President & 
is a direct outgrowth of that bond of friendly sic oat ie Prastisni, Assistant to the President 

interest. President, Empire Trust Company Leonarp Prrerson 
: : F ‘ Chemical Bank & Harsin K. Park Vice President & Controller 

It is the foundation on which The Home builds. Trust Co. President, Hensert A. Payne 
° Cuartes A. Loucuin First National Bank Vice President & Secretary 

Sincerely, Vice President & of Columbus, Ga. J. Epwarp Mryer* 

General Counsel Boykin C. Wricnt President, 


3 a 
: ae Ivan Escott Shearman & Sterling Cord Meyer Development 
Vice President & Wright Company 


aon 
PRESIDENT Elected January 14, 1952 

















PROPERTY vy THE HOME vA FIRE + MARINE 
INSURANCE rd AUTOMOBILE 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 










































GENERAL TRANSPORTATION 
CASUALTY and SURETY COMPANY 


A PARTICIPATING STOCK COMPANY 


HOME OFFICE: 1790 BROADWAY, NEW YORK 19, N. Y. 











(The corporate name has been changed to General Fire and Casualty Company as of March 10, 1952.) 


Annual Financial Statement 


DECEMBER 31, 1951 


ADMITTED ASSETS 





$ 1,779,932.51 
9,224,692.85 
44,209.59 


Cash on Hand and in Banks 

*Government Bonds 

Accrued Interest 

Premiums in Course of Collection 
(Under 90 Days) 

Other Admitted Assets 


791,438.57 
4,000.00 


$11,844,273.52 








LIABILITIES 





$ 7,173,398.14 
1,439,025.44 
210,262.32 


Reserve for Losses and Loss Expense 
Reserve for Unearned Premiums 
Reserve for All Other Liabilities 
Capital 

Surplus 


$1,000,000.00 
2,021,587.62 





3,021,587.62 
$11,844,273.52 








* Amortized Value of Bonds 


Securities carried at $437,264.73 in the above statement are deposited as required by law. 





BRANCH OFFICES 


CHICAGO PHILADELPHIA NEWARK 


Public Ledger Building Raymond Commerce Bldg. 
Independence Square, Philadelphia 6, Pa. Newark 2, N. J. 


309 W. Jackson Blvd. 
Chicago 6, IIl. 











COMMISSION TO BROKERS 
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